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Master Craftsmen are producing 


quality products here as B&C progresses 
with the industrial South... and 
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to join us for a high old time at the 
SEWA 4th “Industry Day’ 
meeting at the Biltmore in Atlanta, 
January 14-15 








New and Profitable Business 
for Electrical Contractors... 


INSTALLING WAKEFIELD 
““THREE-WAY” CEILINGS... 


With the Wakefield Ceiling, contractors are given an 


opportunity to sell and install entire ceilings instead of 


just fixtures. 


2 The Wakefield luminous ceiling may include acoustical 
baffles and can be used as a diffuser for air conditioning, 
yet it is always installed in its entirety by an electrical contractor 


licensed by Wakefield. 


The Wakefield Ceiling is an engineered, standardized 
9 . - % > ° ‘ “ 
“package” shipped to the job with simple installation steps 
clearly outlined. 


4, Many Wakefield Ceiling installations have been made with 
labor costs running no more than 10°; to 15‘; of total 
installed cost. 


5 Qualified contractors are invited to become Wakefield- 

licensed installers. Wakefield will furnish a factory man 
for on-the-job training in the early stages. Write to The F. W. 
Wakefield Brass Company, Vermilion, Ohio. 


Cakefeclel 























Channel supports 
are attached to the 
ceiling. 


Channels containing 
wiring, ballasts and lamp 
Supports are then se 
cured in place. 


Baffle rods to support 
diffusers and baffles sim- 
ply hook on lamp 
supports 


Leveling adjustment 
raises or lowers baffle 
rails 


Acoustical baffles fit 
on baffle rails. Plastic 
diffusers are quickly 
set in place 
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It Cools ... It heats! 
1954 Window Type 


ROOM AIR CONDITIONERS 


—for year round comfort 


> 


FEATURING ’ 
VARIABLE COOLING @ CHROMALAX HEATER @ 


2 SPEEDS @ BLOWER and FAN FOR MAXIMUM 
AIR EFFICIENCY @ |! KNOB CONTROL @ DE 
HUMIDIFIER @ THERMOSTATIC CONTROL 


Presenting THE CAPRI — *4 ton Model 
The Lido—!'2 ton Model 
The Riveria—1 ton Model 


Electrically Reversible WINDOW FANS 
3 Speeds Exhaust . . . 3 Speeds Intake 


FRIGID 
Leads in'54 


FAN and 
ROOM CONDITIONERS 


ALSO A FULL LINE OF 


BLOWERS. SHUTTERS, ETC 


& 
CE. 
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EXHAUST FAN’. 


‘ 
7 


KITCHEN VENTILATOR 


Seewe 


LAYDOWN FAN 


PEDESTAL FAN 








With or without protective 


ventilated hood over motor and drive. | 


Hood optional extra. 


Single inlet, belt driven 
blowers with all the charac- 
teristics demanded to fill pres- 
ent requirements — unusually 
strong construction, compact 
and convenient, well designed 
and finished, and equipped 
with Schwitzer-Cummins Hy- 
Duty blower wheels which are 
unsurpassed for air volume 
and smooth, quiet, lifetime 
operation. Rated from 300 
CFM to 5000 CFM with all 
the stops between. 











Write for literature and prices for your next blower purchase. 


Folder covers all ratings, dimensions and other engineering matters and 


describes the many new and interesting features of this line. 


INVESTIGATE ALSO HY-DUTY 5’ —8'%'—10” 
DIRECT DRIVEN UTILITY BLOWERS 
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In This Issue 


Two-way radio for contracting service trucks 44 
Lighting demonstration room creates sales 48 
Adequate wiring and lighting makes a livable home 50 
“More Sales”—theme of SEE sales conference 78 
“Serve the Public and Prosper”—NECA theme 82 
The 1953 Electrical Code—A special report 86 


System maps speed line service in storms 90 


Economic Comment 
Industry news 
Dates ahead 

Names in the news 


New Product news 


HOW WHOLESALERS SERVE THE ELECTRICAI 
PRADI 


. 


“Industry Day” program features panel discussions 52 
Wholesaler co-operation advances lighting training 53 
Display room—courtesy of the local wholesaler 54 
Good service still pays enterprising wholesaler 56 
Home builders are invited to wholesaler displays 58 
Sales meetings feature manufacturers’ talks 62 
Courtesy spells success for Memphis supply house 64 
Letters to contractors build lighting volume 68 
Large fixture selection adds value to display 70 


Immediate invoice pricing appeals to contractors 7 


Drive-through service aids busy contractors 76 


PO HELP THE BUSY READE! 


Fast service and more efficient use of his men and 
service trucks have been the immediate result of two- 
way radio communication installed by a Dallas elec- 
trical contractor in his service trucks. Details are given 
on page 44. 


The move made several years ago by a group of 
wholesalers to build better industry relations is show- 
ing tangible results. SEWA’s annual “Industry Day” 
meeting is now an event of importance. A special sec 
tion tells how wholesalers serve. See page 52. 


Copyright 1953, W. R. ¢ D Atlanta, Georgta 
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A Typical Illustration of Lithonia Efficiency 


CATALOG NUMBER - U.N. - 296 


Lithonia 
Leads the way 
in Lighting 


For the newest type of efficient lighting, count 
on LITHONIA for proven results. LITHONIA 


combines smart, modern design at lowest pre- 
vailing prices. 


@ AN ALL PURPOSE, ALL DOWN LIGHT FIXTURE 


@ MULTIPLE PUNCHING AND KNOCKOUTS FOR 
EFFICIENT INSTALLATION 


@ NO EXTRA PARTS OR HARDWARE NEEDED 
@ SUITABLE FOR SUSPENDED OR FLUSH MOUNTING 
@ 350° OVEN BAKED GLEAM WHITE ENAMEL 


@ RUST PREVENTIVE OAKITE METAL TREATING 
PROCESS MEETS U. S. GOV. SPEC. 600 HOUR 
SALT SPRAY TEST 


@ SLIMLINE AVAILABLE IN 4—6 OR 8 FT. LENGTHS 
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MOUNTING DIAGRAM 


NOT TO SCALE 











© Easy to stack 
© Easy to handle 
¢ Compact storage 


Ee — — an 
|, —____ 97” —__ 464 


' Carton Dimensions 6“°x3“’x97“” 








*Sold Only Through Recognized Electrical Distributors 


Lithonia UGHTING PRODUCTS CO LITHONIA, GA. 


ELECTRICAL SOUTH for DECEMBER, 1953 





STANDARD 


STANDARD TYPES & SIZES 


UNFLANGED BOXES 
H1200 Type 


164 sizes 
from 4x 2x 2 to 48 x 36x17 


FLAT FLANGED BOXES 
H8000 Type 


87 sizes 
from 4x 4x3 to 36x 36x12 


HINGED COVER BOXES 
H3200 Type 


128 sizes 
from 5x $x3 to 36x36x 12 


FLANGED RECESSED COVER BOXES 
H7000 Type 


51 sizes 
from 4x4x3 1030 x 24x 12 


CHECKERED COVER SIDEWALK BOXES 
H5800 Type 


53 sizes 
from 6x6x4 to 36x24x 14 


STANDARD BOXES ore of strong, dense cast iron—hot dip galvanized for tong 
service and attractive eppecrance. Weatherproof construction—rubber-gasketed 
closure prevents entry of rain, snow, sleet or dust under normal conditions. 


HOPE 


ELECTRICAL PRODUCTS CO., INC. 


338 Wilson Avenue, Newark 5, N. J., Mitchell 2-4426 
4 
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..-CAST BOXES’ BY HOPE 





CUSTOM VARIATIONS 


You can specify any of these modifications in standard BOXES by HOPE 
~have them factory-made at moderate cost-and get prompt delivery. 


DRILLING— 
or drilling and tapping— 
of conduit entrances 


BOSSES— 
to provide extra thickness 
for five-thread conduit entrances. 
Drilled and tapped to specification 
if desired 


SPECIAL GASKETS — 
Neoprene for fungus resistance in hot, 
humid climates * pure gum for extreme soft- 
ness and resistance to special acids * 
Vellumoid for resistance to oils and fats * 
graphite-free compressed asbestos 
for installation near boilers or steam pipes 


MOUNTING LUGS— 
drilled for any desired 
bolt size 


INTERIOR MOUNTING BUTTONS— 
—tapped blind 
fo specified centers 


AND ... you can order these custom modifications, as well as 
standard BOXES by HOPE, conveniently and quickly, through 
your locai electrical distributor. 


* OUTLET BOXES AND FITTINGS + JUNCTION AND PULL BOXES * 
HINGED CABINETS * TERMINAL BOXES * EXPLOSION HOUSINGS 











EXPLOSION HOUSINGS BY HOPE 


have been extensively used in Class 1, Groups C and 
D hazardous locations, such as chemical, petroleum 
and powder plants, pump rooms and paint plants. 


GET THE FULL STORY ON BOXES BY HOPE — 
WRITE ON COMPANY LETTERHEAD FOR CATALOG 


5 




















Work is a pleasure with this velvetized light... diffused 
by beautiful, lattice-like GRATELITE, installed in the offices 
of MacKenzie, Knuth & Klein, Architects of Flint, Michigan. 


data: 
Room Size: 23'4” x 9/10” x 10’9” 
Luminaires: Guth Super-Strips 
created by 12 96” T-12 Lamps, 4500° White 
Mounted on 24” Centers, 10'6” high 
GRATELITE Ceiling: Mounted 8'6” above floor 
Foot-Candles: All Super-Sirips on—86 F.C. 


*K 
One-Half Super-Strips on—42 F.C. 
BRIGHTNESS READINGS: FOOT LAMBERTS [C.P./SOQ. IN._ 
' -| GRATELITE Ceiling at approx. 30° Angle| _ 120 260 


2.|East Wall (French Gray) 20 046 
Dado 13 .028 
3.|South Wall (Deep Coral) 9, 021 
® 4.|Floor (Natural Cork Tile) _ 174, 038 

U. S. 1 5.| Desk (Chartreuse) 36 .080 














Trad . a . 
Just think: 86 Foot-Candles—and yet only 120 Foot Lambert 
Brightness! Never before was such low brightness with such high 
illumination values thought possible. Make this dream come 
true for you. Write on your letterhead for Catalog 905-F and 


GrateLite layout guide. 


EDWIN F. GUTH COMPANY ST. LOUIS 3, MO. 


j {> ; 
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1008—Electrical Equipment. The latest edition of the 
federalog has just been issued by Federal Electric 
Products Co., 60 Paris St., Newark 5, N. J. This profusely 
illustrated catalog contains complete details of Federal’s 
newest motor controls, safety switches, service equipment, 
circuit breakers, panelboards, switchboards, and busduct. 


1030—Condensed Lighting Catalog. This 8-page de- 
scriptive bulletin issued by Pittsburgh Reflector Co., 450 
Oliver Bidg., Pittsburgh 22, Pa., describes in detail the 
most popular items in the Pittsburgh line of fluorescent 
and incandescent lighting equipment. Each item is fully 
illustrated and cataloged, and many are accompanied by 
installation drawings. 


1032—Receptacles, Plugs, and Connectors. Russell & 
Stoll Co., Inc., 125 Barclay St., N. Y., has released a 
bulletin No. EL-4-46, describing the new Ever-Lok re- 
ceptacles, plugs and cord connections for 30 amperes, 
440 volts, a-c. Typical uses are for heavy duty industrial 
purposes. 


1048—Plug-In Strip. A complete revision of Catalog 
CF-2 has recently been published by National Electric 
Products Corp., Pittsburgh, Pa. This 8-page, illustrated 
brochure pictures the 3 ft. and 6 ft. standard lengths of 
the redesigned multi-outlet branch circuit assembly. Sev- 
eral pages are devoted to detailed instructions for cutting 
the Plug-In strip on the job. 


1054—Fluorescent Fixtures. Catalog No. 52 illustrates 
the commercial, industrial and residential designs offered 
by the Kayline Co. Featured are troffers, glass and louver 
type, recessed incandescent units, and many others. The 
catalog is available from the Kayline Co., 2480 E. 22nd 
St., Cleveland 15, Ohio. 


1058—Conductor Fittings. A complete catalog, illus- 
trated and listing prices, has been issued by Penn-Union 
Electric Corp., Erie, Pa. Described is the company’s com- 
plete line, including a wide variety of service connectors, 
terminals, tees, and taps; also many other types of con- 
ductor fittings. 


1076—Modular Lighting. A 20-page booklet containing 
interesting and useful information about the “modular 
system” of lighting can be obtained by writing to the 
Mitchell Manufacturing Co., 2525 Clybourn Ave., Chi- 
eago 14, Ill. 
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1082—Wakefield Luminous Acoustical Ceiling. Just off 
the press is this booklet devoted to the photometric and 
acoustical performance of the Wakefield Ceiling. ‘This 
covers full engineering data and full engineering informa- 
tion and layout help for architects and engineers. F. W. 
Wakefield Brass Co., Vermilion, Ohio. 


1086—Connectors and Couplings. Tomic Sales and En- 
gineering Co., 4864 Woodward Ave., Detroit 1, Mich., now 
have available catalog sheets containing data on the com- 
plete line of their connectors, couplings, and cable con- 
nectors. 


1088—Fittings and Fixtures. A 24-page illustrated cata- 
log covering Killark fittings and fixtures is offered by 
Killark Electric Mfg. Co., Vandeventer and Easton Aves., 
St. Louis 13, Mo. 


1090—Midget-Size Busduct. Complete information on 
Power Plugin, the new, midget-size busduct, is found in 
bulletin No. 703, available from Frank Adam Electric Co., 
3650 Windsor PIl., St. Louis 13, Mo. 


1092—Electrical Boxes and Conduit Fittings. Steel City 
Electric Co., 1207 Columbus Ave., Pittsburgh 12, Pa., offers 
a catalog of their complete line. 


1110—Flexible Cords and Portable Cables. Bulletin 
H-420, a 55-page illustrated booklet describing Hazacord 
cords and cables, is being offered by Hazard Insulated 
Wire Works, Div. Okonite Co., Wilkes-Barre, Pa. 


1130—Conduit Fittings. The latest completely illustra- 
tive catalogue on their diversified line of conduit fittings is 
announced by The Atlantic Conduit Fittings Company, 589 
Atlantic Avenue, Boston 10, Mass. 

1136—Cavalier Heaters. A booklet is available from 
Cavalier Corp., Chattanooga, Tenn., describing the special 
features of the Cavalier Wall Insert Automatic Electric 
Heaters, and including specifications on the four models of 
the line. Cutaway views and photos illustrate exclusive 
features. 


1144—Fluorescent Fixtures. Fluorescent Catalog No. 34 
has just been issued by Lithonia Lighting Products Co., 
Lithonia, Georgia. It contains descriptive material and 
specifications on a wide range of fluorescent equipment 
suitable for residential, commercial, industrial and other 
applications. 
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Gentlemen: 

Please send me the bulletins and catalogs indicated. 
(Print Plainly) 

Name 

Company 


Address 


City & State 





December. 1953 


Cirele numbers below. Bulletins and 
catalogs will be mailed promptly. 
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NE 


ou need it! 
end for 


ree copy 


. Royal Portable Cords and Cables 
. Railroad Wires and Cables a “ : 
. Power Cables U. S. Research perfects Mee ° 


United States Rubber Company, the only S 

S 

.S 
J.§. Control and Signal Cables “ 7) ° ° P 
< U.S.“ Production builds it 

S 

> 


electrical wire and cable producer to grow 
its own natural rubber and to manufacture 
its own plastics and synthetic rubber, 
makes a complete line of electrical wires 
and cables for every industrial and domes- 
tic application. Just published is the 1953 
“U.S.” Catalog, essential for men who 
specify, install or maintain electrical wire .S. Telephone Wires and Cables 
and cable. Send for your free copy to : a ge 
address below. Here are the catalog 9. Miscellaneous U.S. Wires and Cables 
chapter headings: ~ 10. Technical Data 


UNITED STATES RUBBER COMPANY 


ELECTRICAL WIRE AND CABLE DEPARTMENT - Rockefeller Center, New York 20, N. Y. 
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. Building Wires and Cables 
. Bare and Weatherproct Wires 
. Flexible Cords and Cord Sets 


SNE Pen 





1146—Ceil Heat Electric Radiant Heating Cables. New 
illustrated folders, fully describing Ceil Heat invisible 
Electric Radiant Heating Cables, have just been issued by 
the Ceil Heat Division of Homes, Inc., 5212 Homberg Dr., 
Knoxville, Tenn. Consumer explanation of radiant ceiling 
heat as well as technical installation instructions are in- 
cluded in the literature. 


1150—Fluorescent Fixtures. Colorful, 20-page catalog. 
Front cover shows interesting illustration of “Light 
through the Ages.” Catalog gives complete specifications 
and pictures of entire Naturlite line manufactured by 
Light & Power Utilities Corp., 1035 Firestone Blvd., Mem- 
phis, Tenn. 


1156—Industrial Lighting. The new Abolite Catalog and 
Handbook contains a complete descriptive story of all com- 
mercial, industrial floodlighting equipment manufactured 
by the Jones Metal Products, Inc. of West Lafayette, Ohio. 
Several new sections have been added and all major light- 
ing units have revised illustrations, cutaway views, di- 
mentional drawings, plus typical installation diagrams and 
photos. 


1166—Electrical Fittings. 40-page illustrated catalog 
and price list and wide Gedney line. Shown and listed are 
conduit, threaded entrance, SEC, EMT and ground fittings, 
and box connectors for both armored and non-metallic 
cable. Most of the line is made of tough malleable iron and 
hot dip galvanized. Desired copies available from Gedney 
Electric Co., RKO Bldg., Radio City, New York 20, N. Y. 


1172—Bus Duct Manual. A new 68-page manual describ- 
ing types of bus duct and accessories available, and pre- 
senting application and test data, specifications, informa- 
tion on pricing a typical bus duct installation, and a typi- 
cal bill of materials, is available from Westinghouse Elec- 
tric Corporation, Box 2099, Pittsburgh, Pa. The manual 
is designated as Bulletin No. B-4272A. 


1178—Remote-Control Wiring System. Bulletin 16-200 
is a 36-page manual describing layout and installation of 
remote-control wiring, and is available from General Elec- 
tric Co., Construction Materials Dept., Bridgeport 2, Conn. 
Advantages and explanation of the system are followed by 
illustrated installation procedure. System components, cir- 
cuit diagrams, and a typical home layout round out this 
completely descriptive manual. 


1180—Fluorescent Lighting. 24-page catalog describing 
complete line of commercial, industrial strip and kitchen 
lighting units, shielded and open, showing installation and 
maintenance data and price lists. Available from Louisville 
Lamp Co. Louisville, Ky. 


1182—Switch and Bus Insulators. A new bulletin giving 
specifications engineering data, contours, dimensions, etc. 
on its full line of Switch and Bus Insulators has been re- 
cently published by Victor Insulators, Inc. of Victor, N. Y. 
Write for Bulletin No. 5 or use reply coupon. 

1184—Underground Cables. Complete 16-page catalog. 
Describes construction and illustrates uses for Simplex- 
ANHYDREX Cables. Catalog contains cable weights and 
diameters, as well as complete splicing instructions. Copies 
may be obtained from Simplex Wire & Cable Co., 79 Sid- 
ney Street, Cambridge 39, Mass. 

1186—Electric Heating File, offered by Electromode 
Corp., 45 Crouch St., Rochester 3, N. Y., is made up to suit 
individual requests for information on Electromode Heat- 
ers for domestic, industrial or farm use; or to contain ma- 
terial on the complete Electromode line if desired. Included 
are specification sheets, illustrations, installations, how to 
select the right capacity heater, how to figure heat loss, 
wiring diagrams, and frice sheets. 

1188—CSP Distribution Transformers. A 32-page, three- 
color catalog, “Transformers That Cut Distribution Costs,” 
is now available from Westinghouse Electric Corp., Box 
2099, Pittsburgh 30, Pa. The “how” and “why” of these 
transformers is presented in four divisions: performance, 
evidence, construction, and the products. 


1190—Electrical Fittings and Fixtures. Blackhawk In- 
dustries, Dubuque, Iowa offer a new 2-color bulletin describ- 
ing and illustrating B-I Electrical Fittings and Fixtures. 
Included are conduit and cable fittings, conduit and cable 
straps, staples, box supports, sill plates, locknuts and 
bushings, wire holders and yard lights. 


1192—Wire Pulling Lubricant. Illustrated six page 
folder showing the advantages of an improved Y-Er Eas 


wire pulling lubricant is available from Electro Compound 
Company, 3812 West 150th Street, Cleveland 11, Ohio. 
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1198—TOOLS AND WIRING MATERIAL. A _ new 
eight page folder showing the new JIFFY SAW ATTACH- 
MENTS and other hole cutting tools, as well as SNAP-IN 
BLANKS, BOX SUPPORTS, NO-KINK FISH TAPE, and 
other wiring specialties, has just been issued by CLYDE 
W. LINT CO., 1144 W. Washington Blvd., Chicago, II. 

1200—Fluorescent Fixtures. Complete information on 
fluorescent lighting for offices, commercial interiors of all 
types, industrial plants, school, libraries, ete., available 
from Leader Electric Company, 3500 N. Kedzie Avenue, 
Chicago 18, Illinois. 

1202—Hazardous-Location Equipment. Bulletin 2631 
contains up-to-date information (following 1951 Code re- 
vision) on why equipment for hazardous locations is de- 
signed and built as it is, and is available from Crouse- 
Hinds Co., Wolf & 7th, No., Syracuse 1, N. Y A detailed 
treatment of Article 500 of the 1951 Code is found in 
Bulletin 2627, also available from Crouse-Hinds. 

1204—Electrical Conduit Fittings, Conduit Nipples, 
Couplings, Elbows. Illustrated Catalog available upon 
request to Electrical Fittings Corp., Woodside, N. Y., or 
our nearest warehouse in your locality. 

1206—Electrical Tape. Available in catalog sheet form 
are Haartz-Mason specifications for Paramount Friction 
Tape, Stronghold Rubber Tape, and the new Paraplastic 
Plastic Tape which effectively does the work of both rubber 
and friction tapes for faster and neater taping. Haartz 
Mason, Inc., Watertown 72, Mass. 

1208—Contemporary Lighting Fixtures. New catalogs 
are available from Pressteel Company, 800 Bancroft Way, 
Berkeley 2, California. Profusely illustrated, the catalogs 
feature their Recessed, Swivel-Lite and Architectural 
Series, and include prices, framing-in-dimensions and 
candle-power distribution curves. The Swivel-Lite and 
Architectural Series are available in a wide range of 
decorator colors. 

1214—Wire, Fuses, Wiring Devices, General Catalog of 
Royal Electric Company, Inc., Pawtucket, R. I., covering 
flexible service and lamp cords, cord sets, extensions, 
trouble lights, wiring devices and decorative Christmas 
lighing is available to wholesalers. Dealer catalogs may 
be secured from Royal distributors. 

1216—Metal Framing—New Pocket Catalog No. 800. 
Handy reference for the engineer, draftsman, or man on 
the job 84 pages of useful reference tables, ideas, photos, 
drawings and other data on how to mount, frame, hang 
and support all types of mechanical and electrical equip- 
ment with UNISTRUT All-purpose Metal Framing. Uni- 
strut Products, 1013 Washington Blvd., Chicago 7, Il. 

1218—Carbon Products. A 28 page catalog on Motor 
and Generator Brushes and carbon products telling how to 
order brushes, grade recommendations, characteristics 
and description of brush grades, and a complete review 
of types of shunts, brush connections, terminal and shunt 
location. Catalog #95 is available from the Helwig Com- 
pany, 2536 North 30th Street, Milwaukee, Wis. 

1220—Stadium Lighting. The Pyle-National Company, 
1334 N. Kostner Ave., Chicago. Ill., announces the avail- 
ability of a new 8 page bulletin, No. 605, on stadium 
lighting, describing in detail floodlighting of a typical 
outdoor athletic arena stressing the importance of using 
fully enclosed floodlights 

1222 — Decorative Carbon Lamps. Nalco Candylbeme 
decorative carbon lamps are the subject of a new leaflet 
which is now available .from North American Electric 
Lamp Co., 1014 Tyler St., St. Louis, Mo. Descriptions, 
specifications, and list prices are given for the lamps which 
are suitable for use in electric candle sticks, crystal rable 
displays, funeral chapels, wall brackets, altar lights, can- 
delabra, torchieres, menorahs, churches, and hotels. 

1224—Electrical Equipment. The Wadsworth Electric 
Mfg. Co., Inc., Covington, Kentucky, has issued a new 
catalog Con 15-0 and Bulletin W. C. B. 53-1, containing 
data on their lines of Safety Switches. Service Equipment 
Distribution Panels and “E-Z-RED” Circuit Breakers. 

1226—“Concentrol” Motor Control Centers. Completely 
descriptive, illustrated Bulletin 400 of the Continental 
Electric Equipment Company, Box 1055, Cincinnati 1, Ohio, 
gives full information on modular standardized “Concen- 
trol” motor control centers. This bulletin feature helpful 
layout and specification data of interest to both electrical 
equipment planners and plant production mer 





Get all the facts ow about VICTOR’S New 
PACE-SETTING, MONEY-MAKING LINE 
OF VENTILATORS! 


Our new line of wall and ceiling ventilators is as handsomely styled 
as a Pro’s swing . . . as superbly engineered as his bag of weight- 
balanced clubs! 


It’s a line that you'll want to promote to the hilt. For in addition to its 
many salesworthy features, it carries the famous Victron trademark 
. . . your assurance of immediate acceptance from walk-ins and 
builders alike. 

To make your sales job easier, we’re telling the Victor story in the 
magazines your customers read. 

So tee-up your ventilator sales by ordering up now! But first, take a 
good look at these grand new ventilators! 


Victor Model V-83 


Smartly-designed, one-piece grille permits maximum air passage! 

Comes in standard snow-white enamel finish, or in chrome at slight extra cost! 
“Starts” and “stops” by easy-reach pull chain! 

Powered by induction-type motor. No radio or television interference! 
Whisper-quiet operation! 

Propeller and motor assembly “snap-in'’—easy to install and clean! 

Comes “knocked down” for quick, on-location installation! 

Comes in two sizes—8” (Model V-83) and 10” (Model V-103)! 


) . Victor 10’ Wall or Ceiling Ventilator! V-C W103 


Wall or ceiling installation optional! 


King-sized vent duct provides 20% more cross sectional duct area. Won't “choke” off 
air delivery—ever! 


Deep-pitched, 3-blade propeller gives maximum air delivery, clears out hot, grease and 
odor-ladened air in a hurry! 


@ 3-speed control switch! (Optional at slight extra cost). 

@ Twin dampers to prevent backdraft! 

@ Beautiful, one-piece grille in snow-white enamel or chrome! 
@ “Snap in” propeller and motor assembly! 


For Dealer Use... Handsome, Victor Floor Display! 


This colorful, eye-flagging display attracts attention. Tells facts customers want 
to know. It comes ready to set up, ready te make sales! 


Don’t whiff this great opportunity! For all the 
details, write, wire or phone your Victor Representa- 
tive. Do it soon for greater sales. 


VICTOR VENTILATOR COMPANY 
Lockland, Cincinnati 15, Ohio, Dept. ES12 


VENTILATORS AND FANS Victor makes a complete line of attic and exhaust fans. Ask about them! 


ELECTRICAL SOUTH for DECEMBER, 1953 








“How a Regulator VOLTAte Rane rons 


Adds Profits 2 Ways 


By Increasing System Revenue. You get an accurate +1 
volt band over 20‘. range of regulation when you apply 
Allis-Chalmers distribution regulators to your loads. No more 
trouble from low voltage during peak loads; maximum profits 
from your system at all times. Best of all, your customers 
are more satisfied — service calls due to low voltage can be 
practically eliminated. 





By Holding Future Service Costs to a Minimum. 
Thanks to unit construction, you are assured of practically 
trouble-free operation with Allis-Chalmers distribution regu- 
lators. High quality workmanship is assured by constructing 
as an integral unit: bushings, cover, transformer, mechanism, 
and control. All connections are made and inspected before 
tanking. Same feature simplifies future inspection and main- 
tenance by making untanking easy, permitting operation of 
regulators outside of tank without making special connec- 
tions. For more facts, call your nearby A-C district office, or 
write Allis-Chalmers, Milwaukee 1, Wisconsin. A-4106 





RATINGS 7620 Volts—15, 50, 100 amp 


5000 Volts—50, 100 amp 


AVAILABLE § 2500 voits—100, 200 amp 


ALLIS-CHALMERS <*> 


Originators of ¥g% Step Regulation 
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This is the industrial equivalent of the 
domestic pot holder. The charging and 
drawing machine picks up heavy ingots 
and puts them into and removes them 
from the furnace. 

Overhead trolleys, as well as third rails, 
are frowned upon as sources of power be- 
cause of safety reasons and so the steel 
mill wisely chose TIREX Cables for the 
important job of supplying electric power 
to this machine. 

The user knows better than anyone else 
how important this machine is to his opera- 
tion. So he uses cured-in-lead TIREX to 


insure the dependable operation of this 
charging machine. The cable is subjected 
to heat, to flying sparks, to oil, abrasion 
and other harmful agents. It is reeled and 
unreeled all day long. Even this doesn’t 
bother the Selenium Neoprene Armor. 
Isn’t the fact that this steel mill de- 
pends upon TIREX Cables ample evidence 
of their superiority? Doesn’t this mean 
you could profit by their experience? We 
think so, too. Why don’t you specify and 
be sure you get TIREX for every type of 
portable cord or cable operation? You will 
not besorry you placed yourfaithinTIREX. 


WIRES & CABLES 





CORDS AND CABLES 








are made only by the 


SIMPLEX WIRE & CABLE CO., 79 Sidney Street, Cambridge 39, Massachusetts 
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03 “fuel 


KILLARK Cost no more 


fhan 
IRON FITTINGS 


Alurmmailoyv 
ELECTROLETS 


You get all these EXTRAS 
at no extra cosf: 


NON-CORROSIBLE and weatherproof clear through— 
can't corrode, can't rust! 


60% LIGHTER THAN IRON—easier to handle. 








MALLEABLE—enough ‘‘give"’ to withstand shock ond 
strain far beyond job demands. 


SMOOTH INSIDE AND OUT—satin-like finish prevents 


wire and hand skinning—insures insulation protection. 


CLEAN-CUT THREADS—simplify work... assure precise 
fit; longer, trouble-free service. 


NON-SPARKING—Alumalloy is completely safe... 
no danger of fire or explosion. 


ef. © fe € 


KILLARK 


“KILLARK... Far Ahead 
in Every Way But Price!” 


ELECTRIC MANUFACTURING COMPANY 


ENTRANCE FITTINGS © CONDUIT BODIES + FLUSH SWITCH FITTINGS + EXPLOSION-PROUF FITTINGS + VAPOR-TIGHT LIGHT FIXTURES + EXPLOSION-PROOF LIGHT FIXTURES + SEALED BEAM FIXTURES 
Vandeventer and Easton Aves. St. Louis 13, Missouri 


Atlanta 69 Mills Street, N. W. Dallas 1901 Griffin Street Philadelphia 2014 Chancellor St 
SALES OFFICES and = Boston 156 Purchase St. Denver 1073 Galapago ~Pittsburgh 50 26th St. 
WAREHOUSE STOCKS Buffalo 18 Quay St. Detroit 8319 Mack Ave Son Francisco 714 Harrison St. 


Chicago 1528 West Adams St. _—Los Angeles 412 Seaton St Seattle 4130 First Avenue South 


SALES OFFICES Baltimore 11 W. 25th St. Columbus 2700 E. Main St Minneapolis 724 Andrus Bidg. 
Cincinnati 49 Central Ave Konsos City, Mo. 616 W. 26th St New York 600 W. 181 St. 








Easier to J / 


EVERY PART REMOVABLE FROM ont 
in NEW CLARK type “CY” AC STARTERS 


Besides featuring an entirely new principle of arc 
interruption which substantially lengthens contact 
life, CLARK Type “CY’’ AC MOTOR STARTERS pro- 
vide faster and easier inspection and maintenance 
by a new design which permits removal of every 
part from the front. No special tools are required. 


Figure 1 shows the clean-cut open construction with 
easy access to wiring terminals and all components. 


7 To inspect movable contacts, simply push down 
contact bars to depress springs “I”. 


To inspect stationary contacts, open snap-action 
cover clips “B” releasing lower arc shield ‘’C” 
(Figure 2). 


To replace movable contacts, loosen captive 
screws “D’’ and remove contact arm. Contacts 
are now quickly removed by twisting in either 
direction. (Figure 3). 


With contact arm removed, stationary contacts 
can be replaced by dropping lower arc shield 
and turning contacts with wrench. 


. Magnet coil is easily changed by removing coil 
connections and loosening captive screws in 
coil clamps "G". Now remove armature “F” 
by pushing snap-in pin "E” in direction of 
knurled head. (Figure 4). 

Stationary Magnet Frame "H” can now be 


removed by taking out four screws holding it 
to base plate. 


To insert or replace an overload hecter coil, 
remove one screw "J" and lift off cover plate. 


4 An entire overload relay assembly can be 
removed by disconnecting wiring and taking 
out two screws holding it to the base plate. 


Control circuit relay block can easily be 
removed from the front by taking out one 
screw, after moving contact arm has been 
removed as in Figure 3. 


10 Entire control unit—on base plate—can be lifted 
from cabinet by loosening three screws “A”. 


Could anything be simpler? 


Complete accessibility from the front on CLARK Type “CY” AC Motor Starters makes a big hit 
with production and maintenance men. Available in sizes 0, 1, 2 and 3. Write for details. 


THE CLARK CONTROLLER co. 


G; 
NEERED ELECTRICAL CONTROL «+ 1146 EAST°152N0 STREET, CLEVELAND 10, OHIO 
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CRESCENT 











Also listed by Underwriters’ Laboratories as 
TYPE NMC — NON-METALLIC SHEATHED CABLE 


Type UF Underground Feeder and Branch Circuit Cable is a 
new type first adopted in the 1953 National Electrical Code. It 
is recognized in single conductor construction, sizes +14 to #4 
A.W.G. inclusive and in two-conductor and three-conductor flat 
construction, sizes 14, 12 and 10 A.W.G. CRESCENT SYNTHOL 


TW thermoplastic compounds are used in insulation and jackets 


as 


hi IN3DSauD Z/Z1 


of these cables. 


_— 


Multiple Conductor Type UF Cables are also listed as Non-Me- 
tallic Sheathed Cable, Type NMC, and may be used for both 


exposed and concealed work in dry, moist, damp or corrosive 





un ad 


locations and in masonry block walls. 


Z/Zl - 4N AdAL ~ LN3DSAYD ZZ - 


——————= " “CRESCENT TYPE UF 6 UNDERGROUND FEEDER CABLE 


Type UF single and multi-conductor cable is designed to be used underground 
including direct burial, on feeders or branch circuits, when provided with over- 
current protection not in excess of the rated capacity of the individual 
conductors. 


Send for Descriptive Bulletin 


4 CRESCENT (@) 


WIRE & CABLE 2) 


CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON, N. J. 
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THESE arid representatives 


2 vi 
DONALD DROLL = oa 
Fadl 
JOHN RIDINGER 
i Pittsburgh 


EMMETT VINCENT 
* Indianapolis __ 
JOHN GOODWIN . eo 
Kansas City 
\ EDSON HARRIS "ec THIERMAN 

i i olumbus 
Minneapolis . ~ =e 
ened 

C2 m=’ 


, a 
¢ 


JIM COLLINS HORACE FRITSCHLE 
Chicago Chicago 
(Warehouse City) (Warehouse City) 











é 
ALBERT PERRY 


JOHN DARTT Richmond 


Milwoukee 





REX LARSEN 
los Angeles 
(Warehouse City) 


GENE SANDERS 
St. Louis 


: ae 
Best Wishes From {> 
Triangle ® JOHN CUSHMAN 


Conduit & Cable Co., Inc. ; Palm Beach 
to ¢ JOHN GUNTHER 


Houst 
S.E.W.A. were 


for its 
Industry Day |S a JOHN NAYLOR 


I 
Meetings ROBERT McDONALD New Orleans 
Janucry 14-15 San Francisco 
1954 (Warehouse City) 
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ALL HAVE THE SAME MIDDLE NAME- 


Sic 


P. BANGHART 


4 Boston 
= : (Warehouse City) 
EDWARD COOK, JR. > 


Buffalo JAMES SLATER 
Boston 


Warehouse City) 


EDWARD COOK, SR. 








. oe JAMES SWAN 
H. FLIEHMAN a ROBERT DUCKWITZ Sehaten BRUCE JOHNSON 


New York City e Philadelphia N 
; phi ew Brunswick AL WALKER 


New Brunswick 


These Triangle Sales Representatives have a responsibility to you. They 
all are dedicated to one aim—to serve you better, quicker and in a more 
friendly way than you ever thought possible. Cooperation, sincerity and 


honesty come first on their list of “‘musts.”’ 
These men are backed by a manufacturing organization that has grown, since 
1916, from a one story building to an imposing array of four large factories. 
sail annee Starting as a manufacturer of Armored Cable and Flexible Steel Conduit, 
Philadelphia Triangle today is one of the foremost manufacturers of electrical wire, cable 
PAUL KIDDER 


iti and conduit. In addition to the electrical field, Triangle is now producing plastic 


pipe, brass and copper tube for the plumbing and heating industry, plus 
numerous other applications. We at Triangle believe the contributing factors 
to this growth have been the extra quality of our service and products along with 
our 100% distributor policy. Service, coupled with our directive to our employees 


that our products must be right, have been the keystones of our business policies. 


JOHN CUSHMAN, JR. If you distribute, buy, specify or install wire, cable, conduit, plastic pipe 


Charlotte 
(Warehouse City) 


mine =r FRIANGLE CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, NEW JERSEY 


Manufacturers of arteries for electricity, liquids and gases. 


or brass and copper tube, it will pay you to ask for TRIANGLE. 


Wire Cable Conduit Plastic Pipe Brass and Copper Tube 
PLANTS—NEW BRUNSWICK, N. J.: 


y Yuk Ee R . Wire and Cable Plant Rod Mill Brass and Copper Tube Mill Plastic Pipe Plant 
Loe— Wax MOUNDSVILLE, W. VA.: Conduit Plant 


ELECTRICAL SOUTH for DECEMBER, 1953 





are Tailored to the Tub 
— make your lighting dollar go farther 


CBM Certified | Ballasts: 
je! 


The heart of a fluorescent fixture is the Ballast. 


Best lighting performance is assured by accurately 


matching ballasts to fluorescent tube requirements. 


CERTIFIED BALLASTS are so matched. Built to ex- 
acting specifications designated by the Certified Ballast 
Manufacturers,* tested, checked and Certified by 
ETL, CERTIFIED BALLASTS truly are “Tailored to 
the Tube!” 


That's why CERTIFIED BALLASTS assure: 


LONG LAMP LIFE FULL LIGHT OUTPUT 
LONG BALLAST LIFE FREEDOM FROM OVERHEATING 
QUIET, TROUBLE-FREE OPERATION 


And that’s why, today, the large majority of fluorescent fixtures for 
general lighting service are equipped with CBM Certified Ballasts. 


*Nine leading manufacturers make CBM CERTIFIED BALLASTS. 
2116 KEITH BLDG., CLEVELAND 15, OHIO 
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BULLDOG BUStribution DUCT 


(4b b LRRD 


a 
os) 


rary 


e to install 
e to operate 


b is For faster, easier, more economical installation 

; iar) of duct sections, BullDog LO-X BUStribution DUCT 

Prefabricated 10° sections and stand uses the scarf-lap joint—a thoroughbred engineering 
ard fittings give Ventilated LO-X feature that pays off in extra savings for you. 

Duct complete flexibility. se0A. to 

4000A. at 600 volts or less. With BullDog’s exclusive scarf-lap joint (shown 

above), duct sections simply overlap and bolt together 

. making a stronger, more rigid assembly. Bulky, 

complicated joint fittings are eliminated. Savings in 

time and money are substantial. 


Another great economy feature, BullDog’s unique 
paired phasing arrangement, lowers reactance in the 
bus bars. It assures you the lowest possible current 
carrying cost per ampere per foot. 


Get complete information on LO-X Duct (for feeder 
and welder circuits) and Plug-in Duct (for branch 
circuits). Consult vour nearest BullDog Field Engineer 
— offices in principal cities throughout the United States 
and in Canada. Or write BullDog Electric Products 
Company, Dept. ES123, Detroit 32, Mich. 

© BEPCO 


BULLDOG 


THOROUGHBRED IN ELECTRICAL EQUIPMENT ELE FGCTRIC PRODUCTS COMPANY 


—————————— CONSULT THE FOLLOWING SOUTHERN REPRESE? 
Welker Electrical Company, Inc. Wilson Electrical Equipment & Company Standard Electric Mig. Co. 


) Bennett St P.O. Box 8, Section D 2930 Commerce Street, P.O. Box 17 Maple 5 
ciieen Georgia Houston, Texas Sen biome, Texas Dalles L ‘fenns 
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1. Quality Products—Rome Cable 
manufacturing processes start with basic 
raw materials with quality controlled, step 
by step, all the way. Inspection is entirely 
independent of production or sales. 


4. Personalized Service —There is a 
Rome sales office or warehouse close by 
to give you a personal type of service. If 
you have to call our plant at “Rome 3000" 
you will get the same kind of attention. 


These are but a few of the things a Rome dis- 


Rome Distributor? 


Here are SIX important answers -You decide 














2. Full Line—Rome Cable offers a full 
range of wires, cables and conduit.* You 
have the convenience of one reliable 
source for all requirements. 

*Conduit sales restricted to the West. 








§. Sales Assistance—Rome Cable 
sales and engineering personnel welcome 
the opportunity to assist you in your sell- 
ing. Call your local Rome Cable repre- 
sentative for technical or sales help. 


tributorship means to you. We like to think 
of the arrangement as a partnership in sell- 
ing. We know from experience a Rome Cable 


distributorship can be just that. 


We will look for you at the convention of the 


oe 


Southeastern Electrical Wholesalers Association, and 


Inc., Hotel Biltmore, Atlanta, January 14 and 15. 


20 ql 


3. Strong Distributor Policy —Rome 
Cable not only talks “distributor policy,” 
but practices it unfailingly. It believes the 
electrical distributor performs a real func- 
tion in servicing its customers. 


\n 








6. Emergency Shipments — When 
material controls permit, Rome Cable 
maintains warehouse and factory stocks 
for prompt shipment. Rome is “geared” 
for quick action in emergencies. 


It Costs Less to Buy the Best 


NEW YORK 


TORRANCE + CALIFORNIA 
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PLUG-IN teeter distrinution PANELBOARDS 


You'll save time, labor and money by using this 

new type panel for all your feeder distribution needs. 
Approved by the Underwriters’ Laboratories, Inc., 

for label service, these new and improved panels are 

of the ‘‘panel base assembly” type, which means 

that mounting back with main bus bar and lugs, 

box and front, and required switching units 

are readily available from @® distributor's stocks 

for quick and easy assembly on the job. 

(Factory assemblies also available.) 

Two dependable @ switching units — the Pulfuzswitch 
and the Klampswitchfuz — make these panelboards 

the finest in safety and efficiency. Both types combine 
switch and fuse in one unit so that current is “off” 
when the fuse carrier is removed and the door opened. 
This makes replacement of fuses safe, quick and easy. 
Boxes are standardized in width, height and 

depth to meet almost any combination or job require- 
ment. Standard knockouts in ends are provided in 19” 
wide boxes; removable ends to permit drilling of 
conduit openings on the job are provided in 

the 24” wide boxes. Generous wiring space and ease of 
installation are other features of these 

new and better panelboards. 


Srank eldam 
Glectric Co. 


Another extremely popular feature 

of these new assemblies is that they 

are expandable. Not only do they 
provide the branch circuits needed for 
today but they are so designed that future 
additions of circuits and changes 

in capacity are a simple matter of 
plugging in new units. 

Use these new panelboards for all your 
feeder distribution needs. Capacities 
are, 250 volt AC or DC and 600 

volt AC service, 200, 400 and 600 
ampere mains and 30, 60, 100 and 200 
ampere, 250 volt branches; and 30 and 60 
ampere, 600 volts, all in the 24” boxes. 
200 ampere, 250 volt maximum mains, 

30 and 60 ampere maximum branches 
(illustrated above) in 19” boxes. 

For further information about these 

new and extremely efficient panelboards, 
see your nearest ( Distributor 

or consult your nearest @ Representative 
listed in Sweet's. 


BOX 357, MAIN P.O 
ST. LOUIS, MISSOURI 


Makers of BUSDUCT ¢ PANELBOARDS e SWITCHBOARDS « SERVICE EQUIPMENT e SAFETY SWITCHES e LOAD CENTERS « QUIKHETER 
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SLICKER 


CLEANER 


EASIER TO HANDLE 


Collyer 


COLLYER INSULATED WIRE CO. 
245 ROOSEVELT AVE., PAWTUCKET, R. 1. 


Represented by Fulwiler and Chapman 


Offices and Warehouses 
Atlanta, Ga. Greensboro, N. C. New Orleans, La. 


— non-metallic 
sheathed cable 
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You can always rely on RACO Baa ose ay oh 


Visit us in our 


SM C line A OW eC Morey / Biltmore Hotel Suite, Atlanta 
INSTALL A RACO BOX 


IN 47 SECONDS 


with these new 
RACO BOX GRIPPERS 


HERE IS HOW IT WORKS 


YOUR MEN WILL LIKE RACO 
BOX GRIPPERS 
Raco Grippers are so easy to use! Just lay 
gripper on box ... bend lugs over end of box 
and bend tabs forward. Insert box. Pull tabs 
up snug. Box is solidly and permanently 
fastened to any type of wall! Use Raco Box 


. ; : CONCRETE BLOCK 
Grippers on any single or multiple wall box. 


WRITE TODAY=Get Complete Information on RACO Box Grippers 
"A BOX FOR EVERY NEED” 
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MPTE CONTROL 


Now it’s easy for linemen to operate oil circuit 
reciosers from the ground . . . quickly . . . safely. 
A pull or push with a switch stick on the remote 
operating handle causes a simple trouble-free 
flexible cable to close in or open the recloser. 


Don’t take chances. The Kearney Remote Control 
eliminates hazards to linemen when attempting 

to operate a recloser which may not function 
properly because of misapplication or improper 
maintenance. 


The unit is inexpensive; easy to install... to 
operate ... to maintain. There is a model for 
most makes of 15 or 25 KV reclosers; each gives 
you the same priceless operating safety. 


WRITE TODAY for complete data on Kearney 
OCR Remote Controls. 


JAMES R. KEARNEY CORPORATION 


4224-42 Clayton Ave. 
St. Lovis 10, Missouri 
Canadian Plant — Guelph, Ontario 





~ 


ae: 
TION... FOR SAFER MAINTENANCE 
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means more seeing comfort BELOW! 


e © © new Benjamin Diffuser-Reflector now delivers almost TWICE THE UPWARD LIGHT! 


e increases brightness control for greater uniformity of light 
e eliminates annoying shadows that distract from work 
e reduces contrasts that can cause eye fatigue 


This improved, all-porcelain-enamel Benjamin Diffuser Reflector 
enables you to utilize highest light levels and still enjoy comfortable 
seeing conditions, without materially reducing lighting efficiency. 


The answer lies in a series of 14 apertures, located on the top of the 
reflector, 7 above each lamp. Together, they direct 12.6%* of the 
light toward the ceiling. This greater upward light helps relieve 
disturbing contrasts between upper and lower room areas. It wraps 
the entire room in uniform illumination, so important in reducing eye 
strain and fatigue caused by excessive brightness contrast. For further 
details and lighting data, send for Data Bulletin. Benjamin Electric 
Mfg. Co., Dept. 1-1, Des Plaines, Illinois. 


*for 2-lamp units. 10.7% for 3-lamp units. As compared with 6.7% 
and 5.8% respectively, delivered by previous Benjamin diffuser-reflectors. 


...and of course, it has “SPRINGLOX,”’ 
the exclusive, metal-clad lampholder! 


distinguishes Benjamin Diffuser-Reflector from all similar units! 
cuts out-of-service time due to socket failure ... lamps cannot drop 
out or be shaken loose .. . never fails to make electrical contact 

the first time ... patented spring construction is the secret! 


BENJAMIN 
Dif fuser-keflector @ 


Sold exclusively through electrical distributors 


available in open-end and closed-end units, for single or bi-pin lamps 
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Soulthutt 


HAS A NEW BABY 


NOW sOUuTHWIRE OFFERS 


THE SOUTH’S FIRST AND ONLY FACILITIES 
FOR THE PRODUCTION OF HOT ROLLED 


fea ac ROD 


To provide still better service for our customers, and to 
control the quality of our products from the aluminum 
pig to finished wires and cables—Southwire has installed 
a completely modern aluminum rod mill. It is the South’s 
first, and one of the very few in the world. 

This new forward step in the production of quality 
wires and cables is further evidence of Southwire’s 


leadership in helping build a better electrical South. 


@ BARE and WEATHERPROOF COPPER 
NEOPRENE COPPER and TRIPLEX 
COPPERWELD®—COPPER CONDUCTORS 
STEEL STRAND ® ACSR and ALL ALUMINUM 
NEOPRENE ALUMINUM, ACSR, and TRIPLEX 
CABLE ACCESSORIES and PREFORMED PRODUCTS 


Seulher CU a 
oy CMiflany 


fi. a 


CARROLLTON, GEORGIA 


For copies of Southwire’s latest catalog 
and price lists, send us a postcard or 
letter and we'll shoot them right to you. 
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LC50 - LC500 - LC7OB SERIES 


Uumiitn CONNECTORS 


For WIDER APPLICATION on 
Aluminum Distribution Systems 


These Anderson Connectors will eliminate the large assort- 
ment of types and sizes you are now using—and still give 
you a wider range of application. They save costs. . . reduce 
truck inventory . . . save time on the job. 


CATALOG NO. MAIN TAP 


LC-51A No. 6—1/0 ACSR No. 6—No. 2 ACSR 

LC-52A No. 6—1/0 ACSR No. 6—1/0 ACSR 

LC-SIIA No. 6—1/0 ACSR No. 6—No. 2 COPPER CABLE 
LC-522A No. 6—1/0 ACSR No. 8—1/O° COPPER CABLE 
LC-70B No. 6—No. 2 ACSR No. 6—No. 2 ACSR 

LC-71B No. 6—1/0 ACSR No. 6—1/0 ACSR 


TYPE LC50-LC500 SERIES 


Consult one of our 
nearest 20 representatives 
or contact our main office. 





Aluminum & Bronze POWER CONNECTORS + CLAMPS + FITTINGS * ACCESSORIES 
for SUBSTATION + TRANSMISSION + DISTRIBUTION SYSTEMS /or ouor 2 2uarler Contu 


NDERSON RASS  ORKS, ine 


P. O. DRAWER 2151 e BIRMINGHAM 1, ALABAMA 
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For safety’s sake, use smooth 
Youngstown Buckeye Conduit! 


HERE’S A CONTRACTOR WHO DOESN'T 
TAKE CHANCES: “I’m never safe with 
conduit that dents, cracks or breaks easily 
and damages my wiring. That’s why I 
always use Youngstown Buckeye rigid 
steel conduit. Its smooth interior finish 
rigid steel electrical conduit from start to , protects wires when pulled and its tough 
“ee 4 ‘ exterior of high quality rigid steel with- 
finish. There are many substitutes for stands hard treatment.” 
rigid steel conduit, none possess all the 
overall safety features essential to per- APARTMENT OWNER SAYS THIS: “As 
‘ , a landlord, I’ve got to look into every 
manent protection. On your next job, be angle for the safety and protection of my 
100% SAFE—be sure you get Youngstown tenants. That’s why I insist on Youngs- 
: town Buckeye rigid steel conduit to pro- 
Buckeye conduit. tect wiring. Buckeye is an investment 
that discourages amateurs and kids from 
fooling with wires. In my 25 years as a 
landlord, Buckeye has proved its value in 
resisting corrosion, dust and moisture.” 


Youngstown manufactures full weight 


Shipments of Buckeye rigid steel conduit are now being 
made from our conduit mills at Indiana 
Harbor and Youngstown. 
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THE YOUNGSTOWN SHEET AND TUBE COMPANY St! — Yessanows 1: on 


Manufacturers of Carbon, Alloy and Yoloy Steel Export Office-500 Fifth Avenue, New York 


ISHED CARBON AND ALLOY BARS - ELECTROLYTIC TIN PLATE:- COKE TIN PLATE - WIRE - PIPE AND 
)DUCTS - CONDUIT - RODS - SHEETS - PLATES - BARS - RAILROAD TRACK SPIKES 
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iF ir’s PARANITE 
IT’S, RIGHT, Wii « ( 


PARAFLEX Non-Metallic Sheathed a >, 
Cable lays flat. Won’t squirm or twist. 
Clean to handle. Plainly marked. 


PARAUSE® Type “RR” cable pra- 


vides permanent underground installa- 
tion from power line to meter and for 
connecting several buildings. CAA ap- 
proved under Specification L824. 


HYDRO-THERM® Building Wire 


combines in a single wire the heat-resis- 
tant qualities of Type RH and the mois- 
ture resistant qualities of Type RW. 


ANNs NNR ere ale alee nee aah eee 
can be relied upon to meet severe cli- PARANITE 
matic conditions. Both actual line and 
Weather-Ometer tests prove unusual 


ageing characteristics. 


URC Weatherproof Wire and Cable ms 


SERVICE ENTRANCE CABLE, 


Type SE Style U anarmoured and Type 
SE Style A armoured. There is also a 
Paranite Service Drop Cable, two con- 
ductor, Type SD. 





Flexible, durable, i . Se a os DREADNAUGHT 
repairs and re 





PARANITE WIRE AND CABLE ova: 
‘Division of ESSEX WIRE CORPORATION Gas wee 
FORT WAYNE 6, INDIANA 


EXPORT SALES OFFICE —LIONEL-ESSEX INTERNATIONAL CORPORATION, 15 E. 26th ST., NEW YORK 10, N.Y. 


ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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“Toughest operating 
but the first batch of 


Says Chief Electrician, Hudson Plant, 
Universal Atlas Cement Company 


@ Year after year, at this quarry, the Amerclad is ex- 
posed to knife-sharp fragments of flying rock. During 
the summer, the rock often gets so hot that you can’t even 
touch it. Other times, the cable lies out in the rain and 
snow— often at sub-zero temperatures. 

At the Hudson, N. Y. quarry of Universal Atlas, Chief 
Electrician Frank Rodmond said, “This Amerclad runs 





the constant danger of being hit with flying rock frag- 
ments through secondary blasting. Yet the down-time 
cost of this operation is so high that we just can’t stand 
cables that keep failing. We kept that last batch of Amer- 
clad 12 years before we replaced it, yet it was still service- 
able when we switched over to new Amerclad.” 

If you want service like this, specify Amerclad the next 
time you need cable that can really take it. Amerclad is 
available in a great many sizes and constructions, with 





or without shielding. There is a.type to power anything 
from a river dredge or mine locomotive down to a rough 





and tumble electric hand drill. Send the coupon, and get 
more information. 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CLEVELAND, OHIO 
| COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
| } | UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
{) 





seven wens A STANDARD Cable for 
> 
» 
» 





AND CABLE 


paper & varnished cambric cable 
asbestos wire and cable 
aerial, underground & submarine cable 


¥ 
: ~~ ay < ee er, gass- 
‘ a 5 tea . “Sa ~ 


THIS IS A TYPICAL DRILL. It uses a » shovel & dredge cable 


U6. AMERICAN ELECTRICAL 
eG 
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condition in our quarry— 
Amerclad lasted 12 years” 


eH 
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NOTICE THE CABLE TRAY fastened to the shovel. This was developed by Universal Atlas for easier cable handling 
it also prolongs life of the cable. 


HERE A CABLE is raised on horses to clear the railroad track. It TWO WORKMEN WATCH from blast shelter as charge is set off in 

feeds the shovel visible in background. distance. Low horses cushion cable from shock of falling rock in 
secondary blast areas. 

SEND THE COUPON~——— 


every SPECIAL Sob! vives wa mone 


Room BE-123, Rockefeller Building 
Cleveland 13, Ohio 


> mold cured portable cord 
[] Please give me more information about Amerclad. 
>» machine tool & building wire C) Wd like to talk to your representative 


> special purpose wire & cable 


WIRE & CABLE 


= D ae Se ee ee 
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Know How 


+ 
Know What 


is 


» «« more and more 
STEEL CITY Boxes and Fittings 
are going across wholesalers’ counters 


Steel City Boxes and Fittings are not only designed from a 
thorough understanding of their requirements and to do 
better jobs, but enable electricians to do jobs quicker 


Easy to remove knockouts, properly spaced nail holes, correctly designed 
clamps providing free access and positive clamping of wires, staked screws that 
can't fall out during transit—all combine to save time when installing Steel City 
boxes, as do the accurately machined, smooth-running threads on Steel City 
connectors, couplings, bushings and other conduit fittings. And careful inspec- 
tion along production lines and before packing, insure against defective items. 


You Make a Friend When You Recommend 
STEEL CITY BOXES AND FITTINGS 


STEEL CITY ELECTRIC CO. 
PITTSBURGH 33. § 3Qy PENNSYLVANIA 


ECTRICAL BOXES AND Q& KINDORF DEVICES FOR 
CONDUIT FITTINGS Weitt<¢ INSTALLING CONDUI1 
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You'll never have trouble 
on a T&B job 





T&B fittings for conductors and 
raceways are engineered right 
... built right. The electrical 


Where Underwriters’ test 
Standards exist, all T&B 
fittings bear this seal— contractor that uses them 
evidence that they meet recognizes their quality ...the 
the strict,standards im- sure, certain mechanically-perfect 
posed by the Under- results they produce. 

writers’ // Reexamination 





T&B jobs mean fewer worries... 





fewer inspection problems — all at 
the lowest possible installed cost! 
And, you can be sure of satisfaction, 
for wherever Underwriters’ 
Laboratories standards exist. T & B 
fittings bear the seal of approval. 

T&B fittings are carried in stock 
locally by leading electrical 
wholesalers. 


THOMAS & BETTS CO. 


INCORPORATED 
THE KEY TO Elizabeth 1, N. a. 
ELECTRICAL LIVING 


Thomas & Betts, Ltd., Montreal, P.Q., Canada 


MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 
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"But circuit breakers cost too much.. ."’ 

















Ratings from: 


10 to 6000 amperes 
up to 600 volts a-c 
up to 250 volts d-c 












































There are cost-saving I-T-E circuit breakers and enclosures 
for every application—indoor and outdoor—with auxiliary 
and tripping devices to fit each job. 


I-T-E CIRCUIT BREAKER COMPANY 
19th and HAMILTON STS. + PHILADELPHIA 30, PA. 
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‘No, Jim! A circuit breaker may be priced a little higher 


than the ordinary protective device—but it actually costs 


a whole lot less! Look at it this way... 


"A circuit breaker can easily pay for 
itself if it trips but once—just in the 


production time it saves." 


How right you are, Mr. Plant Engineer! 


There’s a big difference between initial price and 
over-all cost of protection. Considered in this light, 
circuit breakers actually cost less! That's because— 
They reduce costly production down-time 
Service restored without delay after a fault occurs. 
No chance for tie-ups. 
They eliminate replacement costs 
No need to put in a new element each time there’s 
an overload or short circuit. And maintenance is 
practically nil. 
They provide positive safety for personnel 
No live parts exposed. Costly accidents are averted. 
They’re tamper-proof 
Completely enclosed. Calibration cannot be altered. 
They’re twice-tested 


Factory-tested on actual overloads to assure cali- 
bration accuracy. 


They protect against single-phasing 
Circuit breakers operate on the “‘common trip” 
principle—an overcurrent on any phase opens all 
poles simultaneously. Single phasing of motors 
prevented. 

They carry continuous current rating—safely 
The rating engraved on the circuit breaker is true 
current rating 

They save mounting space 

-sometimes as much as 25%. 

compact, self-contained unit 


Circuit breaker is a 
ready to mount. 
They offer a wide range of special attachments 
and enclosures 
Shunt trips, undervoltage trips, auxiliary switches, 
Bell alarm switches, etc., fit right inside circuit 
breaker. Enclosures available for any application. 
They incur low watts loss 


Silver-alloy contacts and corrosion-resisting plated 
metal parts prevent overheating ...contribute to 
long life of circuit breaker. 


I-T-E Individually Enclosed Circuit Breakers 
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THE TEN MOST WANTED 
MEN IN THE SOUTH 


Prescolite Sales Representatives are 

wanted by electrical dealers—the 

reward is in profit and customer 

satisfaction. Ask him about Prescolite 

Contemporary Lighting—Recessed 

and Surface fixtures for all installa- ms 

CHESTMUT 0427 
; 


tions, Residential, Commercial 


- — E. J. Hagen 
3820 Lovisiana Ave. 
New Orleons, La. 


fa ) A. Noser 
3 old Drive 7 ey : " 
: Roof 
Clayton, Mo -O. rd Natio, 
0 1147 Third National 
Dayton, Ohio 


Frank f 
64)7_ - Mcp herson 405 Carrsw 


~?P, Yeny 
*ersburg Pines 
oihat 3 


WRITE NOW !—for your copies of our latest catalogs on func- 
tional, modern recessed and surface lighting fixtures. ASK for... 


Catalog No. R-8—Recessed Light- 
ing Fixture Series. 


Catalog No. $-3—Surface Lighting 
Fixture Series and Portable Lamps. 
Address PRESCOLITE, 2229 Fourth 
Street, Berkeley 10, Calif. 


OTHER SALES AIDS AVAILABLE 

Architectural Line Drawings - 3 — ALPINE 051i 

Candlepower Distribution Curves Oklaho, vr DF Vial, 
Direct Mail Charles L. Woodyard 


Stuffers 161 Simpson N. W 
Atlanta, Ga 


PRESCOLITE MANUFACTURING CORPORATION 
Berkeley, California Neshaminy, Pennsylvania 
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DEAL YOURSELF 


3 Westinghouse ACES 


and 
WIN EXTRA PROFITS! 


Don’t miss the 
complete details 
‘next 4 pages - 


i 
| | Sa | | 
PL ee 
e887 
== ae? 
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IT’S A BLUE CHIP 








.. HEATS IN WINTER 
aii 5 MODELS... 


Westinghouse Room Air Conditioners 
Will Fit Every Customer’s Needs 


Available in %2-hp and %-hp Special . . . %-hp, 1-hp 
and 144-hp De luxe. All models have the Westinghouse 
exclusive concealed Comfort Control. 

De luxe Models, AW-75D (%4 hp) and AW-100D (1 hp), 


‘. have push-button Comfort Control, built-in thermostat, 
Only the EXCLUSIVE Westinghouse ‘a 


solenoid-operated dampers, two-speed fan motors and 


H lectric heat. AW-150D (1% hp) has all these fe: 
Comfort Control Gives YOU penn aamuae heat. , ee 
4 @n° S 7 l M d l AW- 1 h d AW- , h 
THREE Major Comfort Conditions pecial Models AW-50 (¥ hp) and AW-75 (% hp) 


have dial-type control, single-speed fan motor, thermo- 


. stat as am accessory, and are without electric heat. 
with TEN Comfort Zones ; 
ADJUSTABLE Draft-Free Grilles 
Illustrated above is the Westinghouse Comfort ae 
Control for the %-hp and 1-hp De luxe Units. | Salita 


Concealed, protected from dust and tampering, sonst he yn tar 
this unique control buttons up practically any ia oleae fourveuty satiore: 
weather comfort desired. At a no-stoop level, it’s quay as dee vialt on te : 
easier to operate . . . directions are easier to see, ae ‘ po 
easier to read, a distinctive selling feature . . . ee 

arouses curiosity, easy to demonstrate. —— 
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LINE ALL THE WAY! 


NEW Westinghouse 
ROOM AIR CONDITIONERS 


BUY 6... PAY LATER and you get 


e Deferred billing 
e Protection against loss by price reduction to June 10 





e Special discount for early season orders with the NEW 


Westinghouse ‘ 4 id : Lak 
PLUS FREE DRAMATIC DISPLAY ROOM AIR — : delacten)’ 
LU4T THE 440 mtoacrine! L00K nS 


PM ay 2 . 





Action! Light! Motion! 3-dimensional plastic globe. Plus 
a modern, beautiful, sturdy, wrought-iron base. 





PLUS ... Full-Color Feature Guides, Leaflets, Specification 
Sheets .. . PLUS Window Banners, Sales Promotion Guide 








and Survey Application Pads. 


AN OVER-ALL PROMOTION PACKAGE 
WORTH $33.75...FOR FREE! 














BUY 3... PAY LATER and you get 
Everything in the 6-Unit Deal above except the action display. ipa a 


You get the Base and all! the dealer helps (as listed above). 
WESTINGHOUSE 


AN OVER-ALL PROMOTION PACKAGE aie Prone 2 : 
WORTH $12.75...FOR FREE! anor’ 


) “Cools in Summer 

: * . 
Window Decals (as illustrated below) will be supplied Heats in Winter 
to certified dealers by your distributor salesman. 
It appears in all Westinghouse consumer 





literature and advertising... constantly 
reminds prospects where to buy. 








See following ‘pages for 
1954 Dehumidifiers 
and Water Coolers 
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AND YOU'LL RAKE IN STILL 


te a . gue 2339 ety: SG 3 Aan lS te 
py cs aa ee si RES BBO, Oe 


NEW Westinghouse 


1954 DEHUMIDIFIERS 


2 Models ... New! Improved! 


The De /uxe HR-4A is a dual-purpose ap- 
pliance, easier to sell because it has year-round 
appeal; dries air in summer and heats in 
winter . . . assures fast turnover in every 
area where moisture damage is a problem. 

Special Model H-4 has all the big selling 
features of the HR-4A, except casters and 
electric heat. 

Both models are thirsty giants, extract up 
to 3 gallons of moisture from an enclosed 
area of 10,000 cubic feet every 24 hours. 


BUY 3 and YOU GET 


@ Deferred billing 


; 


bebebebebbebs 


® Protection against loss by price reduction 
to June 10 





@ Special discount for early season orders 


PLUS . . . FREE DISPLAY 
AND PROMOTION PACKAGE WORTH $6.00 


Package contains Display (as illustrated) PLUS Feature Guides, 
Window Banners, Consumer Folders. PLUS Free Home Trial Mailers. 
PLUS a sensational offer! An unlimited quantity of full-color, return- 
type envelope stuffers with FREE imprint. We supply 
everything for FREE. A// you do is mail them! 
Ask your distributor salesman for the details. 
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MORE BLUE CHIPS WITH... 


we 


NEW Westinghouse 


1954 WATER COOLERS 


A type and capacity 
for every need 


GET ONE FOR STORE USE 
at an EXTRA Special Price 


Again in 1954, Westinghouse offers a Water Cooler 
for every need. New design! New features! Greater 
capacity! A full line of all types of Water Coolers 
including Bottle Coolers and Compartment Coolers. 
Your floor installation will help you sell. And it 


can be a traffic builder, too. 


FREE!....:. Decal for your store window 


invites shoppers into your store with this message... 


TO DEVELOP TRAFFIC 
AND HELP YOU SELL 
WESTINGHOUSE 


@ Room Air Conditioners 
@ Dehumidifiers 
@ Water Coolers Water Cooler 


te ae ow oe 
you CAN BE SURE...1F rs 


Westinghouse 


Westinghouse Electric Corporation + Electric Appliance Division + Springfield 2, Mass. 
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Ecouomie Comment 





HOW CURRENT 


EVENTS WILL 


AFFECT BUSINESS 


TRENDS 





@ ONE OF THE MOST heartening 
signs to southern businessmen to- 
day is the emphasis upon economic 
and business research in their area 
of operation. This research is 
being promoted by a variety of 
interested parties including big 
corporations, government agencies, 
and private foundations. Word has 
gotten around that there is a tre- 
mendous economic potential in the 
southern states that has so far 
been untapped. 

No longer are the southern peo- 
ple ruled out when economic mat- 
ters are being proposed or new 
distribution channels devised. No, 
the increases in income, in educa- 
tion, in industrial activity are all 
being evaluated as new economic 
factors that must be considered by 
the wide-awake industrialist. And 
such studies will do much to further 
the progress already being made. 


Research and the South 


These research plans did not 
come easily. Rather, the efforts of 
forward thinkers in the southern 
states started the drive and were 
aided, in many instances, by fed- 


eral government agencies. For 
example, the Southern Governors 
Conference has promoted several 
programs of economic or business 
research that in the long run shall 
be extremely productive of good 
economic results. Moreover, the 
formulation and development of a 
Southern Regional Planning Coun- 
cil shall do much to develop a rea- 
sonable pattern of area economic 
improvement. 

Southern colleges and universi- 
ties have undertaken broad policies 
and programs of business research 
not only to explain the past, but 
also to predict and control the 
future. Many a new industrial lo- 
cation is due, in part at least, to 
some of this study and research. 
There is much yet to be done in this 


Dr. Bunting, well-known southern 
economist, is president of Oglethorpe 
University, Oglethorpe, Ga. 
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by J. Whitney Bunting, Ph.D. 


area of activity, but a good start 
has been made. Business leaders of 
the South, both large and small, 
should co-operate most earnestly 
with suth research efforts. Failure 
to do so can only weaken the op- 
portunities for real economic prog- 
ress that has seen so marked a 
change during the past two dec- 
ades. 


Employment notes 

Conditions in the labor market 
appear to be steadying somewhat. 
The fears of a reduction in avail- 
able jobs has not materialized to 
the serious extent considered prob- 
able by some experts. It is true 
that some lay-offs have been en- 
countered, but for the most part, 
total employment figures have re- 
mained fairly constant. 

The small reductions (percent- 
agewise) that have taken place 
have been due in part to scattered 
over-production in durables, and 
the completion of work on Christ- 
mas season orders. In southern 
business and industry -such a de- 
cline has been noticed not at all. 
In fact, the situation is one of 
maintenance of high level employ- 
ment rather than advancement or 
decline as southern industry con- 
tinues to expand and develop. 

Workers who have been worry- 
ing about lay-offs and a_ possible 
short supply of jobs in the future 
ean forget about such a possibility 
in the next twelve months. Most 
experts now believe that current 
job levels will be maintained that 
long at the very least, with few, if 
any, willing to make a commitment 
beyond that time. The reason for 
this wary attitude is primarily due 
to the fact that those who want jobs 
usually make them. For employed 
workers constitute the market for 
the goods offered for sale by busi- 
ness and industry. A sudden up- 
surge in saving and hoarding would 
bring about a rather quick reduc- 
tion of consumption and a conse- 


quent income loss by businessmen. 
This could cause drastic curtail- 
ment of employment (and probably 
would). 

However, buyers have shown no 
signs of a mass withdrawal from 
the market, except in a few isolated 
cases. Rather, there should be a 
continuity of the present high-level 
consumer expenditure pattern on 
into 1954. Thus, workers, by spend- 
ing and promoting confidence, can 
do much to continue the employ- 
ment pattern as it now exists. 

One word of caution, however. 
Wholesale wage increases will be 
curtailed as public opposition to 
higher costs will mount. It is defi- 
nitely unpopular to raise costs of 
living and today’s wage rates are 
quite important in the prices of 
economic goods. Higher wages 
might mean the curtailment of con- 
sumer spending that would upset 
the economic plateau upon which 
our continued lead of employment 
depends. 


Labor and politics 

There is almost definite prob- 
ability that the American Federa- 
tion of Labor and the Congress of 
Industrial Organizations will try to 
bring together at least one phase of 
their activities in 1954. This is the 
area of political maneuvering with 
top labor leaders certainly swing- 
ing to the Democratic Party in the 
congressional elections. There has 
been no true opportunity to evalu- 
ate the power of organized labor in 
the national political picture to 
date. 

In 1952, the tremendous personal 
popularity of President Eisenhower 
even among labor union members 
served to modify any concerted 
labor political activity. Prior to 
that time, unsettled national and 
international affairs were deter- 
rents to the development of a true 
evaluation. 

The 1954 elections should have 
many of these questionable factors 
eliminated. Union chieftains, more- 

(Please turn to page 114) 
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From Original Design 
to Final Installation... 


doheeler LIGHTING ENGINEERING follows through 


Right down the line, from the original fixture 
design on factory drawing boards... you know the 
lighting is right when it’s Engineered By Wheeler! 

Yes, even at the point of actual installation, 
Wheeler Field Sales Engineering is constantly 
at your service... ready to aid you in planning 
the best Lighting Layout for any standard Com- 
mercial or Industrial installation. And whenever 
special lighting problems come up, again you 


will find Wheeler Lighting Engineering an 


experienced and cooperative partner. 

This unique technical assistance has been 
available over the years to Architects, Industrial 
Engineers, Jobbers and Contractors at every 
level of field service. That's why, whatever the 
installation Industrial, Commercial or Spe- 
cial, and whatever the problems involved . . . 
you can rely on Wheeler Reflector Company to 
provide the one best answer for your specific 


lighting requirements. 





Distributed Exclusively through Electrical Wholesalers 
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Boston 10, Mass. 


Representatives in Principal Cities 
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This Dallas, Texas, contractor has amazingly increased 


his firm’s efficiency since he began using 


@ GENERAL EFFICIENCY of over-all 
operation has been vastly increased 
and the construction and service 
markets have been expanded since 
installation of short-wave radio 
facilities with two-way communica- 
tion in practically all cars and 
trucks used by the Butcher Elec- 
trical Service, in Dallas. Texas. 

W. Ernest Butcher, owner of the 
business that was founded by his 
father and uncle in 1908, and em- 
ployees, have been surprised to the 
point of disbelief, in economies ef- 
fected and time saved through use 
of the two-way radio. 

“We are now in our third month 
of operation with the system,” 


In the central office Miss Margaret Quackenbush receives 
reports from trucks, and keeps an accurate log of their 
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Two-way 


3utcher explained in mid-Novem- 
ber. 

“The first month the short wave 
was in use, our gasoline bill was 20 
per cent less than it had been in 
any previous month for a compar- 
able number of calls: 

“This I could not believe, so we 
checked the gasoline bill for the 
second month and found an 18 per 
cent saving. We should have kept 
record on the number of truck and 
car miles traveled those first two 
months, but we didn’t.” 

After being convinced that the 
saving in gasoline was bona fide, 
Butcher began assaying the opera- 
tion for other accomplishments and 











Beatie rained 
eatin 


radio in 


as a result of his investigation he 
estimates : 

Travel time of electricians on the 
job has been reduced by 50 per cent. 
That is, before the use of two-way 
radio, time consumed traveling 
from job to job amounted to 20 per 
cent. Now it is 10 per 
cent. 

Furthermore, two-way radio en- 
ables Butcher Electrical Service to 
enlarge its market substantially 
and Mr. Butcher estimates that in- 
creased maintenance business de- 
veloped by radio will result in a 
total of 7500 service calls annually. 
These will cover practically the en- 
tire field of service, too, for, unlike 


down to 


locations. She also handles the switchboard. Owner Butcher 
can cut in on radio at any time from his office. 
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service trucks 


by Baron Creager 


most contractors, Butcher takes 
appliance service calls in the stride 
of his business, does residential, 
commercial, industrial and power 
house wiring and contracts for 
maintenance on all phases of elec- 
trical work. He explained how two- 
way radio increased his mainte- 
nance business: 

“Having qualified workmen in 
trucks with two-way radio has re- 
sulted in several major plants and 


companies in the Dallas area dis- 
banding their own maintenance de- 
partments and subscribing to our 
service,” he said. 

“By their records they have 
proven that the reduction in their 
electrical maintenance 
amounts to 50 per cent since they 
have availed themselves of our 
service.” 

How has two-way radio made 
these accomplishments possible? 


costs 





The electrician need not be inside his 
radio. Drivers report in upon the completion of a job, and 


truck to use the 
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Ernest Butcher will be glad to furnish 

other electrical contractors with de- 

tails for building a structure suitable 

for housing a radio station. He found 

that station installation costs were re- 

duced by designing his building with 
the station in mind. 


Mr. Butcher thinks two instances 
in which service repairs were com- 
pleted in record time supply con- 
vincing illustrations. In one case a 


are immediately assigned to another one in the vicinity of 
their call. Emergency calls are handled best this way. 
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Electrician J. B. Jones converses with the base station from his truck. Box 
on the floor of the truck contains his mobile radio unit. 


dentist got emergency repair of a 
drooping lighting fixture, with a 
patient unconscious in his chair, 
within 90 seconds after he called 
Butcher Electrical Service for help. 
In another case a transcontinental 
bus firm got repairs on an auto- 
matic washing unit within six min- 
utes after Butcher received the 
call. 

Filling in of the details on these 
calls can come later, but first, it 
might be advisable for one inter- 
ested in this operation to visualize 
it in a general sense. 

Station KKJ (786) was assigned 
to Butcher Electrical by the FCC 
and this station broadcasts from a 
114-foot, derrick-type antenna atop 
the company’s relatively new build- 
ing, adjacent to a resiuential shop- 
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ping center. The FCC license is for 
operation within a radius of 100 
miles and conversation has been 
held a distance of 82 miles. 

The base radio station is in the 
second-floor spread of company of- 
fices and is presided over by Miss 
Margaret Quackenbush, who also 
attends the switchboard. 

A two-way unit is part of Owner 
Butcher’s desk equipment, along 
with two telephones, enabling him 
to interrupt a conversation with a 
customer and contact any of’ his 
trucks. 

A similar unit is in service in the 
warehouse office below and six ve- 
hicles—three passenger cars, one 
material truck and two trouble 
trucks—are equipped with 30-watt 
mobile units for conversation with- 


-is in trouble truck No. 7. 


in a 50-mile radius. Seven addi- 
tional trouble trucks are equipped 
with 15-watt units for conversa- 
tions within a 25-mile radius. Thus, 
13 vehicles are radio-equipped. 

For illustration of operation pro- 
cedure, consider an electrician who 
He has 
finished one job and prepares to re- 
port on another job and, as he 
leaves the job just finished, he lifts 
his “mike” and reports to the mas- 
ter station that ‘““Number seven is 
in service’ and adds his destina- 
tion. When he arrives on the sec- 
ond job he reports himself “out of 
service.” 


Truck locations always known 
Back in the master station, Miss 
Quackenbush keeps a “log” on the 
movements of all trucks. As they 
report she notes in this log where 
the electricians have been and 
where they are going. At his desk, 
Butcher can cut himself in on all 
this conversation if he chooses. 

So, when the dentist called him 
that morning, Butcher knew that a 
certain truck had left one job and 
was on the way to the second job. 
And he knew, too, about where the 
electrician would be if he followed 
the logical route between the two 
jobs. 

The dentist reported the facts al- 
ready briefly related. His fluores- 
cent fixture had broken loose from 
its ceiling anchorage and was 
dangling by two wires. In that 
same room an unconscious patient 
was undergoing critical dental sur- 
gery. 

For convenience in illustration, 
trouble truck No. 7 will be used 
again here. With the dentist hold- 
ing at his telephone, Butcher called 
No. 7 and asked where he was. 

“It just happened,” he added, 
“that No. 7 was at that moment 
waiting for a traffic light to change 
and he was no more than 150 feet 
from the dentist’s office. So I brief- 
ly explained the situation and told 
him where to go. He made tempo- 
rary repairs to the fixture, which 
we repaired permanently later. But 
the point is that within 90 seconds 
from the time the dentist called me, 
temporary repairs to his fixture had 
been completed. 

“This turned out to be pretty fine 
advertising in that area, for the 
story got around. A friend of mine, 
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Jack Sharp, who operates a hard- 
ware store nearby, heard about it 
and called me. He said if he ever 
needed an electrician, there was no 
doubt about who he would call.” 

The other record-time service 
call involved a break-down of a 
machine that automatically washes 
big passenger buses. One bus is 
washed in a matter of minutes by 
this method, compared with per- 
haps an hour and a half by hand 
But the washing unit had 
quit, with buses lined up waiting 
and the manager’s voice was tense 
with urgency when he got Butcher 
on the telephone. 

“T told him to hold on a moment,” 

sutcher recalls, “for I happened to 
know that one of our trucks was in 
that area, going from one job to 
another. I located the truck, almost 
instantly by two-way radio, Just a 
matter of a couple of blocks from 
the trouble spot, and gave instruc- 
tions. Then I got back on the phone 
and asked my customer how he was 
feeling. 

“He said, ‘Look, Ernest, I’m in 
no mood to be exchanging pleasan- 
tries with you today. I’ve got trou- 
ble and I want help!’ 

“Then I told him to look out his 
window, from where he can see his 
entire operation, and tell me if one 
of our trucks wasn’t driving in. He 
is not a profane man, but he let out 
an oath of amazement. And to con- 
clude the story, his trouble wasn’t 
serious, just a matter of adjust- 
ment. And his washing unit was 
back in service six minutes after he 
got me on the phone.” 


labor. 


License is exclusive 


The Butcher radio station is sin- 
gular in that it is exclusive. That 
is, no one else may use the fre- 
quency assigned, nor may any other 
contractor in the city of Dallas get 
a permit for another such station. 
For the FCC seems to take the 
view that with one contractor hav- 
ing a station, there is no need for 
another contractor in the same 
community to be licensed. Further- 
more, there are penalties for the 
use of the wave lengths assigned 
by any one other than Butcher em- 
ployees and for eavesdropping by, 
for example, a competitor. 

However, there are civil defense 
and community obligations at- 
tached to operation of the station. 
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The “mike” which Mr. Butcher is using is a temporary one, a telephone-type 
microphone having been ordered. Mr. Butcher frequently calls trucks from 
his desk in the office, to send them on calls receiving his personal attention. 


The Butcher warehouse office is also 
Warehouse attendant is shown in the 


In time of catastrophe, although 
radio communication such as used 
by taxicabs would be required to go 
off the air, the Butcher station 
would be pressed into service on an 
official basis. 
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equipped for two-way conversation. 
office at right talking to a driver. 


“Even in the event of ice storms, 

a tornado, or other emergencies im- 

posed by the elements, our base 

station could operate from a gas- 

driven generator or on storage bat- 
(Please turn to page 120) 
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This power 


Florida Power 
home lighting 


center which 


@ ALTHOUGH Florida Power Corpo- 
ration is not a merchandising com- 
pany, it recognizes that home 
lighting is a very important part 
of the company’s residential de- 
velopment program. 

With this in mind, J. S. Gracy, 
vice-president in charge of sales, 
and Mrs. Amy Thompson, home 
service director, conceived the idea 
of creating a combined office and 
lighting demonstration room in- 
corporating many of the most mod- 
ern techniques of light-condition- 
ing. 

The result is that Florida Power 
recently completed such a light 
demonstration center in its main 
office building to help promote home 
lighting at its best. 

Prior to the opening of the light- 

A four-foot square fixture lamped with six 40-watt rapid start fluorescent ing center, home service advisers 
lamps, furnishes 85 footcandles without the aid of other lighting for Mrs. 
+) . . . = . ’ . 
Dis icaieesias team, ac ell ce Ub iniridasl wall secoptecke, con. —«*iVeS experienced difficulty in ex- 
trolled from the master remote control switchboard behind the desk. plaining and demonstrating many 
of the techniques of light condi- 
tioning. Now from a master remote 
control switchboard they can quick- 
ly and effectively show home- 
makers, builders, architects and 
others the beauty and efficiency of 

modern light-conditioning. 

Seed for this new concept in 
demonstrating _light-conditioning 
was planted when Mrs. Thompson 





and residential sales representa- 





Fluorescent cornice lighting and a 
properly placed certified table lamp 
provide light-conditioning at its best 
and provide 30 footcandles of illum- 
ination for this end of the room. Back 
of the sofa is a 96-inch T-12 Slimline 
warm white fluorescent lamp. At right 
is one 15-watt and one 40-watt T-12 
warm white fluorescent lamp shielded 
with plastic louver. 
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company creates lighting sales 


Corporation in St. Petersburg is building 
progress with its unique light demonstration 
also serves as a company office by J. K. Flanagan 
Director, Advertising and Publicity 


Florida Power Corp. 


and her entire department, and the 
residential sales representatives in 
the company, led by C. W. Ailstock, 
director of residential development, 
journeyed to Nela Park and Gen- 
eral Electric’s Lighting Institute to 
study proper lighting. Here the 
group was thoroughly indoctrinated 
in the very latest techniques in in- 
candescent and fluorescent lighting 
for the home. 

One of the outstanding features 
of the University of Light is Hori- 
zon House, a complete home built 
within the walls of the Institute, 
designed to illustrate light-condi- 
tioning at its best. The new Florida 
Power lighting center, in a manner 
of speaking, is a miniature of 

(Please turn to page 119) 


(Above) This portion of the lighting 
center illustrates another use for 
cornice lighting. Here it is used to 
highlight wallpaper and balance gen- 
eral illumination in the room. Top 
of the bookease is lighted with a 40- 
watt T-12 fluorescent warm white lamp 
with remote ballast, shielded with 
Corning Fota-Lite glass. Another table 
lamp adds to reading ease, and puts 
the final lighting touch to this room 
in the lighting center. 


(Left) Niche lighting is featured in 
many of the light-conditioned homes 
today, and the lighting center pro- 
vides for demonstration of this type 
of modernization a niche lighted with 
a 75-watt R-30 flood. Incandescent 
lighting used in this manner provides 
both decorative and general room il- 
lumination. Bracket fixture over the 
plant is lamped with a 75-watt R-30 
flood, and is used only when addi- 
tional light is necessary. 
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Lighting in the den has real personality, with special lighting for the reading 

needs of each member of the family. When the room is being used for 

“lounging,” the lighting is changed to soft table lamps designed to give an 
even glow. 


Troffers and recessed units are used in the kitchen to create the desired 
atmosphere for cooking and the laundry. One 3-lamp 8-foot troffer with 
glass diffuser lights the passage way leading into the laundry, while at right 
angles to it is another troffer lighting the kitchen working area. Down- 
lights illuminate the sink and under-cabinet lamps light work surfaces. 


Adequate 


® THE MANY FEATURES in lighting, 
wiring, and the heating and cool- 
ing of the George Nichols’ home in 
Valdosta, Georgia, at the corner of 
Azalea Road and Bay Tree Road, 
make this home a model of wiring 
adequacy and light conditioning. 
The combination makes it one of 
the most livable homes in the Val- 
dosta area. 

In looking at the house from the 
front you see on the left a full- 
view window in the den with a well- 
lighted valance illuminating the full 
length of this window with its draw 
draperies. 

To make the den livable and to 
fit the needs for lighting for each 
member of the family there are 
two recessed downlights over Mr. 
Nichol’s chair so he can read in 
comfort, two recessed downlights 





Welcoming atmosphere of the en- 

try hall is enhanced by the warmth 

of recessed lighting, which is also 
used to illuminate the planter. 
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wiring and light conditioning 


make a livable home 


also are mounted over Mrs. Nichol’s 
chair and two more for the chil- 
dren who might be reading on 
the floor. These lights are to 
be vsed only when reading. To give 
the room the necessary atmosphere 
of comfort when lounging there 
are two table lamps. Also the 
magazine rack built into the wall 
with three shelves is illuminated 
by a continuous row of showcase 
fluorescent strips for each shelf. 
The rear wall of the den is full-view 
thermopane glass overlooking a 
terrace. This window with its 
draw draperies is also illuminated 
by a valance with deluxe warm 
white lamps. 

~ The terrace is U-shaped with re- 
cessed downlights spaced all around 
giving a very pleasant lighting ef- 
fect on the terrace. 


The mirror running the length of 
the bathroom is lighted by asym- 
metric distribution fixtures of 150- 
watts each recessed 18 inches out. 
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Just to the right of the den in 
the front is a paneled wall with 
flowers growing below. Four re- 
cessed units are used for illumina- 
tion there. 

In front is the entry with re- 
cessed unit lighting to give a pleas- 
ing and inviting atmosphere. 

On the right is the living room 
with recessed units for general 
illumination for cards, etc., while 
table and floor lamps give the neces- 
sary relaxing atmosphere for nor- 
mal use. Over the piano, which is 
against the left wall, is a recessed 
adjustable pinpoint light with the 
head of light breaking and spread- 
ing at the sheet music rack. 

The dining room, opening into 
the living room has one overhead 
fixture giving indirect lighting or 
downlighting or both over the table. 


by W. H. Sadler 


Georgia Power and Light Co. 
Valdosta, Ga. 


The kitchen is another spot de- 
signed to live in. One 3-lamp 
8-foot troffer with glass diffuser 
lights the passage way at the end 
of the room leading into the laun- 
dry. In the center of the kitchen 
is another troffer running at right 
angles to the other; this is also a 
3-lamp &-foot troffer. Over the 
sink are three 150-watt recessed 
downlights, illuminating the sink 
and drain boards. Under cabinet 
lights, showcase fluorescent, sur- 
round the entire kitchen. 

Mr. Nichols has a large triangu- 
lar room next to the den for an 
office with an intensity of 75 fe of 
lighting and is shielded with a plas- 
tic acoustical ceiling. Around the 
walls above the ceiling he has a 
colored fluorescent strip to create 


Please turn to page 120) 


Like all other rooms in the Nichols’ home, the children’s bedroom is lighted 


for comfort as well as beauty. Two walls are lighted with valance fixtures, 
and the ceiling is interspersed with recessed lamps. Over the bed is a well- 


placed reading lamp to insure proper illumination for reading in bed. 
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“Industry Day program 
features panel discussions 


@ THE BRANCHES of the electrical 
industry in the Southeast will 
again meet to discuss their mutual 
problems at the Annual “Industry 
Day” Meeting of the Southeastern 
Electrical Wholesalers’ Association 
at the Biltmore Hotel in Atlanta, 
Ga., on January 13, 14 and 15, 1954. 

In accordance with the interest 
and participation which have been 
shown by SEWA members at the 
last two meetings in the open fo- 
rum features of the programs, the 
officers have arranged a full day of 
panels for the 1954 meeting. These 
discussions will provide an oppor- 
tunity for electrical manufacturers, 
contractors, and wholesalers to dis- 
cuss a wide range of problems af- 
fecting the entire industry. 

As has been the practice in the 
two past years’ sessions, the forum 
period has been divided into sev- 
eral sessions, each dealing with a 
special category of electrical equip- 
ment. 

There will be five sessions, all 
held on Thursday, January 14, and 
the subjects for the five, in the 
order in which they will be pre- 
sented, are: (1) wire and cable; 
(2) wiring devices; (3) conduit 
products—boxes and fittings; (4) 
industrial, commercial, and _ resi- 
dential lighting; and (5) panel 
boards, switches, and motor con- 
trols. 

A separate chairman, drawn 
from the membership of the asso- 
ciation, will preside over each of 
the discussion categories. Seated 
at the speaker’s table with the 
chairman will be two or three man- 
ufacturers representing the type 
of equipment being discussed. 
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These men have headed up the activities of the Southeastern Electrical Whole- 
salers’ Association during the past year. Left to right, President W. H. Butt, 


of Butt’s Electrical Supply Co., Charleston, S. C.; 


Vice-President Cecil J. 


Matthews, of Matthews Electric Supply Co., Birmingham; and Treasurer Fred 
H. Dendy, Sr., of Electrical Wholesalers, Inc., Atlanta. Executive vice-president 
of SEWA is M. L. Tice. 


John W. Shealy, Shealy Electri- 
cal Wholesalers, Inc., will preside 
at the panel discussing wire and 
cable. On the panel with Mr. 
Shealy will be R. G. Bellezza, vice- 
president and sales manager, Gen- 
eral Cable Corp., New York, and 
S. E. Yeaton, general product man- 
ager, Electrical Wire Division, 
John A. Roebling’s Sons Corp., 
Trenton, N. J. 


Panels for each subject 


Presiding at the discussion of 
wiring devices will be R. G. Morris, 
Morris Electric Supply Corp. On 
Mr. Morris’ panel will be L. C. 
Smith, manager Wiring Device Di- 
vision, The Arrow-Hart and Hege- 
man Electric Co., Hartford, Conn., 
and J. C. Hicks, sales manager, 
Harvey Hubbell, Inc., Bridgeport, 
Conn. 

The conduit products—boxes and 
fittings will be headed by Lew W. 
Hill, Hill-Soberg Co., Inc., and 
members of the panel will be A. A. 


Snowball, vice-president and sales 
manager of Pittsburgh Standard 
Conduit Co., Pittsburgh, Pa.; R. G. 
Eck, sales manager, All Steel 
Equipment, Inc., Aurora, Ill, and 
J. C. Grindell, sales manager, Kil- 
lark Electric Manufacturing Co., 
St. Louis, Mo. 

T. H. Wells, Jr., Wells Electric 
Supply Co., Inc., will preside at the 
industrial-commercial and residen- 
tial lighting discussion. On his 
panel will be C. A. Burton, general 
sales manager, Sylvania Electric 
Products, Inc., Salem, Mass.; Fred 
Guth, vice-president, The Edwin F. 
Guth Co., St. Louis, Mo., and Nor- 
man H. Vacha, vice-president, John 
C. Virden Co., Cleveland, Ohio. 

J. B. Carsor, Kingsport Electric 
Co., Inc., will preside at the panel 
on panel boards—switches and 
motor controls. Perry M. Green, 
Jr., vice-president, Continental 
Electric Equipment Co., Cincinnati, 
Ohio, and M. P. Kartallia, sales 
manager, Square D Co., Detroit, 
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Mich., and L. C. Watson, sales man- 
ager, Allen-Bradley Co., 
kee, Wis. 

The first day of the meeting will 
be taken up with registration in 
the morning and an afternoon ses- 
sion of the Board of Governors. 
Before the panels begin on Thurs- 
day, the address of welcome will be 
delivered by W. H. Butt, president 
of the association. 

Featured on the program of the 
last day of the meeting will be the 
keynote address to be delivered by 
Lothair Teetor, assistant secretary 
of commerce for domestic affairs, 
Washington, D. C. Also on the pro- 
gram are scheduled addresses by 
Blaine’ Fairless, vice-president, 
Steel City Electric Co., Pittsburgh, 
Pa., and Arthur W. Hooper, editor, 
Electrical Wholesaling, New York. 

The Southeastern Electrical 
Wholesalers’ Association was or- 
ganized in January, 1950, by in- 
dependent wholesalers from Ala- 
bama, Florida, Georgia, North and 
South Carolina, and Tennessee. 
Membership includes a number of 
principal wholesale distributing 
firms in these six southeastern 
states. 

SEWA is enabled to devote its 
special attention to the problems 
and requirements of the region be- 
cause of the limitation of its mem- 
bership to Southeastern whole- 
salers. 


Milwau- 


Better industry relations 

Among its several aims and ob- 
jectives are the sincere desire to 
. create closer industry relations be- 
tween electrical wholesalers, elec- 
trical contractors, electrical manu- 
facturers, the electric utilities, 
architects, and engineers; the pro- 
motion of ethical business pro- 
cedure; the general improvement 
of methods of operation of the elec- 
trical wholesaling business; and 
the pledge on the part of each indi- 
vidual member to conduct his busi- 
ness on the highest plane possible 
—to the end that SEWA, as an as- 
sociation, will be held in 
esteem by all. 

The first three “Industry Day”’ 
meetings of the Association have 
seen a steadily growing attendance 
on the part of members, and the 
1954 meeting is expected to attract 


high 


a record number of registrants. 
Executive Secretary M. L. Tice, in 
his letter to all members, has urged 
that each member offer his full sup- 
port of the meeting. 

The Southeastern Electrical 
Wholesalers Association is headed 
this year by W. H. Butt, of Butt’s 
Electrical Supply Co., Charleston, 
5. C., president; Cecil J. Matthews, 
of Matthews Electric Supply Co., 
3irmingham, Ala., vice-president; 
Fred H. Dendy, Sr., 
Wholesalers, Inc., Atlanta, 
urer; and M. L. Tice, 
executive secretary. 


Electrical 
treas- 
Atlanta, 


Board of Governors for 1953 has 
consisted of Ben S. Weil, Mayer 
Electric Supply Co., Birmingham; 
B. L. McGowan, McGowan Electric 
Supply Co., Tallahassee, Fla.; J. E. 
Thompson, Thompson-Wilson Co., 
Atlanta; B. F. Buchan, Southern 
States Supply Co., Inc., Charlottee, 
N. C.; John W. Shealy, Shealy 
Electrical Wholesalers, Inc., Green- 
ville, S. C.; and H. D. Roden, Roden 
Electrical Supply Co., Knoxville, 
Tenn. Ralph W. Thurman, of Thur- 
man-Logan Electrical Supply Co., 
Chattanooga, Tenn., has served as 
governor-at-large. 


Wholesaler co-operation 
advances lighting training 


@ AN OUTSTANDING example of in- 
dustry co-operation is to be found 
in the lighting training course for 
electrical wholesalers and_ their 
lighting engineers and salesmen 
conducted in Atlanta recently 
through the joint action of the At- 
lanta wholesalers, the Georgia 
Power Company, and a number of 
electrical equipment manufactur- 


The lighting training course for electrical wholesalers’ 


ers’ representatives, and sponsored 
by the Georgia Section of the Illu- 
minating Engineering Society. 

An average of 68 persons at- 
tended each of the ten sessions of 
the course, held at Peacock Alley 
Restaurant in Atlanta. The course 
was made possible largely through 
of the Georgia 
Power Company and Joe B. Brow- 


the co-operation 


lighting engineers 


and salesmen was originally planned and justified on a basis that at least 


25 would attend. 


As this group photo indicates, interest in the course was 


considerable and some sessions were attended by as many as 84. 
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Harry T. Yopp, architectural light- 

ing engineer for Georgia Power 

Co., and chairman of the Ga. Sec- 

tion, IES, Educational Committee, 

arranged and supervised a lighting 

training course for Atlanta elec- 
trical wholesalers. 


der, manager of the company’s 
Commercial Sales Engineering Di- 
vision. Each session featured talks 
by several persons particularly 
qualified in some specific field of the 
lighting industry. 

Harry T. Yopp, Georgia Power 
architectural lighting engineer, and 
chairman of the Georgia IES Edu- 
cational Committee, arranged and 
supervised the course. Mr. Yopp 
recalled that the course was origi- 
nated at the suggestion of H. Leon 
Wilson, Jr., of Thompson-Wilson 
Co., Atlanta wholesale electrical 
firm, who asked Mr. Browder and 
him to conduct a training course 
for wholesaler salesmen and other 
employees interested in lighting, 
particularly “industrial, commer- 
cial, and office lighting.” It was 
agreed that the course would be 
held if an average attendance of 25 
or 30 persons could be guaranteed. 
Attendance at the first meeting was 
84, and an average of 68 prevailed 
throughout the entire ten sessions. 

Success of the course is indicated 
by the number of persons attend- 
ing, and as a token of their appre- 
ciation, the wholesalers presented 
Mr. Yopp with an appropriately en- 

(Please turn to page 119) 
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Display room— courtesy 


of the local wholesaler 


@ AN IMPORTANT PLACE in the elec- 
trical industry for co-operation be- 
tween the wholesaler and the con- 
tractor to really flourish is in the 
lighting fixture branch of the in- 
dustry where there is ample oppor- 
tunity for the wholesaler to be of 
more than average assistance to the 
contractor and other channels for 
the sale of lighting fixture material. 
According to Leonard Weil, man- 
ager of the lighting fixtures de- 
partment at Mayer Electric Supply 
Co., in Birmingham, “The whole- 
saler’s responsibility—and _ simul- 
taneously his opportunity—is mul- 
tiplied by the almost complete 
absence of retail electric dealers 
who stock and supply lighting fix- 
tures.” 


“Today we provide the display 
rooms and are behind most of the 
selling, directly or indirectly, while 
continuing to operate on the whole- 
saler level profit-wise.” 

As a wholesale firm, Mayer Elec- 
tric is the funnel from manufac- 
turers to dealers and other outlets 
not only for the fixtures themselves 
but for the latest data regarding 
their design and usage. 

“We are a sort of clearing-house 
of information,” explains Mr. Weil. 
“We get the information from the 
manufacturers and their sales rep- 
resentatives through personal calls 
and catalogues. And we pass it on 
to contractors, contractor-dealers, 
power companies, architects, engi- 
neers, home-builders, etc.” 


The modern, spacious, and well-stocked fixture display room of the Mayer 

Electric Supply Company illustrates the wholesaler’s role in industry co-opera- 

tion. Mr. Weil, manager of the company, believes that the wholesaler is 
behind most all selling. ; 
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Leonard Weil, (right) manager of the Mayer fixture department, advises a 

contractor on layout of fixtures for an up-coming construction job. By main- 

taining close contact with manufacturers, the Mayer company is able to keep 
contractors up-to-date on new designs. 


Homebuilders select their fixtures at the Mayer company, and purchase them 
through their contractor, for whom the wholesaler performs many valuable 
services, in addition to selling for him in many instances. 


Providing display space and dis- 
pensing information on fixtures are 
not wholly a labor of love on the 
wholesaler’s part, of course. “If 
we didn’t provide these services,” 
Mr. Weil adds, “there would be lit- 
tle reason for having the wholesaler 
around insofar as fixtures are con- 
cerned. The manufacturer might as 
well deal directly with the retailer 


or consumer if we didn’t provide 
the services.” 

Mayer Electric’s “co-operation” 
is extended to any segment of tne 
electrical industry. 

tecently, for example, Mr. Weil 

son of company president Ben S 
Weil—was asked by the Anniston 
(Ala.) Electric Co. to assist with 
a week-long lighting show. He took 
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along a variety of fixtures and was 
on hand to answer customers’ ques 
tions regarding any fixture prob- 
lems. The show—and Mr. Weil's 
appearance—had been 
by radio and circular as “Lighting 
Week,” purpose of which was to 
acquaint the public with the latest 
in fixtures. 

Such events are infrequent be- 
cause, as mentioned before, few re- 
tail electrical dealers find it profit- 
able to carry fixture displays and 
large inventories. Mayer Electric, 
nevertheless, has extended its offer 


advertised 


of assistance on such occasions to 
any dealer in North or Central 
Alabama. 


Contractors use displays 

Contractors and contractor-deal- 
ers benefit most perhaps from May- 
er’s large, modern fixture display 
room. On residential jobs, the con- 
tractor may suggest that the home 
buyer go to Mayer and select his 
fixtures. Mr. Weil and two sales- 
ladies are on hand to assist. 

At Mayer, the customer finds one 
of the largest and most up-to-date 
stocks in Alabama. He makes his 
selection, Mayer delivers it to the 
contractor, and the contractor col- 
lects his dealer profit the easy way. 

“The benefits to the contractor 
are manifold,” Mr. Weil explains. 
“We have thus provided a display 
room and a sales staff for him. But 
just as important, we have provided 
the customer with the latest de- 
signs in fixtures, along with advice 
about usage.” 

The Alabama Power Company 
and its Birmingham Electric Divi- 
sion also enjoy the co-operative ef- 
forts of Mayer’s fixture depart- 
ment. Home service advisers from 
the company, under the guidance of 
Miss Edith Hitchcock, meet in the 
Mayer display room about every 
three months. Mr. Weil shows them 
the latest in fixtures and explains 
their use. 

Miss Hitchcock, head of the Ala- 
bama Power home service depart- 
ment, is high in praise of Mayer 
Electric’s co-operation. “A very 
important step in training our 
home service advisers,” she says, 
“is the lecture-demonstration by 
Mr. Weil. 

And Mr. Weil says in turn: “Our 
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contacts with the power company 
are of mutual benefit. We exchange 
information with, its lighting ex- 
perts regarding fixtures, layout, de- 
sign, etc. And we glean quite a 
bit of information about the gen- 
eral trend of things in the elec- 
trical industry in Alabama—con- 
struction projects in the planning 
stage, for example.” 

The power company has its own 
fixture display room. But it isn’t 
as large as Mayer’s and the com- 
pany of course cannot stock the 
variety that Mayer can. “So we are 
only too happy to make ours avail- 
able,” adds Mr. Weil. 

Commercial and industrial con- 
tacts likewise are of mutual bene- 
fit. When. Mayer Electric gets 
word of an upcoming construction 
project, company representatives 
contact the architect and engineer 
to determine, if possible, what type 
fixtures are planned. Mayer shows 
them samples and_ illustrations, 
suggesting they be incorporated in 
the plans. 


Centractors helped with bids 

Then when contractors are figur- 
ing their bids, Mayer gives them 
price estimates on the type fixtures 
the job calls for. 

The Mayer company assists con- 
tractors in laying out fixtures and 
designs, showing them the latest in 
designs at the very earliest oppor- 
tunity, so that the contractors may 
include them in current construc- 
tion. 

Mayer also contacts home build- 
ers and tells them what is available 
in fixtures through their contrac- 
tors, sending them catalogues di- 
rect to save the contractor that 
inconvenience. 

The company also supplies con- 
tractors with cards of introduction 
to be passed along to customers. 
Both the contractors and Mayer 
benefit through having their names 
on the cards. 

Despite Mayer’s large stock in 
fixtures, Mr. Weil says contractors 
occasionally call for items not on 
hand. A rush order is dispatched 
to the factory and the contractor 
is called immediately upon arrival 
of the merchandise. 

It is the wholesaler’s function, 
according to Mr. Weil, to ware- 
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house all normal requirements of 
the contractor to prevent incon- 
venient delays. In the case of hard- 
to-get items, he says, the wholesal- 
er should be prepared to expedite 
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immediate shipments from factory. 

“In brief,” suggests Mr. Weil, 
“a wholesaler’s function is to pro- 
vide service for his customers, the 
electrical contractors and dealers.” 


Good service still pays 
enterprising wholesalers 


@ ALTHOUGH the Hill-Soberg Com- 
pany is new on the industrial scene 
in Mobile, Ala., the two members of 
the firm, L. W. Hill and A. M. So- 
berg, have a combined backlog of 
44 years experience in the electri- 
cal wholesale distributing business. 
Opening on July 1 of this year, 
they realize that they have barely 
cracked the door to the trade’s ac- 
ceptance, but each month sees it 
swing open a bit wider as they ap- 
ply the knowledge gained during 
those years of service in the mer- 
chandising of materials. 


From the day they served their 
first customer, Mr. Hill and Mr. 
Soberg were agreed that they would 
never become mere jobbers of ma- 
terials but would mold their new 
venture into a real service organi- 
zation. 

Opportunity to put that resolu- 
tion to work was soon knocking on 
their door in the form of pick-up 
business for Mobile electrical con- 
tractors. They were quick to realize 
the potential worth of these first 
customers who called and came to 
pick up materials and to co-operate 


Officials of the Hill-Soberg Co., in Mobile, believe in prompt service as a 

means of creating good will on the part of customers. As soon as a custom- 

er’s truck arrives at the loading zone, it is taken care of and the material 
requested is placed on his truck. 
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SEASONS 
greet n qs 


Symbolized by the open door, 
Leviton expresses its gratitude to 
customers, friends, and suppliers— 
all of whom have helped make 
possible the ceaseless improvement of 
Leviton wiring devices and the 
steady growth of Leviton’s facilities 
and services. 

It is always good to greet a friend 
— and at this season of reflection 
and good will we wish the best to all 
our friends for all the coming year. 
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with them 100 per cent always. 

Experience has prove’ again and 
again: Small jobs do lead to large 
jobs and the satisfied customer not 
only returns but he recommends 
you and your firm to his friends 
and associates. The Hill-Soberg 
organization is dedicated to keep- 
ing these customers happy. 

Mr. Soberg said: “In this pick- 
up trade, the customer generally 
knows precisely what materials he 
needs. He is usually in a hurry and 
he sends one of his own trucks 
over. Since he is paying the pick-up 
man (probably one of his highly 
paid regulars) on-the-job rate of 
pay, he doesn’t want him to waste 
time on the jobber’s floor. It’s just 
business with him, to pick up the 
materials and get back on the job. 
We understand and do our best to 
co-operate with him by giving these 
people quickest possible service.” 

Parking facilities at the plant 
are excellent. Mr. Soberg com- 
mented on the fact that adequate 
parking facilities are a must if you 
are to attract this trade where po- 
tentialities for expanded business 
contacts are limited only by failure 
to satisfy. He said that they have 
had much favorable comment, as- 
sures them they are earning the 
good will of many contractors in 
the area. The chances are good that 
they will be remembered as the big- 
ger jobs come along. 

“We are constantly seeking to 
improve relations with both indus- 
trial and contracting customers,” 
Mr. Soberg continued. “Our busi- 
ness is divided about 50-50 be- 
tween the two. In order to further 
our industrial customers’ aware- 
ness of us as a service organiza- 
tion, we get down into the plant 
itself, if possible, where we can dis- 
cuss new materials and trends with 
their purchasing agent and others. 

“For contractors, we secure 
prices on materials for new jobs 
and furnish them to the contractor 
promptly and accurately.” 

In order to open for business on 
July 1, 1958, Hill-Soberg Co., Inc., 
temporarily moved into a building 
at 501 St. Joseph Street. Very 
soon, they will be moving into their 
new and modern building, directly 
behind their present location. 
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In line with their policy of ser- 
vice, plans are set up for a com- 
plete residential fixture display in 
the new building which should in- 
terest the contractors of the area 
who are doing house wiring. 

Mr. Soberg explained their plan: 
“We are going to stock the entire 
line of one major manufacturer. 
That means that we will have on 
display every fixture they make, 
one in every color shown. A con- 
tractor can bring his customer into 
the showroom or sell from the cata- 
logue as desired. In either case, he 


can be confident that there will be 
no disappointing ‘out of stock’ re- 
sponse to an order as is so often 
the case.” 

When he was asked how they 
happened to step out with their 
business venture at this time, Mr. 
Soberg thoughtfully replied: “Well, 
first of all, we believe in the future 
of Mobile. With new industries 
coming into the area all of the 
time, it seemed the auspicious 
moment to move into the field.” 

They have not been disappointed 
with their reception. 


Builders are invited 
to wholesaler's displays 


@ THE FORMAL INVITATION card is 
being employed as a vital part of 
a Tampa, Fla., electric supply 
wholesale business. 

For 15 years, Raybro Electric 
Supplies, Inc., has been using the 
invitation card as one of its most 
effective means of promoting co- 
operation within the industry. It 
has proved immensely popular not 
cnly with this wholesaler, but also 
with the electrical contractors and 
their customers. 

Raybro has killed several birds 
with one stone by using the invita- 
tion card. It has helped its own 
bookkeeping, brought about a closer 
relationship with electrical con- 
tractors and made the customer 
feel he is getting special attention. 

This is how it works: When an 
electrical contractor deals with a 
home-builder who is shopping 
around for lighting fixtures, he fills 
out one of the invitation cards sup- 
plied by Raybro. Printed formally. 
the invitation card says: 

“Raybro Electric Supplies, Inc., 
wholesalers, will please admit to its 
wholesale fixture and display rooms 
(and here the contractor fills in the 
name of his customer) at 812-814 
Twiggs Street, Tampa, Florida.” 


Contractor A. Richard Williers, 

president of Williers Electric Co., 

Tampa, fills out an invitation card 

for a customer to present when 

visiting the connected lighting fix- 

ture display room of Raybro Elec- 
tric Supplies. 


‘At the bottom of the card is a 
blank for the dealer’s name. The 
card is placed in an envelope with 
the Raybro address printed on the 
front, which also carries, “Atten- 
tion: Lighting Equipment Dept.” 

The customer then takes this 
card to Raybro, where an experi- 
enced saleswoman assists him in se- 
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PROVE TOMIC MOST 
VERSATILE THINWALL 
COUPLING OF THEM ALL! 


Pat. No. 2458276 


IT’S A FACT— ee with TOMIC you can go from heavy 


pipe to Thinwall and vice versa 
without special fittings. Ideal for 
alteration work and additions. 


iT’S A FACT— ee : - “9 with TOMIC you can go from 


Thinwall to Greenfield or ANY type 
cable. Ideal for heating installations 
and factory maintenance. 


y===| with TOMIC, all connections screw 
? together. Will never shake loose. 


IT’S A FACT— 


- ith TOMIC, tubi 
| T’S A F A CT— = - ate wiadiien & ean o a 
— 7 quarters. 


COUPLINGS a 
No. 310—%" © Ne. 311—%'/ 





Spo the WITH TOMIC THINWALL CONNECTORS! 
NO CRIMP! NO SCREW! NO WRENCH! 


JUST TAP OR PUSH IT ON! 


Pre-flexed lock washer slips on tube with the greatest of ease—makes uniform, safe, 
permanent vibration-proof 6-point ground around entire tube. OK in concrete slabs. Perfect 
for cramped or corner locations. No. 10—'%2", No. 11—%”", No. 12—1” 


TOMIC SALES s ENGINEERING CO. 
20000 Sherwood Ave. ° Detroit 34, Michigan 
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Presenting the invitation card at the wholesaler’s display room helps to make 

young home builders feel they are getting special attention. It also elim- 

inates embarrassing questions about whether the customers had been sent 
by a contractor and how much they intend to spend, 


The customers present their cards to Mrs. Marie Wilson (left), saleswoman 

in the connected lighting fixture display room of Raybro Electric. Following 

up the personalized invitation card theme, she may spend as much as three 
hours with a customer sent in by a contractor. 


lecting the fixtures for his new 
home. When the selection is made, 
the saleswoman fills out a chart 
showing where each fixture goes in 
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the home. This chart is turned 
over, along with the billing for the 
order, to the contractor. 

Troy A. Brown, president of Ray- 
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bro, initiated the invitation card in 
his organization 15 years ago when 
it became obvious there was a need 
for something along that line. 

“We have a connected lighting 
display of some 400 fixtures,” said 
M. O. Hollis, general manager as 
well as secretary and treasurer. 
“And we set this up as an accom- 
modation to the electrical contrac- 
tors. 

“It gave them a place to send 
their customers so they could see 
the fixtures and make their own se- 
lection. It’s impractical for a con- 
tractor to maintain such a large 
display, and the idea of the display 
in the wholesale house has worked 
out well. 

‘But we had to devise a way to 
keep persons from coming in to 
make retail purchases. This meant 
we had to ask each person who came 
in to look at the display if he were 
dealing through a contractor, who 
he was and if the contractor had 
sent him to us. 

“Naturally, this meant some em- 
barrassment to the persons who 
came in and the customers didn’t 
like to be interrogated like that. 
But now that we are using the in- 
vitation card, all this has been 
eliminated.” 


Cards used by contractors 

The first place the formal invi- 
tation card goes to work for pro- 
motion of industry co-operation is 
in the contractor’s office. The card 
gives the Raybro salesmen—and 
there are 35 of them working out 
of the Tampa headquarters as well 
as from the branch offices in Miami, 
Jacksonville, Orlando and St. Pe- 
tersburg—an entree with the con- 
tractor. 

The salesman, when leaving a 


fresh supply of cards and envelopes 
with the contractor, can take the 
opportunity to remind the con- 
tractor to use the cards as a good 


public relations gesture for both 
parties concerned. 

Then when a customer comes to 
the contractor for advice on what 
kind of fixtures to buy and where 
to get them, the contractor can use 
the invitation card to put this job 
of advising on the shoulders of the 
wholesaler. 
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HEATER CORDS 


PORTABLE CORDS 


POWER CABLES 


FIXTURE WIRES 


APPLIANCE WIRING 


a CT eae THERMOSTAT WIRE 


e  uy ROYAL... 
' You can't sell better / 


ROYAL ELECTRIC COMPANY, Inc. 
— ‘eee @ RHODE ISLAND 


Manufacturers of WIRE © CORD SETS * FUSES 
WIRING DEVICES * DECORATIVE CHRISTMAS LIGHTING 


Represented by FULWILER & CHAPMAN, ATLANTA - GREENSBORO - NEW ORLEANS 
ELECTRICAL SOUTH for DECEMBER, 1953 61 





TOUEDUDELEEETEAESEEETEEETE HOW WHOLESALERS SERVE THE ELECTRICAL TRADE sissies 


When the contractor fills out the 
invitation card, he helps to give the 
customer a feeling of importance— 
that he’s getting a special invita- 
tion to visit a wholesale display 
room. The customer feels that he’s 
not just another statistic in the 
contractor’s accounting. 

In the presence of the customer, 
the contractor fills out the invita- 
tion card, tucks it in the envelope 
and hands it to the customer, some- 
times with the suggestion, ‘“‘Be sure 
to ask for Mrs. Wilson.” 


Saleswoman in charge 


Mrs. Marie Wilson is the trained 
saleswoman who helps the cus- 
tomers—usually they are a couple 
building their first home—select 
their lighting fixtures from the 
‘Raybro connected display. 

“The customers really take the 
invitation card seriously,” she says. 
“If they’ve been told to ask for me 
and I’m busy, they may wait half 
an hour or more until I’m avail- 
able. 

“Then they come up to my desk 
and present the card as if it were 
an invitation to a formal ball. 
Usually, the contractor has phoned 
in advance and told me they were 
coming. I can learn from him what 
price range the couple’s home is in 
or the size of the FHA allowance 
for lighting fixtures.” 

It is the job of Mrs. Wilson to 
assist the customers in matching 
the fixtures to their furniture, 
paint, home style—and budget. Her 
five and a half years on the job 
have enabled her to put herself in 
her customers’ place. She may 
spend anywhere from 30 minutes 
to two or three hours with a couple. 

All of this is valuable time— 
time which the wholesaler feels is 
well spent and which most contrac- 
tors simply don’t have to spend on 
each customer. So as a time-saver, 
the invitation card and the con- 
nected display are valuable. 

Then, there’s the psychological 
value, which can’t be measured. As 
Mrs. Wilson put it: 

“People are becoming more and 
more light-conscious these days. 
They see lighting fixtures adver- 
tised in magazines and they see 
them in homes of their friends. 
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They simply won’t settle for any 
old fixtures. 

“Through the invitation card, the 
customer feels that everyone aiong 
the line—contractor and whole- 
saler—is taking a personal inter- 
est in his particular lighting prob- 
lem.” 

As one of the Raybro contractors, 
A. Richard Williers, president of 
Williers Electric Co., of Tampa, 
stated it: 

“The invitation card works per- 
fectly. It ties the wholesaler and 
contractor in closer. The customer 
feels identified with them. The cus- 
tomer feels he is someone special. 
That’s important.” 

So that the customer may have 
some idea of what to expect when 
he enters the display room, Raybro 
sends out an illustrated pamphlet 
to each person listed on the build- 
ing permits. 

“This way, the customer can see 
in general terms how much he’s 
going to have to spend on lighting 
fixtures,” according to J. A. Mook, 
Jr., advertising and sales promo- 
tion manager. 

“This is a help to the contractor, 
too, since he doesn’t have to start 


from scratch in explaining lighting 
fixtures to a customer.” 

Raybro, in its 27 years of oper- 
ation throughout the state of Flor- 
ida, has found that the personal 
contact and industry co-operation 
achieved through the invitation 
card pays off. 

“So far as I know, we are the 
cnly wholesaler in this area using 
the invitation card,” said General 
Manager Hollis. 

Raybro employs 240 persons 
throughout the state, with 125 of 
that number operating in the 
Tampa headquarters. It services 
nearly 1000 Florida electrical con- 
tractors, all of whom are entitled 
to share in the invitation card plan. 

A 39x52-feet connected lighting 
display room is planned by Raybro 
for its new 50,000-square-foot 
building in Tampa. The new quar- 
ters also will provide 25,000 square 
feet of parking area so customers 
bearing invitation cards will have 
ample room to park. 

In addition to residential light- 
ing supplies, Raybro carries a com- 
piete line of electrical supplies, in- 
dustrial equipment, utility and 
traffic appliances. 


Sales meetings feature 
manufacturers talks 


@ MANUFACTURER, wholesaler and 
retailer are participating in a sales 
education plan recently undertaken 
by the Dealers Electrical Supply 
Co., Waco, Texas, wholesale firm. 

Evidence that the program is 
worth the effort is contained in 
Manager Roy Cashion’s statement 
that “our volume on lamps alone 
increased 80 per cent after three 
sales meetings!” 

Strangely enough, six months 
ago such meetings were not con- 
sidered necessary. 

“Until then, the customer would 
knock you down and take it away 
from you,” explains Cashion, whose 


firm was founded in 1945. “But now 
the worm has turned—we realized 
a few months ago that we have to 
sell up all the way.” 

Educational sales meetings con- 
ducted by various manufacturers 
twice a month for his staff is Mr. 
Cashion’s answer to meeting the 
trend toward a buyer’s market. 

“Manufacturers,” he points out, 
“are always co-operative, always 
available. And we think these 
meetings with them are better than 
any direct mail or any other adver- 
tising program we could sponsor.” 

The meetings are conducted af- 
ter business hours, and generally 
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Cut Job Costs with this New Bryant 


AC. QUIET SWITCH 


Rated 15 Amperes, 120 Volts .. . 15 Amperes, 277 Volts 








No. 4801 

In single pole, double pole, 
3-way and 4-way with 
Brown or Ivory handles. 








Laboratortes, Inc. 
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The new 4801 line of Bryant A.C. switches offers you radically 
new and improved features now permissable under recently 
adopted Underwriters’ and Code Standards. For commercial, 
institutional, industrial and residential applications look to this 
quality-built Bryant switch for lower wiring costs and ~astly 
improved electrical service .. . here’s why — 
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The 4801 is the first switch permitting full ratings for use 
on fluorescent (inductive) loads. The 15 Amperes at full 
rating use means triple that of existing 10 Ampere switches 
for these applications. This means fewer switches and lower 
job costs. 


Capable to the full rated capacity for tungsten filament 
lamp loads. 


New 277 Volt rating provides for the popular 4-wire 
480 /277 Volt distribution system now being specified in 
many areas. 


The 4801 is ideal for Motor Control, safely handling full 
load currents up to 80% of the switch rating. 


Much longer life due to rugged construction and use of fine 
silver contacts. 


Back wiring using full screw-clamp type of fastening already 
proved in installations, or conventional side wiring. 


Extremely quiet . . . almost silent . . . due to unique mechan- 
ism design. 


Every modern feature . . . strength . . . fully enclosed . . . 
easy, smooth operation . . . takes up to +10 wire . 
operates in any position. 


Specify Bryant From Your Electrical Distributor 





Chicago * Los Angeles 


Listed by RAVAN THE BRYANT ELECTRIC COMPANY 
Underwriters’ Bridgepcrt 2, Connecticut 
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last about an hour and a half. 

“Sole purpose of the meetings,” 
Cashion says, “is to let the manu- 
facturer educate us toward better 
knowledge of his line, thus better 
preparing us to assist our contrac- 
tors or dealers in buying the right 
merchandise.” 

With more thorough knowledge 
of catalogs, stocks on hand, pur- 
pose and limitations of equipment, 
the firm’s staff is better qualified 
to help the retailer please his cus- 
tomers. 

For example, let’s go back to the 
lamp sales again. One of the first 
meetings was devoted to telling the 
wholesale staff some techniques of 
good display of lamps—tricks like 
putting lamps close to the cash 
register for impulse purchases. 

Armed with their new knowl- 
edge, the staff, consisting of two 
road salesmen and two in the main 
office, went out among retailer cus- 
‘tomers to explain better display 
technique on lamps. Result: sales 
curves for manufacturer, whole- 
saler and retailer turned up sharply. 

Manufacturers take advantage of 
all the latest educational techniques 
in conducting the meetings. Talks 
are supplemented by films, slides 
and other illustrations. Demonstra- 
tions of equipment are an integral 
part of each meet also. 

(Please turn to page 118) 


Courtesy spells success 
for Memphis supply house 


@ FRoM a “hole-in-the-wall” loca- 
tion with an initial capital of 
$27.54 to the position today of the 
Mid-South’s largest independent 
electrical supply house is the un- 
usual success story of the 3l-year- 
old W. B. Davis Electric Supply Co. 
of Memphis, Tenn. 

There must be a good reason for 
such phenomenal growth. 

The reason—as thousands of 
dealer and contractor customers of 
the W. B. Davis Electric Supply Co. 
will attest—can be summed up sim- 
ply and briefly: unusual co-opera- 
tion between the wholesaler and 
customers, complete supplies, fast 
service and courtesy. 

The Davis firm fills and ships 
orders the same day they are re- 
ceived. It sells wholesale only and 
features all kinds of electrical fix- 
tures, wiring equipment, electric 
and gas heaters, and some appli- 
ances, including radios, television, 


Having manufacturers give the features and sales talk for their products 
supplies salesmen with a better knowledge of catalogs and products. 
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fans, refrigerators and freezers. 

W. B. Davis himself is unassum- 
ing, but there is no mistaking the 
pride of the organization—largely 
a family group—in being able to 
serve and satisfy an ever-growing 
list of Tennessee, 
Mississippi, Kentucky 
and Missouri. And the firm is just- 
ly proud, too, of the many letters of 
appreciation from manufacturers 
whose products it distributes so 
widely. 

Much of the success of the W. B. 
Davis Electric Supply Co. can be 
attributed to the fact that the firm, 
despite its phenomenal growth, has 
never gotten too big to help and 
advise the small dealer and con- 
tractor. 

“I started as a ‘curbstoner.’ I 
have built and continued my busi- 
ness on the little fellow. I will do 
anything in the world to help him,” 
Mr. Davis explains. 

Mr. Davis got his start in a 7 by 
30-foot cubbyhole as an electrical 
contractor in 1922. Three years 
later, he became a wholesaler in a 
building that, was only slightly 
larger—15 by 40 feet. In 1928 he 
moved to the firm’s present location 
at 661 Jefferson Avenue. That space 
was 37 by 40 feet. Today the firm 
has expanded its building to 128 by 
168 feet and has a new 50 by 168 
parking lot. It has a_ wholesale 
branch house in Fulton, Ky., and is 
building another branch in East 
Memphis that will be ready Jan. 1 
to serve a fast-developing new ter- 
ritory. 


customers in 
Arkansas, 


Drawing on his experiences and 
needs as a one-time contractor and 
small businessman, Davis has de- 
veloped some remarkably success- 
ful business ideas. 

For example, there’s the com- 
pany’s promotion of lighting fix- 
tures. Let Davis tell about it: 
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All B-M indenter 
Fittings are U. L. 
approved os Con- 
cretetight and for 
General Use. (File 
Card E 10863) 
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1 Smooth Rolled Edge Throat 
will not cut or scrape plas- 
tic insulation. 


Full thread screws into all 
conduit fittings. 


3 Nut screws down flush to 
shoulder for positive ground. 


4 internal sleeve same inside 
diameter as tubing insures 
smooth raceway for easy 
fishing. 


Briegel, the Original Indenter Fittings 
are neater in appearance, easier and faster 
to use. Installation is simple and less 


expensive. Two quick squeezes sets them 


forever. Try B-M Indenter Fittings and get 


more profits from each job! 


METHOD 
AHL i 
Cf. 


GALVA,*® ILLINOIS 
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Lighting fixtures are a big line at W. B. Davis Electric Supply Co. of 

Memphis, Tenn., the Mid-South’s largest independent electrical supply 

house. Here W. B. Davis, founder of the 31-year-old wholesale firm, and 

his daughter, Mrs. J. C. Gammon, office manager, check a display in the 
firm’s $10,000 display room. 


The Davis company specializes in filling and shipping the orders the day 

are received and also give fast over-the-counter service. Mr. Davis 

(left), Herbert Styers (center), manager of the city sales department, and 
W. B. Davis, Jr., a city salesman, greet a customer. 


“We always used to sell a certain 
amount of lighting fixtures, but 
they were pretty slow moving. Five 
years ago, lighting fixtures were 
one of the first things we put in our 
advertising when we set up our 
present program of reaching about 
2,200 dealers and contractors in the 
Memphis area twice a week by di- 
rect mail. 
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“Almost every mail circular has 
a fixture in it, residential or com- 
mercial, and some mailings are de- 
voted entirely to fixtures. In the 
first year of mail advertising, we 
increased fixture business 25 per 
cent. 

“Our fixture sales continued to 
increase so well that we remodeled 
our display room, spent $10,000 to 
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convert it into an elaborate, knotty 
pine panelled room for display of 
lighting fixtures, lamps, appliances, 
etc. The room is 30 by 44 feet. On 
display are 150 ceiling fixtures and 
120 wall fixtures. The customer can 
make his selection right from the 
display. 

“Before putting in this display, 
we were buying about $500 of 
lighting fixtures a month. We now 
purchase from $3,500 to $4,000 
worth a month. Lighting fixtures 
—we feature the Moe line—have 
become an important part of our 
business.” 


Promotion helped all lines 

All lines handled by the W. B. 
Davis Electric Supply Co. have 
gained by the mail program. Dur- 
ing 1952, Davis asserts, the firm’s 
gross volume was. boosted by 
$300,000. He gives full credit to 
mail advertising. The company uses 
no salesmen in covering the terri- 
tory within a 200-mile radius of 
Memphis. 

Mr. Davis explains his depen- 
dence upon mail advertising: 

“Frankly, most modern salesmen 
seem to want a few big orders and 
a lot of time off. Our business is 
composed of a lot of little orders 
and a great deal of hard work. But 
even a hard-working salesman can’t 
make more than 30 calls a day at 
top speed, and with our seven sales- 
men—now selling in the city—that 
means theoretically every customer 
could be called on about once in five 
weeks. 

“With our advertising circulars, 
I know that every customer is called 
on every week, and that my ‘sales- 
man’ will wait around until the cus- 
tomer comes. back to see him, if 
necessary. I can get a new item— 
or a new price—out to the trade 
much faster than my competition. 
And in these circulars, I talk to 
these small dealers and contractors 
the way I wish people had talked 
with me 30 years ago.” 

The Davis mailing list of 2,200 
electrical contractors and dealers 
keeps one office girl constantly 
busy hand-addressing the circulars 
and price sheets. The accumulated 
mailings are sent out every three 
days. Davis makes his own layouts 

(Please turn to page 116) 


ELECTRICAL SOUTH for DECEMBER, 1953 





with UNION’S 
“PLASTER-SEAL” 
Keeps Plaster from Device Screw 
Holes. Thin Molded Flash is Easily 
ad F Removed with Screw Driver: Reduces 
Wet Wall Finishing-out Cost 





TOP SPEED OF MOUNTING 
NOW AVAILABLE AT 


BOTTOM NAIL-UP BOX COST 
WRITE FOR FREE SAMPLES 
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AND 
Instantly Locates Box for Depth 
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UNION INSULATING CO. 
PARKERSBURG, WEST VIRGINIA 
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It is then up to the electric con- 
tractor to sell the owner on the 
need of more elaborate fixtures 


Letters to contractors than the home plans call for. He 
sends owner around to Braid’s to 


look over his splendid display of 
lighting equipment hanging from 


* ® © eels? 
the ceiling in full lighted brilliance. 
ul ig ing VO ume .On the floor are four salesmen who 


@ JuLius HARWELL, who master- 
minds tie lighting displays at Nash- 
ville’s Braid Electric Company, 
sends out an average of three to 
four hundred letters a week. They 
go to contractors, architects, home 
owners and other prospects who 
might be interested in buying a few 
dollars’ worth of illumination to 
shatter the darkness on somebody’s 
premises. 

Take, for example, Mr. Harwell’s 
promotional letters covering the 
new homes to be built in his area. 
Whenever he gets a Dodge report on 
planned dwellings he sends form 
letters to both the contractors and 
the home owners asking each to 
come around and take a look at 
his displays, each with its own set- 
ting in the store on Demombreun 
Viaduct. “You would be surprised at 
how many home owners planning to 
build come in with my letter in This view of the residential lighting studio of Nashville’s Braid Electric 
hand,” explained Mr. Harwell. “Re- Co., shows the variety of table lamps and hanging fixtures whch are 
gardless of whether the owner or displayed elaborately by Julius Harwell. 
the contractor selects the lighting, 
the electric contractor gets his com- 
mission on the sale. Sometimes the 
home owner comes in and selects 
his fixtures before the electric con- 
tractor is even employed. We keep 
a record of every transaction. When 
the contractor is selected to do the 
wiring for the purchased fixtures 
we inform him they have already 
been selected and give him his cut.” 

Naturally this kind of co-opera- 
tion is a two-way advantage. 

Among Harwell’s big customers are 
the speculative builders who con- 
struct 50 to 500 homes in one or 
more subdivisions. The speculative 
builder employs an electric contrac- 
tor to do all the wiring for these 
homes. In order to keep the con- 
struction cost of each home down 
as low as possible the builder limits 


him, say, to only $60 worth of Pipe racks at Braid Electric Co., save a lot of floor space and make for 
lighting fixtures per home. easy display and easy handling in sales to contractors. 
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check the home plans, make expert 
suggestions. So, under this con- 
tractor-wholesaler working ar- 
rangement Braid may sell around 
$200 worth of home fixtures in- 
stead of $60 worth and the con- 
tractor gets nearly three and one- 
half times as much commission. 
In all new homes of $10,000 and 
under the contractor gets one kind 
of form letter from Mr. Harwell, 
the owner another. But if the home 
is over $10,000 both the owner and 
contractor get a personally written 


letter to fit the kind of situation at 
hand. In this case Mr. Harwell will 
permit an expert designer to look 
over the home, if necessary, to plan 
the kind of equipment needed and 
thus get to sell more of it. 

He keeps a regular industrial de- 
signer who works with architects 
and general contractors on large 
construction. 

Braid has its fine display room 
facing Demombreun Street with 
front off-street parking for 6 cars 
and side lot parking for 60 more. 


The industrial lighting display is located in a separate room behind the 


residential studio, and contains a 


variety of lights which can be demon- 


strated for the customers in very impressive fashion. 


: 


iy *8 





Reels on the reels rack at Braid Electric are adjustable up or down and will 
unwind from pivot lengths. Measurements are marked on the floor. 
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This lighting display is lighted 
until eleven o'clock at night and 
floodlighted on the outside. 

The residential display in the 
front room has a multitude of 
swinging lamps or chandeliers and 
ceiling lamps to fit any purse. The 
chandeliers and 
those of moderate cost are grouped 
separately with the small ceiling 
Prac- 
tically every ceiling lamp and chan- 
delier is different from the others, 


more luxurious 


lamps in another grouping. 


thus affording a wide selection of 
types and prices. Rows of tables 
on the floor are covered with table 
lamps and other 
lighting equipment. 

In a room back of the residential 


miscellaneous 


display is the commercial lighting 
studio with every variety of neon 
lights. Mr. Harwell is especially 
proud of one set of neons hanging 
toa trolley duct by chains, enabling 
the user to unhook it and move it 
to any part of the building. 

Wire display helptul 

One of Mr. Harwell’s best ex- 
amples of co-operation is his dis- 
play of wiring and construction 
equipment for contractors alone. 
His reel racks in one of his stock- 
rooms, for example, created wide- 
spread attention. These racks are 
upright frames on which reels of 
wire are mounted, one above the 
other to save floor space, and under 
this arrangement they save a whale 
of a lot of it. The racks occupy a 
floor space only 4 feet deep next to 
the wall. If sprawled out on the 
floor the reels would occupy several 
times that square footage. 

The arrangement is a great con- 
venience to contractors who can 
easily and quickly inspect each reel 
for the size and kind of electric 
wire needed. After making a choice 
ne salesman can unwind it on its 
pivot and cut off the right length, 
vhereas under the old arrangement 
it took two or three employees to 
deliver any sizable amount. In un- 
winding wire for a purchaser it is 
measured on the floor, which is 
marked off in linear feet down the 
iength of the stockroom. 

Another convenience to contra 
tor buyers is the pipe racks de- 
Harwell himself. 


Please turn to page 116 


signed by Mr. 
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Large fixture selection 
adds value to display room 


@ THE KEY to lighting fixture vol- 
ume for the wholesaler lies in a 
broad selection of connected dis- 
plays in a showroom. Selling light- 
ing is then just a matter of getting 
the dealers, builders, contractors 
and supply houses into the show- 
room. 

So points out J. B. Hirsch, man- 
ager of the fixture department of 
the Beacon Electric Supply Co., of 
Silver Spring, Md., whose °53 vol- 
ume in lighting fixtures reached 
$150,000, marking a gain of $30,- 
000 over ’52. Carrying a $30,000 
stock that is represented in about 
400 lighting fixture displays group- 
ing fluorescent, exterior, hall, bath- 
room, wall brackets, modern hang- 
ing lights and crystal hanging 
lights ranging in price from $2 to 
$360 per item, Beacon Electric 
Supply Co. emphasizes quality 
lighting rather than price as it 
. Sells lighting, and not simply fix- 
tures. 

“Have something of every type 
of lighting fixture with plenty of 
stock to back it up. Do not limit 
your display in any way,” advises 
Mr. Hirsch, who never bought 
samples because of the uncertainty 
of stock available to customers. 

“Make the customer’s choice 
easier by having each lighting fix- 
ture on its own button so that all 
other lights can be blacked out 
while you have the fixture you're 
selling lighted. It makes selling 
easier. 

“If possible, try to have the fix- 
ture in a background simulating 
the setting in which the fixture is 
to be used. In other words, if you 
can have your showroom broken up 
‘into small rooms by open partition- 
ing, and create something of a din- 
ing room setting in the style suited 
to a crystal hanging lighting fix- 
ture, and a kitchen arrangement 
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under a fluorescent kitchen lighting 
fixture, you help your customers 
visualize more readily the condi- 
tions they are trying to imagine.” 

Lighting fixtures at Beacon Elec- 
tric Supply Company have bath- 
room tile backgrounds for bath- 


room lighting, brick wall panels for . 


outside fixtures. 

“Sell lighting. Sell bigger and 
better lighting,” urged Mr. Hirse’ 
who demonstrated his point with a 
kitchen lighting fixture. “A buiider 
who brings in his homeowner to 
select a kitchen light always has in 
mind the small central fluorescent 
globe. We always show them the 
very largest square fluorescent 
kitchen light in contrast, pointing 
out that in a workroom like the 


kitchen, the big light is shadowless, 
lighting up a wide area rather than 
pinpointing light. In a kitchen, we 
point out, they need broad illumi- 
nation. They want to cut glare, and 
the bigger the light the better. 

“When we light up the more de- 
sirable feature, we 
‘Look at the good light it gives,’ 
and they readily agree.” 

Hirsch also recommended having 
displays within reach, “so that cus- 
tomers can play with the lights and 
see every feature for themselves.” 
He illustrated with a panel of 
downlights in different sizes and 
types, the adjustable, pinhole and 
lens type. 

“In this display the customer can 
see every feature and how the light 
is made inside. He can see for him- 
self how easy it is to install and 


always say, 


. What the wiring consists of. Here 


there is a pre-wired housing,” he 
indicated in this panel of recessed 
lighting. “There is no frame re- 
quired of the carpenter, as it is 
nailed directly to the joists. No 
floating junction box is required, 
no greenfield or BX. We add that 
no visible screws are needed in the 
frame, and point out-the smooth 


The Beacon Supply Co., Silver Spring, Md., believes that connected displays 
in showrooms are the key to lighting volume because making the fixtures 
“live”? makes them easier to sell. The company has a lighting fixture volume 


of $150,000 for °53. 
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THE CUT-AWAY STORY OF THE 
““A-J" ADJUSTMENT FEATURE 


Bevelled edge top 
and bottom prevents 
stripping of feed 
wires 


swivel allows for 


slant of 15 


Tubing is reduced 
here to receive ring 
and is swedged to 
imsure a positive 
assembly 


Adjustment ring 
allows 1%” vertical 
adjustment by hand- 
Operated action 


You Save Time, Bo a Neater Job, Make More Money 
When You Use @Bay-Brite’s Adjustable “A-J” Hanger 


SEE YOUR NEAREST 
DAY-BRITE REPRESENTATIVE 


Atianta 1, Ga. 
Ruff & Cannon 
P. O. Box 1304 


Baltimore 17, Md. 


Sam Masland 
625 West North 
Avenue 


Charlotte 2, N. C. 


Gordon Wells 

212 Builders Bidg. 
So. Miami, Fia. 

James A. Foerster 


5991 S. W. 81st St. 


Dallas 2, Tex. 
H. A. Auchter 
102 Thomas Bidg. 
Houston 6, Tex. 
N. O. Reed 


1602 West Main St. 


Lubbock, Tex. 
Stewart O. Norris 
P. O. Box 446 

Mandarin, Fie. 
Joseph N. Crevasse 
P. O. Drawer 7 

Memphis 3, Tenn. 
Munding Elec. 

Sales Agency 
c/o Builders Exch. 
166 Monroe Ave. 

New Orleans 12, La. 
Paul Hogan, Jr. 

342 International 
Trade Mart 
Comp & Cammon Sts 

Richmond 24, Va. 
Earl Dagenhardt 
4000 Maury St 
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“DECIDEDLY BETTER’ 


DAY-BRITE. 
ie ighling Pirtures 


Day-Brite Lighting, Inc., 5435 Bulwer Ave., St. Louis 7, Mo. In Canada: Amalgamated Electric Corp., Ltd., Toronto 6, Ontarie 
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clean finish to the ceiling line. The 
panel gives them a wide choice of 
frame finishes in chrome, brass, 
copper, prime coat, eggshell and 
white. They come with 300-watt 
cans.” 

Mr. Hirsch indicated that he 
leaves the customer to play with 
the displays, turning the lights on 
and off, studying the different 
effects, and the lights then sell 
themselves. 

He pointed to their mass display 
of post lanterns in the showroom 
as well as in the window. The dis- 
play had brought a gain in volume 
from 12 a month to 60 a month. 

“Post lanterns are strictly an 
impulse item. No contractor or 
architect comes in here to buy a 
post lantern, nor does a homeowner 
ever have a post lantern in mind 
when she is brought in here. But 
no one can fail to see our mass dis- 
play of them. And we never fail to 
suggest a post lantern when a cus- 
tomer comes in to select lighting 
fixtures. 

“Hardware dealers have found 
them bringing a nice profitable vol- 
ume from a very small investment. 
Stocking only one of each, dealers 

(Please turn to page 115) 


Immediate invoice pricing 
appeals to contractors 


@ “MAKE IT ONE Stop” is the slo- 
gan that is carried through even 
in the face of frequent price 
changes on materials and supplies, 
by an electrical equipment whole- 
saler in Little Rock, Ark. 

Carl H. Miller, owner of the 
Refrigeration & Electrical Supply 
Co., 1509 Louisiana St., has worked 
out a system of keeping prices ab- 
solutely current. The system en- 
ables him to hand a priced invoice 
to the customer a few minutes 
after the sale is made. The advan- 
tage here is that contractors who 
are doing maintenance work or 
who do not have their customer’s 
credit rating can collect from the 
customer immediately after the job 
is completed. 


Three counter men are kept up- 


J. R. Hirsch, manager of the Beacon fixture department, talks over lighting 
and fixtures with a customer sent in by a builder. 


72 


to-the-minute on price changes 
through the three complete sets of 
pricing catalogs, one for each man. 
When price changes are wired in, 
copies are made immediately and 
placed in each catalog. 

Each man has his own basket, 
arranged in tiers, which he must 
clean out every day to keep his 
catalog current. The counter men 
check their baskets when they ar- 
rive at the store in the morning, 
and also look at them several times 
during the day. 

Backing the system are the fre- 
quent personnel meetings, when 
price changes are discussed. 

“Our system takes a lot of detail 
work,” Mr. Miller admitted, “but 
it saves enough time and trouble 
for us and for the contractors to 
prove its worth. I have timed our 
counter men and have convinced 
myself that contractors are served 
faster by this method. 

“Without this system that keeps 
price changes current, it would be 
impossible to give all prices imme- 
diately.” 

He pointed out that most whole- 
salers have one price man, and that 
contractors must wait two or three 
days before they know the price 
of materials they have bought. 

Contractors like the system, Mr. 
Miller says. Many of them com- 
ment on it, saying that this whole- 
saler’s prices are always in line. 

“T have used the system for six 
years,” Mr. Miller explains, “and I 
would not change. We are all ac- 
customed to the extra behind-the- 
scenes work that is necessary, and 
we all cooperate—stenographer, 
bookkeeper, and counter men. It 
works smoothly, for we have made 
it routine.” 

The system is not used for con- 
tractors bidding on a job, who are 
not interested in 


price tickets. 
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The right wire... 
At the right time... 


At the right price! BUILDING WIRE 


POWER CABLE 
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produced by facilities geared to your needs! 


CORD & CORD SETS 


1 sm Bana ' ueddke 
a BUILDING WIRE 


Armored Bushed Cables and Wires * Barn Cable 


oo and Wire * Building Wires and Cables * Leaded 
<= — Building Wires and Cables * Non-Metallic Sheathed 


Cables * Service Entrance Cables 


POWER CABLE 


Airport Power and Lighting Cables * Automotive 
Battery and Starter Cable * Machine-Tool Wires 
and Control Cables * Portable Power Cords * Serv- 


ice Cables * Welding Cables 


CORDS 


Aircraft Wires. Cords and Cables * Airport Light- 
ing Cords and Cables * Appliance Wiring Material 
Flexible Cords, All Cotton. Rubber and Plastic 
Types * Refrigerator Cords, Wires and Assemblies 


Service Cords 


CORD SETS 
Assembled or Molded-On Plastic or Rubber Caps. 


with free end to specification * Cube Tap and Table 
Tap Extension Sets * Rubber Molded-On Special 
Fittings, Adapters and Connectors to Industry and 


Government Specification 


JATFIELD WIRE & CABLE 
division of Continental Copper & Steel Industries, Inc. 
Hillside, New Jersey Tt 


Represented in the Southeastern States by: 
HOPPER & McCOY 
454 Marietta St., N. W. 
Atlanta, Georgia 
Ph.: WAinut 3183 
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Carl H. Miller, ieft, gives contractor material prices im- 

mediately. Price changes are placed in counter catalogs 

as soon as received. Each counter man has his own cata- 
log and a basket in which changes are placed. 


Prices are listed and mailed to 
them. When the contractor sends a 
customer to the store, the customer 
is given the packing slip, with the 
prices torn off, leaving only quan- 
tity. 

As a result of the system, many 
contractors doing maintenance 
work have been attracted, espe- 
cially since the demand for air-con- 
ditioning is expanding steadily in 
this area. Although most large in- 
dustrial plants and buildings have 
their own maintenance men, the 
electrical contractor is called on 
frequently for service. Thus, help- 
ing the contractor to make fast col- 
lections on the job has stimulated 
important sales volume. 

“The electrical contractor has to 
install and maintain air condition- 
ing, refrigeration, and electrical 
wiring,” Mr. Miller pointed out. 
“We have truly tried to make ours 
a one-stop service for everything.” 


Complete service for industry 


According to Mr. Miller, he is 
the only wholesaler in the area who 
serves completely, from pole to 
turning machine in the industrial 
plant. The service starting at the 
power line proceeds through start- 
ers, controls, switches, and every- 
thing else needed by the electrical 
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engineer including large motors. 

Miller’s super service began with 
a fire, five years ago, which wiped 
out his plant in the Little’ Rock 
wholesale district. Unable to find 
another location in the wholesale 
district, he took the only available 
building, on a secondary street in 
the retail business district. This 
building provided a large parking 
area, and was out of congested 
traffic. The move turned out to be 
a lucky one. Customers liked the 
ease with which they could get in 
and out. With the price ticket made 
available when the purchase for 
materials was made, contractors 
fell into the habit of driving to this 
wholesaler’s convenient location. 

“The electrical contractor appre- 
ciates and needs all the cooperation 
he can get from his wholesaler,” 
Mr. Miller asserted. “‘As we see it, 
cooperation means something more 
than a handsome plant. We do not 
have that. In fact, we could do 
with more space. What we lack in 
space we try to make up in syste- 
matic working and planning. Our 
stock control card system must be 
kept up-to-the-minute.” 

Mr. Miller has achieved a friend- 
ly relation with every contractor 
who patronizes him, the small con- 
tractors as well as the large ones. 


Each of the three counter men checks his basket upon 

arriving at the store in the morning and again several 

times during the day. If a change in price is noted, he 
immediately places a slip in his catalog noting it. 


When a contractor is a little in 
doubt about some phase of the job, 
he supplies plans, literature, books, 
and personal assistance. 

“We go to the extreme in assist- 
ing him, so that the next time he 
encounters the problem he can solve 
it without help.” 

Summing up the many advan- 
tages and the few disadvantages of 
his up-to-the-minute price system, 
Mr. Miller believes that the system 
aids in making his own collec- 
tions faster. The contractor who 
gets cash for his job pays his bills 
promptly. 

The one disadvantage relative to 
the system is that the customer’s 
ticket must be in pencil, except 
when more than two copies are 
needed. In this instance the con- 
tractor is handed the packing slip, 
and the price ticket is mailed. 

“We need good _ handwriting 
here,” Mr. Miller grinned. “At our 
personnel meetings we keep pound- 
ing away at the necessity of mak- 
ing out those penciled invoices in 
a good, clear hand.” 

The Miller company is one of the 
few electrical equipment  whole- 
salers in the state who started as a 
wholesaler instead of in some other 
category of the electrical powe) 
business. 
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EVER TAKE A METER READING 


ON YOUR 


COMMUNICATION SYSTEM? 


Bell System communication engineers will help you 


take a good. close look at your communication sys- 
em... 


.at no cost to vou. 


Your Bell Telephone Company will make a com- 
prehensive survey to help you get the best use of 
vour facilities...local exchange, long distance, 
mobile, teletypewriter, metering and supervisory 
control ... all the communications you use. More 


than one hundred studies are now underway for 


major pipe lines, power companies and railroads. 


These surveys include recommendations to give your 
operation the best communications at the lowest 
possible costs. Many companies have changed, 
rearranged or added services on the basis of these 
surveys. 


* If you are interested in a communication survey by 
Bell System experts without charge, call your local Bell 


Telephone representative now. 
! 
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Drive-through service 
aids busy contractors 


® WHEN THE Boys Electric Com- 
pany started as wholesalers in 
Miami five years ago, the partners 
—two of them former contractor 
employees and the third a radio 
specialist — had already decided 
that the kind of trade co-operation 
contractors as a whole most wanted 
from jobbers was immediate serv- 
ice and delivery of the staple bread- 
and-butter items of electrical sup- 
vlies. 

With this in mind, they planned 
a modest compact business based 
on these items, and then laid out 
and built a new wholesale plant de- 
signed to facilitate quick and con- 
tinuous service with all bottlenecks 
eliminated. The primary feature 
is a drive-in and drive-out lane, for 
their own and contractors’ trucks, 
right through the middle of the 
plant, with a broad turning space 
out back and an out-bound, out- 
side driveway completing the 


For the unique “drive-through” service to contractors offer- 
ed by Boys Electric in Miami, trucks enter from the street, 
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speedy cycle of wholesale service. 

The drive-in runs right past the 
sales and checking counter and be- 
tween long rows of stock arranged 
on shelves and against both outside 
walls. With the staff primed for 
speedy, simplified order-taking, and 
with paperwork and sales authori- 
zations reduced to a minimum, the 
system works “like a charm.” All 
day long the pick-up and panel 
trucks of contractors, needing one 
or several items of supply to com- 
plete a job underway, shoot in and 
out of the drive-through in a mat- 
ter of minutes, speeding the desired 
materials to waiting crews on the 
job. 

There is no jockeying into or out 
of inconvenient. parking spaces, no 
waiting at the desk while involved 
paperwork eats up time, no lugging 
materials long distances, and no 
truck backed up in the right-of- 
way blocking out other customers. 
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The arive-in is 120 feet long, and 
several vehicles can be accommo- 
dated at the same time. Loading is 
speeded by the orderly, segregated 
stacking of materials on both sides 
of the passage in the 40-foot width 
of the building. 

The firm maintains four delivery 
trucks and three cars of its own, 
for making quick deliveries to con- 
tractors’ shops and _ installation 
points; and they deliver a _ far 
larger than usual percentage of all 
supplies. The speed-up policy, the 
counter set-up, and plant arrange- 
ment all combine to cause contrac- 
tors to agree: “If you order it from 
3oys, you get it in jigtime.” 

This consensus, and the word-of- 
mouth advertising it creates, has 
produced a substantial increase in 
gross sales every year since the 
firm has been operating. It is their 
experience that the contractor pro- 
vides well ahead of time for all 
specialty items called for in new 
contracts and remodeling jobs, but 
that they all run out of locknuts 
and a variety of similar staple 
items, especially on repair and 
service jobs. The company also has 
a branch plant in South Miami, 
which helps in giving quick service 
in that whole fast-growing area of 
Greater Miami. 

One of the important features of 
the set-up is, that by specializing in 


and leave after picking up their material through a wide, 
easily-accessible exit in the rear of the building. 
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HH HOW WHOLESALERS SERVE.THE ELECTRICAL TRADE 





Stock is piled systematically along sides of the drive-through lane for quick 
service. 


Almost the minute the contractor’s truck arrives at the order desk, a helper 
begins to load it up—a feature of Boys Electric’s quick service. 


standard bread-and-butter items, 
the wholesaler keeps his inventory 


investment down and turns it over 


fast. This, and the stepped-up pace 
of sales transactions, cuts the job- 
ber’s handling cost per item, and 
also the contractor’s costs as well. 
Often the latter has several elec- 
tricians on a job that might be held 
up for hours by the lack of several 
items that at first don’t seem very 
important. But small periods of 
accumulated waste time, with one 


stage of the work holding up 
others, eat up profits; and when 
“figuring” goes wrong or unex- 
pected needs crop up, the simple 
little fundamental service of quick 
delivery often outweighs, for the 
time being, all the more elaborate 
and complicated co-operative ser- 
vices a jobber might offer. And this 
the contractors say themselves. 
The Boys partners don’t adver- 
tise, except with a few novelty gifts 
for old customers at Christmas 
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time. They don’t have any sales- 
men, except that they themselves 
contact the contractors that they 
think can use their type of service 
They employ no 
special promotion stunts, and han- 
dle only lighting fixtures that they 
can get on short notice from local 


to advantage. 


sources or manufacturing represen- 
tatives such as fluorescent units. 
And they go in for no displays of 
fixtures or materials for the benefit 
of contractors’ customers. 


Specialize in basic items 

While they carry complete stocks 
and sizes of their standard lines, 
and do consistent inventory-control 
work to keep all lines in full supply, 
they don’t even pretend to carry 
broad stocks of specialized items: 
these they feel turn over too slowly 
up too much capital and 
While their building foun- 
dation will support a second story 
needed, the firm 


and tie 


space. 


eventually, if 
members prefer a small to moder- 
ate-sized, settled business, with no 
uncertainty, no speculation on a 
large, long-term stock investment, 
and no “headaches or ulcers,” as 
they put it, in worrying about com- 
plicated and technical trade prob- 
lems. These activities, they believe, 
are for the big wholesalers, manu- 
facturers’ branches, electrical de- 
signers and for the contractors 
themseives. One of their favorite 
sayings is, “You can’t spread your- 
self out too thin, or you don’t get 
any job done right.” Also, “It 
takes a lot of capital and manpower 
to tackle these co-operative, trade 
problems and promotions. The lit- 
tle wholesaler just doesn’t have it; 
and it behooves him to tend to his 
own knitting first and do that well.” 

What it boils down to, really, is 
that this firm is in the pleasant po- 
sition of only doing business with 
their friends, with regular custom- 
ers who value their quick and per- 
sonal service on staple items above 
everything else. A large business, 
they feel, 
this personal touch and 
simplified fast-action. The symbol 
of their policy is in their name, 
meaning the “boys” of the wiring 
trade. 

Of course, if they discover a new 

(Please turn to page 114) 


would inevitably lose 


most of 
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@ THREE HUNDRED utility sales 
executives from the electric com- 
panies operating in 10 Southeast- 
ern states gathered recently at the 
Biltmore Hotel in Atlanta for the 
three-day general sales conference 
of the Southeastern Electric Ex- 
change. 

“More Sales” was the theme of 
the meeting, and talks made during 
the sessions by a number of utility 
and manufacturing executives cen- 
tered on discussions of various 
problems in the electrical and ap- 
pliance industries today. 

The program for the Sales Sec- 
tion, Residential and Rural Sales 
Committee, with Chairman Howard 
J. Wilson, manager, merchandise 
division, Georgia Power Co., At- 
lanta, presiding, opened the meet- 
ing on Thursday morning. 

Following opening remarks by 
George H. Brodnax, vice-president 
and division manager, Georgia 
Power Co., Atlanta; R. L. Coe, resi- 
dential sales manager, Union Elec- 
tric Company of Missouri, St. 
Louis, Mo., addressed the group on 
the topic “Organized to Sell!” 

Mr. Coe told of the organization 
and problems of their company, 
which is an urban electric utility, 
serving more than 500,000 custom- 
ers, 468,507 of which are residen- 
tial and less than 9,000 farm cus- 
tomers. 

“It is our responsibility to in- 
crease the sale of kilowatthours to 
these residential customers in a 
manner that is profitable to the 
company, and stimulates good will 
among customers and the indus- 
try,” Mr. Coe said. 

“But to increase the sale of kilo- 
watthours, we must educate and we 
must motivate. People won’t buy 
these energy consuming devices 
without education and motivation.” 

In explaining his company’s mer- 
chandising efforts, Mr. Coe said, 
“We believe utility merchandising 
is essential to a complete utility 
load building program, but it must 
function to supplement the dealer’s 
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“More Sales” is theme 
of SEE sales conierence 








C. M. Wallace, vice-president in charge of sales, Georgia Power Co., Atlanta, 
at the speaker’s stand, told the Southeastern Electric Exchange delegates 
that the only commodity they had for sale was “service” and that the sale of 
this depended on how well the customer likes you. Sales Section Chairman 
E. C. Easter, vice-president, Alabama Power Co., Birmingham, is at right. 


efforts, not to exploit his efforts.” 

Mr. Coe said that the only appli- 
ances merchandised by Union Elec- 
tric are “flameless ranges, water 
heaters, clothes dryers and home 
freezers,” and that they plan to add 
dishwashers next year. 

“We sell only with a full markup 
or at the suggested retail price. We 
offer no trade-in allowances,” he 
said. 

D. A. Packard, general sales man- 
ager, Kelvinator Division, Nash- 
Kelvinator Corp., Detroit, Mich., 
advised that he expects sales to con- 
tinue the next two years at ap- 
proximately the present level. How- 
ever, in 1956 the industry will start 
to enjoy volume from the replace- 
ment of appliances sold beginning 
1946 when these appliances start 
to become ten years old or older. 
Also in 1956, the country will begin 
to experience an unusual increase 





J. M. Stedman, general sales man- 
ager, Pennsylvania Power & Light 
Co., Allentown, Pa., told members 
that “sales must cause our increased 
productivity to be absorbed if our 
economy is to remain stable.” 


in the number of families, due to 
the high birth rate in the late 
1930’s and early 1940's, so begin- 
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Southeastern Electric Exchange’s Sales Section Vice-Chairman E. L. Oster- 
berger, general sales manager, Louisiana Power & Light Co., New Orleans, 
La., (left) welcomes E. N. Pope, director, advertising department, Carolina 
Power & Light Co., Raleigh, N. C., to the speaker’s platform. Mr. Pope 
addressed the group on his company’s “Finer Carolina” program. 


*There’s nothing wrong with busi- 
ness today except mistakes in do- 
ing it,” W. A. Blees, vice-president, 
Aveo Manufacturing Corp., Cros- 
ley Division, told SEE audience. 


ning 1956, Mr. Packard anticipates 
an expansion of the appliance in- 
dustry on a scale we hardly dream 
of at present. 

He advised that there are four 
things that can be done to improve 
conditions in the industry at the 
present time: 

(1) Distributors and dealers 
should work together to sell product 
instead of price. At the present 
time consumers in the United 
States are spending annually $200 
billion and only 1% per cent of this 
is being spent for appliances. Our 
competition, he said, is automobiles, 
furniture and other services. By 
selling product, instead of price, 
the appliance industry can increase 
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the percentage of the consumer 
dollar it is now receiving. It will 
probably mean fewer dollars but 
better dealers and greater stability 
in the industry. 

(2) Dealer sales power must be 
rebuilt. In the 1930’s some of the 
finest sales organizations were built 
by dealers in the appliance field and 
they sold the public on the many 
advantages of new appliances. How- 
ever, during the war, these sales 
organizations were disbanded and 
no retail sales managers developed 
so there are very few good retail 
sales managers left. To rebuild 
sales power, we must first train re- 
tail sales managers, who in turn 
can organize and train retail sales 
staffs. He urged the utilities to co- 
operate in organizing retail sales 
manager clubs and in turn help 
build retail sales power. 

3) The industry should get back 
to creative selling. Floor prospects 
are generally shopping for prices 
and are among the poorer pros- 
pects. The best selling can be done 
in homes where the need can be 
shown for additional major appli- 
ances. In this way dealers can de- 
velop business before the prospects 
become shoppers. Emphasis can be 
placed on new products such as 
home freezers, automatic washers 
and dryers, dishwashers, etc., where 
the saturation is low. 

(4) Recognize replacement sell- 
ing as an integral part of the busi- 
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ness. In the automobile business in 
the 1930's, trade-ins were a major 
problem. However, when the auto- 
mobile dealers recognized trade-ins 
as part of the business, they soon 
solved the problem and started to 
make profits on their replacement 
sales. Appliance dealers must do 
the same thing—recondition trade- 
ins and sell them as an important 
part of their business. The dealers 
who give as high an allowance as 
possible on a trade-in generally get 
the high quality trade-ins and are 
able to make a profit when they 
resell them. The dealers who cut 
their allowances as low as possible 
generally get the junk. When deal- 
ers stop talking about trade-ins as 
a problem and start considering 
them as a natural part of their 
business, they will find they can 
handle them successfully and make 
them a profitable part of their op- 
eration, Mr. Packard said. 

H. B. Price, vice-president of the 
National Appliance and Radio-Tele- 
vision Dealers Association, and 
head of Prices, Inc., a Norfolk, Va., 
appliance dealership, told SEE 
members that people in the appli- 
ance business are going to have to 
“get back to selling product against 
product instead of selling price 
against price.” 

Mr. Price stated that poor financ- 
ing and mismanagement are caus- 
ing the majority of appliance dealer 
failures. He said that those in the 
appliance business must promote 
low saturation items—go back to 
white goods. Television has been 
good, he said, but in many areas 
they are now reaching saturation. 

In giving his address, “The Deal- 
er’s Viewpoint,” Mr. Price said 
that utility men must quit sitting 
around moaning and = groaning 
about poor appliance dealers, but 
they must get out and do something 
about it in order to educate appli 
ance dealers on better sales meth 
ods if they expect to see more ap- 
pliances sold and an increase in 
electricity loads in American 
homes. 

Edward R. Taylor, Motorola vice 
Chicago, created 
quite a stir at the session by be- 


president from 
ginning his speech from anothe) 
room through the use of Motor- 
ola’s new “handi-talkie.” 

Mr. Taylor said that although the 
title of his address was “New Tech- 
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niques in Running Sales Meetings,” 
that they (Motorola) actually 
hadn’t come up with something new 
in this field, but had dusted off an 
old system, improvised and im- 
proved it and put it into successful 
operation, as far as the company is 
concerned. 

“Salesmen can be, and want to 
be, trained, and it’s up to the sales 
executives to show them how,” Mr. 
Taylor said. 


Practicality stressed 


He warned that the sales leaders 
of today at many sales meetings 
fail to achieve a fine balance be- 
tween “razzle-dazzie” and sound 
substance. He urged that while 
sales training need not be devoid of 
humor, that the emphasis should 
be placed on practical matters. 

Vice-Chairman J. P. Brown, 
manager, residential sales, Ala- 
bama Power Co., Birmingham, pre- 
sided over the Thursday afternoon 
session, which opened with an ad- 
dress on “Home Service Contribu- 
tion to a Utility Sales Program,” 
by Miss Leonora O’Neal, home serv- 
ice director, Gulf States Utilities 
Co., Beaumont, Texas. 

Miss O’Neal urged that more 
kitchen parties be conducted in cus- 
tomer’s homes by small dealers. She 
told of her company’s dealer train- 
ing-participation program and of 
the “cup cake bakes” that Gulf 
States Utilities has been conduct- 
ing in the rural areas to call to the 
attention of the rural housewife 
the marvels of electric cooking. 

Another speaker, Miss Myrtle 
Fahsbender, director of residential 
lighting, Westinghouse Lamp Divi- 
sion, Bloomfield, N. J., and a na- 
tionally known lighting authority, 
told of the importance of good 
lighting in the school programs. 

Miss Fahsbender said _ instruc- 
tion on good lighting should be 
part of school programs beginning 
in the elementary grades. 

R. H. Hunt, manager, dishwash- 
er and disposal sales, Hotpoint, 
Inc., Chicago, pointed out the sell- 
ing features of the new, modern 
dishwasher that is on the market 
today in his address, “Automatic 
Electric Dishwashers—Today and 
Tomorrow.” 

Several round table discussions 
were held during the remainder of 
the afternoon program. 


H. L. Cushing, assistant system 
commercial manager, Appalachian 
Electric Power Co., Roanoke, Va., 
led a discussion on “Inadequate 
Wiring”; Clyde Hebert, supervisor, 
residential sales division, New 
Orleans Public Service, Inc., New 
Orleans, La., led a discussion on 
“What can be done to have dealers 
sell 34-ton and window air condi- 
tioning units of 230 volts?”; and C. 
W. Cheatham, air conditioning and 
heating engineer, Alabama Power 
Co., Birmingham, led the discus- 
sion on “Can electric heating be 
profitably sold to fill the valley be- 
ing created by air conditioning?” 

The General Sales Conference of 
the Southeastern Electric Ex- 
change, which continued with the 
theme “More Sales,” was presided 
over by Chairman E. C. Easter, 
vice-president, Alabama Power Co., 
Birmingham, and opened with an 
address of welcome by C. M. Wal- 
lace, vice-president in charge of 
sales, Georgia Power Co., Atlanta. 

Mr. Wallace said that sales effort 
cannot be turned on and off like a 
spigot—it is harder to restart a 
sales program than it is to begin 
one and keep it rolling. 


Service is basic 


He told SEE members that their 
basic commodity for sale was “ser- 
vice” and that the sale of this de- 
pended on how well the customer 
liked “you.” 

In order to sell better living, the 
true electrical way of life, Mr. Wal- 
lace said that the utility customers 
must be told more about the service 
offered and what it would do for 
them as individuals. 

In answer to his question, “How 
can we sell more?” Mr. Wallace 
said that a strong sales policy had 
to be developed—a co-operative pro- 
gram with appliance dealers, and 
an active home service program; 
that, first, top management ap- 
proval should be secured for this 
program; and that after this had 
been done “get out and do some- 
thing about it.” 

J. M. Stedman, general sales 
manager, Pennsylvania Power & 
Light Co., Allentown, Pa., con- 
gratulated the Southeastern utility 
executives on the progress that has 
been made in the area in the past 
ten years. He said that the South- 
east and the Northwest were the 


first areas in the country where 
good selling was responsible for 
good electric saturation. 

Mr. Stedman said that creative 
selling died for six years during 
World War II and that the pre-war 
salesman is a “lost man.” He said 
that this pre-war salesman de- 
served more credit than he was 
generally given, because it was 
through his efforts that the ma- 
jority of the buying decisions of 
the postwar period came about, 
creating the postwar sales boom 
from the savings and high wages 
of this period. With new goods 
being developed and old ones im- 
proved, Mr. Stedman said, the 
seven year’s sales of the industrial 
output following World War II ex- 
ceed the 30 year period—1910-1940, 
and the electrical output during 
this period has expanded more than 
three times its pre-war rate. 

“Today there is a whispering of 
an adjustment and not an expan- 
sion,” Mr. Stedman said. “Sales 
must cause this increased produc- 
tivity to be absorbed, if our 
economy is to remain stable.” 

He said that these “practitioners 
of persuasion” must give full-bal- 
anced consideration to the cus- 
tomer, the community, the com- 
pany, and last, but not least, our 
country. 

He cited the fact that the popula- 
tion of the United States is in- 
creased by 9,700 each day, which is 
equal to the junior high school en- 
rollment of Savannah, Ga., or 
Allentown, Pa.; and called atten- 
tion to the fact that gains in per 
capita income in the Southeast had 
advanced next to the highest in the 
nation, second only to the South- 
west. Mr. Stedman told the power 
company executives on hand that 
there is a golden opportunity being 
afforded them by the present 
trend, “the move to the suburbs.” 

“Laziness” is boon 

W. A. Blees, vice-president, Avco 
Manufacturing Corp., Crosley Di- 
vision, New York, N. Y., told those 
in attendance at the Southeastern 
Electric Exchange that “conditions 
have changed but we haven’t.” Mr. 
Blees said that “there’s nothing 
wrong with business today except 
mistakes in doing it.” He said 
that “American laziness” is a boon 

(Please turn to page 112) 
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Warehouse Stocks in Principal Southern Cities 


W. J. MILNER & CO. 


Warehouse Stocks in Principal Southern Cities supplying electrical wholesalers products of principal 
electrical manufacturers. 


We stock, ship and bill: 





Representing These 


Manufacturers: 
Galvanized Conduit Couplings, 


Holfast Rubber Co. 

The Perfeclite Co. 

Made by Pipe Couplings Mfg. Co. Plastic Wire & Cable Corp. 
Martins Ferry, Ohio Quadrangle Mfg. Co. 
Stanley Electrical Mfg. Co. 
Thepitt Mfg. Co. 

Ruby Lighting Corp. 


Elbows and Nipples 











MINERALLAC ELECTRIC CO. 


Beam Clamps, Compounds 


Hangers, Jiffy Clips, Hanger irons 


All Standard Face Plates to Ten Gangs (in stock) 

Any Combination Up to Twenty Gangs (on special order) 
Bakelite (Standard Design) 

Stainless Steel — Brown and Ivory Metal 


Chrome (Satin or Polished) on .040 Brass 





W. J. MILNER & CO. 


148 Walker Street, S. W. Atlanta, Ga. 


BRANCH OFFICES 


809 Goldsboro St. 3131 Oak Lane 3411 Davis St. 4301 Bienville St. 
Greensboro, N. C. Dallas, Texas Houston, Texas New Orleans, La 








PITT LINE means— 
QUALITY PLUS 


A Complete Line of Electrical Construction Materials Made from Select Materials plus Rigid Inspection 
and Attractive Packaging. 


Stocks at all W. J. MILNER & CO. Warehouses 


ATLANTA — GREENSBORO — NEW ORLEANS — DALLAS — HOUSTON 


THEPITT MANUFACTURING CO. 


Carnegie, Pennsylvania 


ELECTRICAL SOUTH for DECEMBER, 1953 








WARMEST GREETINGS TO S.E.W.A. 


YOUR FACTORY AGENT, JULES J. DREYFUSS' SONS 
IS JOINED IN THIS WELCOME BY OUR FACTORIES 


NEWART MFG. CO. 


STAR-A ELECTRIC MFG. CO. The Austin Line 


WIRING DEVICES—SWITCHES, SWITCH AND OUTLET 
RECEPTACLES, CORD SETS, AL BOXES AND COVERS. 
SPECIALTIES BAR HANGERS. 


Brooklyn 6, N. Y. Gi IMMEDIATE 


IMMEDIATE SHIPMENTS | | SHIPMENTS 


AW WAREHOUSE 
AREHOUSE STOCKS WAG 
” AQ yy STOCKS 





SEE THE it’s good business to do business with wholesalers SEE THE 
ADS OF 


peaeemmmm JULES J. DREYFUSS’ SONS [apenas 


corp., ELECTRICAL FACTORY AGENTS COMMERCIAL 


MAIN OFFICE AND oO ENCL. FUSE CO., 
AND WAREHOUSE: 

COMMERCIAL 324 Peters St., S.W., Atlanta, Ga., Phone: MAin 6886 AMPLEX CORP., 

ENCL. FUSE CO.. B24 Peters &.. 5.W.. Aatnnye, On, (eues ee 


NEW ORLEANS 12, LA MIAMI 42, FLA 


Atk ie fa.) los § ! ant 
and choupitoulas St 361 N.W. 23rd St 


Phone: RAymond 5484 » Phone: 2-6736 


TEAL CORP. WE MAINTAIN STOCKS OF ELECTRIAL DEVICES IN OUR WAREHOUSES TEAL CORP. 


SERVING THE GREAT SOUTHEAST 


P wiss, JAtavana 


LOUISIANA 











STOCKED IN OUR WAREHOUSES: ATLANTA, NEW ORLEANS, MIAMI. 


DURA pre MERIT 
of Nowerk, W. J. i ie | ELLIOTT ELECTRIC MOLDED PLASTIC Corp. 
ores ort SL PRODUCTS CO. one 


and proven. More = Yaouaen = The reliable design 
types of DURA COMPETITIVE FITTINGS OF ‘Hina for wall plates. 
STARTERS are ETL +i FINER QUALITY. tl L Ask your whole- r 
approved than any a: Mig «scler about the | 
other line. = premium offer. 
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NECA’s self interest 


begins with public interest 


Aggressive promotional program develops qualified contractors, 


determines the customer’s need, and then sells it 


@ “SERVE THE PUBLIC and prosper” 
was the theme of the 52nd annual 
convention of the National Elec- 
trical Contractors’ Association, held 
at Miami Beach, Florida, with ac- 
tivities extending from Sunday, 
November 15th to November 20th. 
‘ More than 1700 members and their 
wives registered, representing one 
of the largest registrations on rec- 
ord. The members heard a wide 
range of association activities dis- 
cussed in the numerous meetings, of 
which two, the Tuesday and Wed- 
nesday morning sessions, were open 
to non-members and the press. 

The highlight of the Tuesday 
morning session was the address of 
NECA president, Don B. Clayton, 
Sr., Birmingham, Ala., who told the 
electrical contractors that it is their 
duty to see that the public no longer 
is cheated by unsafe and inade- 
quate electrical systems. In his ad- 
dress, titled “The Public Interest,” 
Mr. Clayton pointed out that elec- 
trical demand has increased at a 
terrific rate in recent years, putting 
a heavy strain on electrical sys- 
tems in the home, factory, store, 
and farm, with the result that in 
many instances the users are not 
getting full value, and his appli- 
ances and equipment are not oper- 
ating efficiently. 

To meet the challenge brought 
about by this rapid increase in elec- 
tricity, NECA several years ago 
started long-range programs to pro- 
vide contractor organizations quali- 
fied to handle the expanding job. 
NECA programs involve special 
management and technical courses, 
apprenticeship courses and train- 
ing of workers, research and sales 
development programs, all of which, 
Mr. Clayton said, are definitely in 
the public interest. 


“It is in the public interest, too,” 
Mr. Clayton said, “that the destruc- 
tive practices of bid peddling and 
bid shopping be done away with, 
and that, as a start in this direc- 
tion, the Federal Construction Con- 
tract Bill, now before Congress with 
committee approval, should be en- 
acted into law as a protection to 
those contractors who desire to con- 
duct themselves as businessmen. 

“As long as these evils afflict the 
construction industry, just so long 
will the chiseling general contractor 
put money into his own pocket that 


should go to the sub or to the owner, ° 


either as a saving in cash expendi- 
ture, or as a better installation.” 
An activity the electrical con- 
tracting industry is giving special 
attention to is the education of its 
management personnel and _ the 
training of its craftsmen through 
apprenticeship courses. Mr. Clay- 
ton said that these activities are 


By a substantial majority, D. B. 
Clayton, Sr., of Electric Construc- 
tors, Inc., Birmingham, was _ re- 
elected president of NECA for the 
ensuing year. Also, up for election 
were district vice-presidents for the 
odd-numbered districts. The results 
of the vice-presidential elections 
were as follows: Alfred V. Bartlett, 
Sr., Rust Electrical Co., Providence, 
R. I., re-elected for District 1, cov- 
ering the New England area; C. W. 
Moseley, R. H. Bouligny, Inc., Char- 
lotte, was re-elected for District 3 
covering the Southeastern area, 
while H. J. Hill, H. J. Hill Electric 
Co., Wichita, Kan., was elected vice- 
president of District 5, covering the 
Southwestern States, succeeding J. 
L. McClure, McClure Electric Co., 
Dallas, who was serving the unex- 
pired term of W. B. Schnorbus, de- 
ceased; and Fred J. Oertli, Guaran- 
tee Electric Co., St. Louis, was elect- 
ed vice-president of District 7. 


imperative if the public is to have 
access to the full benefits of elec- 
tricity. 

“We must see to it that all our 
people are completely qualified, de- 
termine the customer’s needs, and 
then sell it. It must satisfy the 
customer and produce a profit for 
the contractor. Only then can the 
industry be said to be operating in 
the public interest,” Mr. Clayton 
concluded. 


Year of progress 

Previous to Mr. Clayton’s talk on 
the Tuesday morning program, the 
convention had heard reports of the 
secretary-treasurer, Clint J. Harder, 
who presented details of member- 
ship growth and financial condition 
of the association. 

Paul M. Geary, executive vice- 
president of NECA, also addressed 
the opening session, giving the 
membership a detailed account of 
the progress being made in the 
many special activities of the asso- 
ciation. 

Of particular interest in Mr. 
Geary’s report was the fact that 
NECA had recognized the need of 
a modern code of ethics for the elec- 
trical contracting industry. He 
pointed out that the Federal Trade 
Commission had approved a set code 
of ethics in 1931, and that these had 
never been withdrawn by FTC or 
NECA, and therefore, presumably, 
were still in effect. He reported that 
at a recent NECA board of gover- 
nors meeting it was decided to ask 
FTC to review the code of ethics 
now in effect and determine if it can 
be revised so as to take into account 
current conditions. 

D. W. Tracey, international pres- 
ident of the International Brother- 
hood of Electrical Workers, also 
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Sell greater customer satisfaction with the 


COMPLETE AMPLEX LINE 


AMPLEX 


oS -~ FLUORESCENT 
@ TUBES 


There’s an Amplex Fluorescent Tube 
of the right size and color for every 
type fixture. And the cathodes of 
Amplex Tubes are designed for high 
efficiency and long burning life... 
special coating methods assure even 
light output from end to end. 
Amplex Fluorescents make friends! 


AMPLEX 
REFLECTOR 
LAMPS 


Here’s the fastest-moving accent 
lighting line on the market! The 
inside surface of these lamps is pure 
silver. Their sealed-beam reflectors 
can’t get dirty... always retain their 
brilliance. And Amplex Reflector 
Lamps come in a full range of watt- 
ages and bulb types... all quality- 
built for topmost dollar value. 


AMPLEX 
INCANDESCENT 
LAMPS 


With Amplex you've a complete 
range of Incandescent speci alty and 
general service lamps in every type 
and wattage. They are built to 
Amplex high quality standards and 
are proven sales leaders. . . setting 
new records of efficiency and 
economy for users everywhere. 


AMPLEX 
INDUSTRIAL 
HI- BAY 
LAMPS 


Amplex R-57 Lamp is designed for 
continuous maximum light output 
in high bays. Hermetically sealed 
pure silver reflector can’t become 
soiled ... auxiliary metal reflectors 
are not needed ... grime and dust 
never obscure the bulbs’ under sur- 
face from which light is projected. 
R-57 comes in 500 and 750 wattages. 


AMPLEX SOUTHERN REPRESENTATIVES 
IN FLORIDA: Jules J. Dreyfuss & Sons—Jules J. Dreyfuss—P. O. Box 187, Alapattah Station, Miami 42, 


Florida 


IN GEORGIA, "NO. & SO. CAROLINA, ALABAMA, TENNESSEE: Atlanta Office of Jules J. Dreyfuss & 
Sons—Jack Dreyfuss—324 Peters St., S. W., Atlanta, Georgia 
IN LOUISIANA, MISSISSIPPI, OKLAHOMA, ARKANSAS, TEXAS: Fain & Levin, 410 Notre Dame St., 


New Orleans, La. 


IN VIRGINIA: Leo A. Roach, 4019 Clinton Ave. 
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Vapor Lamps 
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Infra-Red Lamps 





addressed the Tuesday morning ses- 
sion. In discussing the pleasant in- 
dustrial relations that had existed 
between NECA and IBEW, Mr. 
Tracey pointed out that the Council 
of Industrial Relations had made 
the electrical contracting industry 
practically a strike-less industry. 
He also praised the retirement pro- 
gram that has been developed in co- 
operation with NECA, pointing out 
that a worker who feels secure is 
a more effective worker. He also 
found merit in the apprentice train- 
ing program that has been operat- 
ing for some time. 


Retirement plan discussed 

In discussing the retirement pen- 
sion fund, payments for which are 
made principally by electrical con- 
tractors employing IBEW workers, 
he pointed out that it would be only 
fair for utility and manufacturer 
users of IBEW labor to also pay 
into this fund. He mentioned that 
at a forthcoming convention, a pro- 
posal will be made to remedy this 
situation. 

Concluding talk of the Tuesday 
morning session was a report of the 
National Joint Committee on Ap- 


prenticeship and Training, by 


Chairman Fred Oertli. The com- 
mittee is in the process of compiling 
a survey of the present status of 
apprenticeship training, Mr. Oertli 
said, and he emphasized that the 
need for such training is urgent in 
view of the rapid growth of the 
electrical industry. He pointed out 
that out of a total of 145 labor 
agreements now on file between 
local chapters and IBEW locals, 65 
do not provide for local joint ap- 
prenticeship training committees. 
Such local joint committees, he said, 
are the heart and soul of the ap- 
prenticeship training program. 

At the conclusion of the Tuesday 
morning session, Secretary - Trea- 
surer Harder, presented several re- 
ports and recommendations from 
the NECA board of governors. One 
of these was the decision to ask the 
Federal Trade Commission to re- 
view the Code of Ethics of 1981. 
Another was an offer by NECA 
headquarters to NECA chapters to 
provide advice and counsel about 
trade activities with respect to anti- 
trust legislation. And another was 
the decision of the board of gov- 
ernors to spend an amount during 
the calendar year of 1954 for busi- 


ness development promotion equal 
to the income from the association 
magazine less certain expenses of 
the magazine. 

The Wednesday session of the 
convention featured a series of com- 
mittee reports with special discus- 
sion panels to answer questions and 
explain details. Charles W. Moseley, 
vice-president for the Southeastern 
District, presided over the sessions 
and introduced T. W. Wilmer, of 
Chewning and Wilmer, Inc., Rich- 
mond, who presented the report of 
the Codes and Standards Commit- 
tee, substituting for W. H. Biester, 
the chairman. 

With Mr. Wilmer at the speakers’ 
table was a panel consisting of A. 
C. McWilliams, chairman of the 
Codes and Standards Committee of 
the Electrical Contractors Associa- 
tion of Chicago; Frank Camus, 
Camus Electric Co., Shreveport, 
La.; E. E. Herndon, Reid Electric 
Co., Highland Park, Mich.; Charles 
L. Smith, secretary, International 
Association of Electrical Inspectors, 
Chicago; Karl Geiges, Chief engi- 
neer, Underwriters’ Laboratories, 
Chicago, and E. R. Cornish, secre- 
tary, NECA Codes and Standards 
Committee, Washington. 

In introducing the subject, Mr. 
Wilmer emphasized that contractors 
are participating in the Code-mak- 
ing panels, and therefore have an 
opportunity to shape the code. Mem- 
bers who have suggestions for Code 
changes should write them up and 
submit them to the NECA Codes 
and Standards Committee. Mr. Gei- 
ges reviewed the work of the Under- 
writers’ Laboratories and how it fits 
into the electrical industry’s opera- 
tion. 

Mr. Smith told of the IAEI’s ac- 
tivities in keeping inspectors 
abreast of new developments. Typi- 
cal of new projects underway is a 
study of the number of conductors 
that can be installed in raceways, 
current carrying ratings of alumi- 
num cables, additional Code cover- 
age of machine tools, and the re- 
writing of the Code to make it 
more readable. 

Mz. Herndon brought out the 
need for the qualification of Code 
references by location in a wiring 
system rather than by electrical 
functions. He pointed out that this 
would involve a revision of the first 
four chapters in particular. He also 
directed attention to the problem of 


getting Underwriters’ Laboratories 
approval on equipment fabricated in 
the field. He had no specific plan for 
accomplishing this but suggested 
that some type of local examination 
might be able to solve the problem. 

Mr. Camus discussed the desira- 
bility of electrical contractors co- 
operating more closely at the elec- 
trical level with Code enforcement 
authorities. He pointed out that if 
contractors attend local I[AEI meet- 
ings, they will have an opportunity 
to participate in Code making at 
the local level. 

Mr. McWilliams emphasized the 
need for a more adequate set of 
symbols for elec! rical drawings. He 
directed attention to the very com- 
plete set which has been developed 
by the Electrical Contractors Asso- 
ciation of Chicago, and explained 
that these have been published in 
pamphlet form. It is their hope 
that the symbols will be approved 
by the American Standards Associa- 
tion and will come into more gen- 
eral use. 

The next feature of the Wednes- 
day session was a report of the Re- 
search Committee by R. W. McChes- 
ney, chairman. A new discussion 
panel took their places to assist Mr. 
McChesney, including J. E. Mellett, 
J. M. Clayton Co., Atlanta; Milton 
Minto, chairman, New York City 
Chapter Educational Committee; C. 
P. Bobe, chairman, Research and 
Educational Committee, NECA St. 
Louis Chapter; Richard W. Osborn, 
chairman, Educational Program 
Sub-Committee, St. Louis; E. R. 
Cornish, secretary, NECA Research 
and Education Committee, Wash- 
ington; D. B. Clayton, Sr., chair- 
man, Cost Data Sub-Committee, 
Birmingham. 


New study courses 

Mr. Osborn described several new 
study courses that were receiving 
consideration such as a new course 
that will help the contractor get a 
better understanding of the Na- 
tional Electrical Code and its appli- 
cation. Another course that is re- 
ceiving consideration is one in plan 
reading. Such a course would help 
the contractor to translate building 
plans into language understandable 
by the electrical technicians. 

Mr. Bobe pointed out that en- 
rollees in courses such as the esti- 
mating course must have their en- 

(Please turn to page 108) 
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The 1953 Electrical Code 


a special report 


This is Part 4 in a series of articles discussing the changes in the 
National Electrical Code that were incorporated in the 1953 edi- 
tion of the Code that was made available to the electrical trade 
this fall. Mr. Segall, the author of this discussion, is a well-known 
consulting electrical engineer. He is the author also of the popular 
illustrated explanations of the National Electrical Code, called 
Electrical Code Diagrams. Other articles in this series will appear 
in following issues until all the changes have been discussed. 


® In Section 5001 reference is 
made to Article 510 for Garages. 
Article 510 has been revised to 
cover “Specific Occupancies” so 
that this reference will be deleted. 

The definition of “explosion- 
proof” has been transferred to 
Article 100 as previously stated. 

A new concept has been devel- 
oped with reference to reducing 
or limiting the hazardous areas. 
A new fine print note to follow 
the first sentence of the first fine 
print note in this section 5001 will 
call attention to the use of “ade- 
quate positive-pressure ventila- 
tion from a source of clean air in 
conjunction with effective safe- 
guards against ventilation fail- 
ure” as a means of reducing or 
limiting this hazardous area. This 
will be found as a definite rule in 
Section 5004b. 

In Section 5002, Group C has 
been revised to include ethylene, 
or cyclopropane; Group D—hex- 
ane, benzine, butane, propane, and 
benzol; Group E—aluminum, mag- 
nesium, and their commercial al- 
loys; Group G—flour, and starch. 

Section 5003 has been recap- 
tioned “Specific Occupancies.” 
The section on “Paints, Lacquers 
and Finishes” in the 1951 Code 
has been transferred from this 
section to the new Article 510 of 
the 1953 Code. Section 5003 in 
the 1953 Code will refer to this 
new Article 510 for the rules ap- 
plying to garages, aircraft hang- 
ers, gasoline dispensing and ser- 
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by B. Z. Segall 
Consulting Engineer, 
New Orleans, La. 


vice stations, bulk storage plants, 
finishing processes, and combusti- 
ble anesthetics. 

Since Article 510 of the 1953 
Code will cover the use of flam- 
mable (combustible) anesthetics, 
the last fine print note of Section 
5004a will be deleted from the 
1953 Code. Similarly the fine print 
note in Section 5011 will be de- 
leted since this will be covered 
by new Section 5003 and will be 
included in the new Article 510. 

The present definition of ‘“ex- 
plosion-proof” has been a definite 
deterrent to the design of equip- 
ment for Class I locations. Some 
of the equipment even now ap- 
proved, technically does not con- 
form to this definition. It has been 
decided, therefore, to broaden the 
possible acceptance of equipment 
for use in Class I locations by 
using the general phrase “ap- 
proved for Class I locations” in 
place of the term “explosion- 
proof.” In addition, if the intent 
is that the equipment, etc., shall 
also be explosion-proof then the 
general phrase would be worded 
“approved for Class I locations 
(explosion-proof).” 

The revisions using the latter 
phrase “approved for Class I lo- 
cations (explosion-proof)” will be 
found in Sections 5012a2, 5014a, 


5017a, 5018a and 5018b. The gen- 
eral phrase “approved for Class I 
locations” will be applied to Sec- 
tions 5013a, 5015b, 5016b1, 5016b3 
and 5024bl1. 

As a further step in liberalizing 
the requirements for Class I loca- 
tions, the 1953 Code will give cog- 
nizance to another new principle 
as the basis for design of equip- 
ment, etc. Instrument designers 
have always indicated that the 
temperature limitations as set up 
in the 1951 Code have been un- 
duly restrictive, especially in 
their application to Division 2 
locations. 

For example, Section 5013b2 in 
the 1951 Code required the enclo- 
sures for resistors, etc., to be ex- 
plosion-proof unless the enclo- 
sures operated normally at room 
temperature. Actually such equip- 
ment can be operated at much 
higher temperatures since the ac- 
tual ignition temperatures of the 
gases and vapors involved are con- 
siderably above normal room tem- 
peratures: butane ignites at about 
800°F; benzol at about 1000°F; 
propane at about 870°F; etc. 

Recognizing this fact, the 1953 
Code will now permit the use of 
general purpose enclosures “when 
such equipment is without make 
or break or sliding contacts (other 
than slide wire contacts in poten- 
tiometers used in conjunction with 
thermocouples) when the maxi- 
mum operating temperature of 
any exposed surface will not ex- 
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TEAL-ITE WEATHERPROOF SPOT & FLOODLITE HOLDERS 


© cast aluminum with “clean appearance”. 

© gasket seal at lamp base weatherproofs unit, seals beat out, 
eliminates lamp blistering and absorbs vibration — insuring 
maximum lamp life with minimum maintenance. 

© allen head locking screw firmly locks focus of bolder — focus 
will not be disturbed by relampine. 

© adequate wiring space — wires completely enclosed — beat 
locked out by seal — eliminating insulation deterioration. 


ne : 
4 la TEAL-ITE, PARS6G SPOT & FLOODLITE 
HOLDERS for 300W. PARS6 spot & flood 
lamps 
TEAL-ITE PAR46 SPOT & FLOODLITE 
HOLDERS for 200W. PAR46 spot lamps 


TEAL-ITE MOGUL BASE SPOT & 
FLOODLITE HOLDERS for 300/500W. 
R40 spot & flood lamps 


TEAL-ITE PAR38 SPOT & FLOODLITE 
HOLDERS for 150W. PAR38 spot & flood 
lamps 


TEAL-ITE MOGUL BASE _ UTILITY 
SPOT & FLOODLITE HOLDERS for 300/ 
500W. R40 spot & flood lamps 


TEAL-ITE PAR38 UTILITY SPOT & 
FLOODLITE HOLDERS for 150W PAR38 
spot & flood lamps 


ACCESSORIES for use with holders where conditions require 
their use. They are simply mounted and may be used after 
holders have been installed. 


7? B® oO 


Light ~ Cast Aluminum Cast Alum Lenses: clear & 
Shiel Guards Louvres 45 in 4 colors 
shielding 





Or 5 


( 


Wiring Trough 4°’ x 8" Junction Boxes 3% & 4° 
Cast Alum. Spike cast alum. weatherproof dias. cast alum., weath- 
with splice box & accommodates up to 8 erproof 4 & 6 holes— 
S] cord & plug holders — allen head tapped “4%” or %° — 
focus locking screws — mounting lugs — alum 
front opening cover and gasket 


TEAL-ITE VAPOR TITE LIGHTING FIXTURES 


Complete line available in 100 & 200W, 
with glass globes, wire & cast alum. guards. 
Available with shallow dome, standard dome 
& angle porcelain enamel reflectors. 


TEAL-ITE WEATHERPROOF AREA & ISLAND LIGHTS 


20 in. dia. reflector available in 5 colors, 
Wiring trough dome with allen head focus 
locking screws has largest splicing area of 
any island light. Mounts up to § holders 
without nipples & couplings. 
id 
Illustrated catalog fully describing our com- 
plete line and their uses available on request. 


Represented By: Jules J. Dreyfuss’ Sons 


P. O. BOX 187, ALLAP. 324 PETERS ST. S.W. 703 TCHOUPITOULAS ST. 
STA., MIAMI 42, FLA. ATLANTA 3, GA NEW ORLEANS 172, LA. 


EAE CORPORA TION 


OROIER STREET inv NEW JE®SEY 








ceed eighty per cent (80%) of the 
ignition temperature of the gas 
or vapor involved as determined 
by ASTM test procedure (Desig- 
nation D 286-30).” This will ap- 
ply to Sections 5013b2, 5017b3, 
5019b2, and 5024b2. 

Many instruments assemblies 
will have two or more components 
consisting of resistors, etc., as de- 
scribed in Section 5013b2. It 
would be quite difficult for the 
Code enforcing authority to obtain 
the maximum operating tempera- 
ture of any of these components. 
Therefore, a new subsection will 
be added to 5013b and this will 
require that “the maximum ob- 
tainable surface temperature of 
any component of the assembly 
shall be clearly and permanently 
indicated on the outside of the 
enclosure.” 


Section 5014b has been revised 
to require threading of both the 
conduit and the EMT used for 
Class I, Division 2 locations. It 
should be noted that the thread- 
ing of the EMT shall conform to 
the special requirements of Sec- 
tion 3487. The Breigel Method 
Tool Company, at the present 
time, is the only company making 
tools for putting these special 
threads on EMT. 


The last sentence of this section 
5014b in the 1951 Code seems to 
restrict flexible connections to 
“greenfield” only. This has been 
cleared up in the 1953 Code which 
will permit “flexible metal fit- 
tings” and “flexible cord approved 
for extra hard usage and provided 
with approved bushed fittings” in 
addition to the flexible metal con- 
duit. The cord shall have an addi- 
tional conductor for grounding 
or other acceptable means for 
grounding shall be provided. 

The fine print note of Section 
5015-a-2 (1951) has been shifted 
to paragraph a-l, and the entire 
text of this section has been re- 
vised te more clearly state the in- 
tent with reference to sealing be- 
tween enclosures. In addition this 
new text will definitely state that 
ordinary fittings, “L’s,” “T’s,” etc., 
would not be classed as enclosures 
if they are not larger than the trade 
size of the conduit installed with 
the fittings. 


The intent of 5015-a-2 (former- 
ly 5015-a-3) has been to permit 
the installation of the seal in the 
hazardous area or outside of the 
hazardous area. A phrase has been 
added to this section to definitely 
state this fact. 

(Editor’s note: The foregoing is 
correct insofar as the published Code 
is concerned. However, just as this 
issue was going to press, a correction 
was received from the National Fire 
Protection Association explaining that 
an error occurred in the editing of 
the 1953 Code in Section 5015. The 
following explanation clears up the 
questions involved: 

(Sealing of Conduit in Hazardous 
Locations. In the 1951 National Elec- 
trical Code, Section 5015(a), there 
was a requirement for seals “in each 
conduit run of 2-inch size or larger 
entering the enclosure or fitting 
housing terminals, splices or taps, 
and within 18 inches of such en- 
closure or fitting.” In the official text 
of the 1953 Code this wording was 
inadvertently deleted owing to a mis- 
understanding of the intent of the 
Panel responsible. The Correlating 
Committee now states that this word- 
ing should be inserted in the 1953 
Code, following Par. 501(a)1 and be- 
fore the fine print note. The Elec- 
trical Correlating Committee is being 
asked to consider action to formalize 
this correction through the release of 
an interim amendment.) 


Sealing for Class I, Division 2 
locations as set forth in 5015b1 
will be required on the same ba- 
sis as for Division 1 locations and 
the text has been revised to re- 
quire such sealing. 

Section 5015c5 has been revised 
to refer to the “probability” that 
water, etc., may be trapped, rather 
than the “possibility” of this hap- 
pening. This section will now be a 
little broader in its application in 
that it will include “housings or 
enclosures” in addition to “any 
point in the raceway system.” 


New devices covered 


Many devices such as plug re- 
captacles, switches, etc., are self 
sealing and often are part of an 
assembly which is an over-all en- 
closure for wiring connections 
also. A new paragraph “6. Assem- 
blies” will be added to Section 
5015c to cover these devices. 

It has been found in the field 
that pendant fixture stem joints 
will become loose when lamps or 
globes are removed. The follow- 
ing has been added to the first 
sentence of 5019a38 to rectify this 


condition, and threaded 
joints shall be provided with set 
screws or other effective means to 
prevent loosening.” 

Section 5019b1 has been revised 
to require the same type of porta- 
ble lamp for Division 2 locations 
as is required for Division 1 lo- 
cations. 

Section 5020b2 has been revised 
to require that motors used for 
fixed or portable appliances in Di- 
vision 2 locations conform to the 
general requirements for motors 
in Division 2 locations as set forth 
in 5018b. 

The fine print note of Section 
5021 refers to “rubber.” Flexible 
cords are now available with other 
types of insulation, so that the 
phrase “the conductor insulation” 
will be substituted for the word 
“rubber.” 

The same principle will apply 
to Section 5023 so that the phrase 
“having a deleterious effect on 
rubber” will be deleted. This rule 
then will apply to all types of 
insulations. 

In the case of Class II equip- 
ment, we are dealing with organic 
dusts. As for Class I installations 
the limiting temperatures may of- 
ten be in excess of room tempera- 
tures. A new fine print note will 
be placed in Section 5051 and this 
will emphasize this fact. This 
new temperaure limitation will be 
found in the new treatment of 
Sections 5057b3, 5061b2, and 
5064b3. 

The treatment for Class II 
equipment in the 1953 Code will 
be on the same basis as for Class I 
equipment. In general, equipment 
will have to be only “approved 
for Class II locations” when dust- 
tight equipment is not necessarily 
required; Sections 5052a2, 5056al, 
5056a3, 5057a, 5057b3, 5060a, 
506la, 5061b1, 5064a2, 5064a3, 
5064a5, 5064a6. Where the equip- 
ment must also be dust-tight this 
will be added parenthetically to 
the basic term. 

Utility companies do not want 
to run additional overhead con- 
ductors to interconnect grounds at 
the services with the primary ar- 
rester grounds. The use of the 
transformer secondary arresters 
for obtaining effective surge pro- 

(Please turn to page 110) 
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System maps improve service 


Method of spotting location of line trucks on 


system maps speeds repair work during storms 


by Ivan Hall 


Virginia Electric and Power Company, 
; Alexandria, Va. 


@ Two NEW operating boards were 
put in operation in Virginia Elec- 
tric and Power Company’s Service 
department in Alexandria. 

The first of these was the 22 Kv 
operating board. The dimensions of 
this board are 8’x12’. Similar to the 
transmission boards in service in 
the system load dispatcher’s office 
in Richmond, and the division load 
dispatcher’s office in Charlottesville, 
this is a single-line schematic dia- 
gram of all substations, transmis- 
sion lines and distribution lines 
22 Kv and above, in the Potomac 
district. 

At the present time there are five 
transmission substations on the 
board and two more to be added in 
the near future. There are 65 
distribution substations, including 
eight that are customer-owned. The 
Alexandria power plant and substa- 
tion interconnections with Vepco 
and Potomac Edison, bring the 
total number of substations to sev- 
enty-three. There are 485 switch 
indicators, both airbreak switches 
and vil circuit breakers. Provisions 
are made to indicate closed switches 
by red buttons and open switches by 
white buttons. 

Switches that are red-tagged for 
line work are tagged on the board 
showing (the time the switch was 
tagged and the name of the man 
holding the stubs. This gives a vis- 
ual indication of the condition of 

‘all circuits to the service depart- 
ment supervisor on duty at any 
time. 

The second board to go into op- 
eration was the emergency service 
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Alexandria’s new 22 Kv. operating board showing the condition of all cir- 

cuits to the service department supervisor at any time. Red tags (lower 

center in photo) show the time the switch was tagged for line work and the 
name of the man holding the stubs. 


primary map. This is a geographi- 
cal map of the Alexandria-Arling- 
ton service areas, the dimensions of 
which are 5%’x8’. To a scale of 
1600’ — 1”, the background in- 
cludes streets and route numbers. 
On this background is plotted all 
the 110 Kv, the 22 Kv, 12.5 Kv and 
4.16 Kv lines. All switches, discon- 
nects and fuses are shown in their 
proper location, with the pole num- 
ber, fuse size or ampere rating in 
the case of reclosers. 

The map itself is mounted on a 
metal backboard and a permanent 
magnet is provided corresponding 
to each line, service and substation 
truck used in the Alexandria- 
Arlington service areas. During 
storm trouble the truck located in 
a parcicular area is represented by 


its corresponding magnet placed on 
the map in the proper location.This 
gives the person supervising the 
emergency work an accurate check 
on crew locations to facilitate the 
assignment of new trouble calls. 

This board has been very useful 
both in major storms and in minor 
interruptions at night when the 
service supervisor is not on duty. 
A serviceman working at night can 
call the service desk operator to 
find the location of a primary fuse 
for a particular area. The service 
desk operator can quickly check the 
map and give him location, pole 
number and fuse size. 

The Fairfax area office is build- 
ing a similar map board for the 
Fairfax service area at the present 
time. 
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Following is a brief account of 
why Potomac district found it 
necessary to have such a map. 

As the population density of an 
area increases, the problems of the 
electric company increase in direct 
proportion. Some of the problems 
encountered are, connecting the 
new customers, increasing the ca- 
pacity of lines, substations and 
power plants, and the auxiliary 
equipment necessary to increase 
these. Then arises the problem of 
reading a larger number of meters 
and seeing that the electric com- 
pany is paid for the electric energy 
delivered to these new customers. 


Handling emergency service 


All of these problems must, of 
necessity, be solved to the best in- 
terests of the company and the 
customer in a _ reasonably short 
time. There is one problem, how- 
ever, that remains with the electric 
company as long as it continues to 
operate; that is, prompt restoration 
of service in an emergency. 

When the population density is 
light and the number of lines are 
few, the personnel engaged in emer- 
gency service work are so familiar 
with the primary feeder system 
that when told a particular area is 
out of service they can determine 
exactly where the primary is fused 
and often even go directly to the 
trouble. Many Vepco employees in 
the Potomac district like to talk 
about the “good old days” when a 
particular line was ‘n trouble, they 
always went to “Mr. So and So’s 
pigpen,” because three spans of 
primary were in the woods there 
and were usually the cause of the 
trouble. 

The increase in the number of 
customers, the increase in lines and 
substations, and the increase in the 
number of employees called upon to 
work in case of emergency, brought 
the problem of personnel unfamil- 
iar with sections being called 
upon to work on lines during 
storms, at night, etc. In some in- 
stances it required as much time to 
locate the primary fuse as to repair 
the damage. The solution to this 
problem was the primary distribu- 
tion map. 

These maps used in other dis- 
tricts are to a scale of 400’ to 1”. 
They are made up in _ sheets 
22”x32” and one primary circuit 
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covers from one to twelve sheets. 
On a geographical background of 
streets and State and County route 
numbers, they give transformer 
and fuse locations as well as feeder 
routes. 

After World War II, the popula- 
tion density increased by leaps and 
bounds, again increasing the prob- 
lems mentioned before. It was not 
long before the primary maps in 
separate sections became inade- 
quate. The need for an over-all geo- 
graphical map for the heavier pop- 
ulated Alexandria - Arlington ser- 
vice areas became apparent. Fortu- 
nately, the Drafting department 
had started a secondary map sys- 
tem and were planning to use a set 
of index maps for secondary map 
locations to a scale of 1600’ to 1”. 
These were investigated as a possi- 
bility for an over-all primary map. 
At this scale, the dimensions of the 
Alexandria-Arlington service areas 
were 514’x8’. This map was settled 
upon as being the minimum scale 
acceptable, but also the maximum 
size that could be used satisfac- 
torily. 


Keeping tab on trucks 


At this point, nature intervened 
in the form of a hurricane early in 
the morning of Labor Day 1952. 
With eight line crews, eleven ser- 
vice crews and three substation 
crews from Alexandria, and one 
line crew and one service crew from 
Charlottesville working in this area 
simultaneously, the bookkeeping 
problem necessary to make sure 
that each crew was given trouble 
calls in a particular area to cut 
down on travel time, became enor- 
mous. In the examination of the 
storm problems after the storm, the 
question arose—why not build a 
bookkeeping feature into the new 
emergency service map? This was 
done in the following manner. 

The ten sections of the secondary 
index map were matched together 
and then pasted on 28-gauge metal. 
The Meter department saved all of 
the permanent magnets out of junk 
meters for a period of months and 
turned them over to the Service de- 
partment. These were painted dif- 
ferent colors to distinguish between 
service trucks and line trucks. The 
truck number of each truck was 
stencilled on its corresponding 
magnet. 





Emergency service primary map in 
the Alexandria Service department. 
This is a 5%’ x 8 geographical 
map of the Alexandria-Arlington 
area on which is plotted all of the 
110, 22, 12.5 and 4.6 Kw. lines. 


During storm or other emergency 
trouble, the truck located in a par- 
ticular area is placed in that area 
on the emergency service map. 
Then, when additional trouble calls 
come in, it is very easy to check the 
map to find which truck or trucks 
should be: given the. call. In the 


storms to date, we have found the 


map to be of great help in decreas- 
ing the length of interruptions to 
service. 


Graybar opens branch 
at Abilene, Texas 


A NEW BRANCH of the Graybar 
Electric Company has been opened 
at 1601 S. Treadaway, Abilene, 
Texas, Southwestern District Man- 
ager V. A. Elmblad has announced. 
E. L. Preston has been appointed 
manager and H. L. Coldwell operat- 
ing manager of the new branch. 

Mr. Preston has been with Gray- 
bar for 28 years. He joined the op- 
erating department at Dallas and 
in 1927 moved to Beaumont, Texas, 
as operating manager. In 1941 he 
moved to Houston in the same ¢ca- 
pacity. He became a salesman at 
the Ft. Worth branch in 1946. 

Mr. Coldwell joined the company 
in the operating department at Dal- 
las in 1950. His experience in- 
cludes work in stock maintenance 
and as office salesman at Dallas and 
San Antonio. 
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INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manuf acturers 


and their agents. 





Pyle sees 1954 as 
normal business vear 


A POSITIVE OUTLOOK coupled with 
selective selling methods can make 
1954 a normal business year, ac- 
cording to Charles G. Pyle, execu- 
tive director of the National Asso- 
ciation of Electrical Distributors. 

“Calamity Janes and bureaucrat- 
ic economists,” he warned, “could 
hasten a slump which is the gloomy 
prediction in some quarters. Such 
negative reasoning as the pro- 
ponents of that philosophy employ 
can be countered effectively by talk- 
ing positively on the facts of the 
situation.” 

All economic yardsticks point to 
anything but a depression. For 
example, Mr. Pyle believed it high- 
ly significant and encouraging that 
the people of this country had 
liquid assets, at the end of 1952, of 
195 billion dollars; and that by the 


end of 1953 this will be increased 
to 210 billion dollars. 

“An even more impressive and 
reassuring augury,” he asserted, 
“is the outlook for a greatly ex- 
panded rate of electric power con- 
sumption.” 

Figures reported from industry 
sources illustrate that trend, he 
said. They show: use of electric 
power in 1953, over 400 billion kwh; 
indicated total use in 1954, 404 bil- 
lion kwh; and total expected by 
1963, 763 billion kwh. 

All who are engaged in selling 
should re-examine some of the 
basic rules of business and at the 
same time revamp their techniques, 
was the advice of Mr. Pyle. Even 
though money is available, he de- 
clared the nation is well into a buy- 
er’s market—“and the buyer must 
be sold.” 

Those in the distributing field 
should concentrate more and more 


Photographed at a regional meeting of the National Association of Electrical 

Distributors, held in Atlanta recently, are, left to right, Charles G. Pyle, 

executive director of NAED; R. M. Johannesen, of Johannesen Electric Co.,. 

Greensboro, N. C., and president of NAED; and Alfred Byers, executive 
secretary of NAED. 
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on selective selling. This simply 
means avoiding a cluttered inven- 
tory—remove the slow motion by 
vigorously hitting the lines that 
sell, and keep everlastingly at it. 

With those considerations in 
mind, Mr. Pyle foresees 1954 as a 
normal and active business year. 
The thermometer of business, he 
ventures, can go up or down, com- 
pared with 1953, based upon the 
extent of cooperation exercised by 
all segments of the industry. 


J. H. Jewell named 
new NEMA president 


J. H. JEWELL, vice-president of 
Westinghouse Electric Corp., Pitts- 
burgh, Pa., was elected president 
of the National Electrical Manu- 
facturers Association at this or- 
ganization’s recent annual meeting 


J. HW. Jewell 


at Atiantic City, N. J. 
twenty-fourth NEMA president, 
succeeds Lyle G. Hall, retiring 
president, who is. president of 
Stackpole Carbon Co., St. Marys, 
Pa. 

Mr. Jewell was elected a _ vice- 
president of Westinghouse in May, 
1949. He had been manager of the 
company’s apparatus sales depart- 
ment since 1947. 

Born in Chestertown, Md., he 
was graduated from Pratt Insti- 
tute, Brooklyn, N. Y., in 1920. That 
same year he joined the Westing- 
house graduate student training 
course and was assigned to the 
Philadelphia office as sales assis- 
tant. In 1930, he was named man- 
ager of the construction industry 
section of the same office. 

He has served as 


Mr. Jewell, 


manager of 
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agency sales in the Middle Atlantic 
district, manager of the agency 
sales department for the entire 
company, and as manager of the 
industry sales departments from 
1943 to 1947. 

Vice-presidents of NEMA named 
by the meeting delegates were: 
J. L, Busey, vice-president, General 
Electric Co., New York, N. Y.; J. 
W. Corey, president, Reliance Elec- 
tric & Engineering Co., Cleveland, 
Ohio; W. A. Elliott, president, El- 
liott Co., Jeannette, Pa.; F. F. 
Loock, president, Allen-Bradley 
Co., Milwaukee, Wis.; and Hoyt 
Post Steele, executive vice-presi- 
dent, Benjamin Electric Mfg. Co., 
Des Plains, IIl. 

A. F. Metz, president, The Oko- 
nite Co., Passaic, N. J., was re- 
elected NEMA treasurer. 


National Lighting Bureau 


The appointment of Laurence C. 
Messick as director of the newly 
formed National Lighting Bureau 
was also announced, following the 
annual meeting of the NEMA in- 
dustrial and commercial lighting 
equipment section. 

Mr. Messick has a background in 
trade association, chamber of com- 
merce, public relations and trade 
magazine editorial work. 

The program has been formu- 
lated and is being guided by a sec- 
tion committee, of which E. C. 
Huerkamp, Westinghouse Electric 
Corp., is chairman. Members of the 
committee are: J. H. Fall, III, Ben- 
jamin Electric Mfg. Co.; C. C. 
Keller, Holophane Co., Inc.; J. J. 
Smith, Smithcraft Lighting Div., 
A. L. Smith Iron Co.; G. J. Taylor, 
Day-Brite Lighting, Inc.; A. F. 
Wakefield, F. W. Wakefield Brass 
Co.; and S. B. Williams, Sylvania 
Electric Products, Inc., who is the 
board’s ex-chairman. 

With the appointment of the 
director, the organization of the 
National Lighting Bureau is com- 
pleted and its activities will be 
stepped up. Test city programs are 
planned for inauguration in the 
spring. 

The objective of the National 
‘Lighting Bureau is the relighting, 
to the basis of accepted industry 
standards, of the estimated 85 per 
cent of the national commercial and 
industrial properties whose light- 
ing today is substandard. 
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The L. Morris Landers Company’s Atlanta warehouse (top) has recently been 
expanded to include the building shown at the right of the original establish- 
ment. Landers’ new Charlotte, N. C., warehouse is in the lower photograph. 


Landers expands, opens 
Charlotte warehouse 


THE L. Morris Landers Co., elec- 
trical manufacturers agents with 
headquarters at 624 Spring St., 
N.W., Atlanta, Ga., has announced 
the opening of a new warehouse at 
201-203 West Worthington Avenue 
in Charlotte, N. C., to better serve 
the electrical wholesalers in North 
and South Carolina. The building 
has 4200 square feet of floor space, 
enabling them to maintain complete 
stocks. William L. Thurman is the 
Carolina manager and Wade Helm 
is in charge of the Charlotte ware- 
house. 

At the same time, expansion of 
Landers’ Atlanta warehouse to ap- 
proximately 16,000 square feet was 
announced as completed, assuring 
adequate space to warehouse com- 
plete stocks to serve the trade in 
Georgia, Florida, Alabama, Tennes- 
see, and Mississippi. 

A branch office of the L. Morris 
Landers Company has been opened 
in Birmingham, Ala., to assist in 
serving the Alabama and Missis- 
sippi territory. This office is man- 


aged by C. E. Parker, who has had 
considerabie experience in the elec- 
trical field. 

The Landers organization has 
served the electrical trade through- 
out the Southeast for the past 18 
years, representing manufacturers 
of quality electrical construction 
materials and lighting equipment. 


1953 National Eleetrieal 
Code corrections issued 


CHARLES L. SMITH, secretary, 
Electrical Section, National Elec- 
trical Code Committee, NFPA, has 
issued corrections to the 1953 Na- 
tional Electrical Code. These cor- 
rections are as follows: 

Wireways in Hoistways. Section 
6206, covering wiring methods for 
elevators, dumbwaiters and esca- 
lators specifically ‘permits metal 
wireways in elevator shafts and 
escalator wellways. Section 3622 
prohibits wireways in hoistways, 
which was an editorial error in 
correlation. The Electrical Correlat- 
ing Committee now advises that the 
intent is to permit this wiring 
method in hoistways. Section 3622 
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should accordingly be corrected by 
deletion of item 2, “in hoistways.” 
This change is to be made in future 
printings of the 1953 Code. 

Sealing of Conduit in Hazardous 
Locations. In the 1951 National 
Electrical Code, Section 5015 (a), 
there was a requirement for seals 
“in each conduit run of 2-inch size 
or larger entering the enclosure or 
fitting housing terminals, splices or 
taps, and within 18 inches of such 
enclosure or fitting.”’ In the official 
text of the 1953 Code this wording 
was inadvertently deleted owing to 
a misunderstanding of the intent of 
the Panel responsible. The Correlat- 
ing Committee now states that this 
wording should be inserted in the 
1953 Code, following Par. 5015(a)1 
and before the fine print note. The 
Electrical Correlating Committee is 
being asked to consider action to 
formalize this correction through 
the release of an interim amend- 
ment. 


Russell to handle 
Haartz-Mason tapes 


HAARTZ-MASON, INC., Watertown 
72, Mass., has announced the ap- 
pointment of J. M. Russell & Co., 
247 Alberta Dr.; N.E., Atlanta, Ga., 
to distribute Paramount friction 
tape, Stronghold rubber tape, and 
Paraplastic electrical tape, in the 
states of Alabama, Georgia and 
Florida. 


Specification proposed 
on rapid-start ballast 

A PROPOSED or temporary speci- 
fication for ballasts to operate the 
new so-called “rapid start” fluores- 
cent lamps has been developed by 
the technical committee of the 
Certified Ballast Manufacturers, ac- 
cording to Don Julien of Cleveland, 
secretary of the CBM group. 

It is being referred to as a “pro- 
posed” specification, Mr. Julien ex- 
plains, because of the fact that it 
has been submitted to the sectional 
committee on lamp ballasts of the 
American Standards Association. 
This body does not adopt any speci- 
fication without a period for trial 
and criticism, and pending such ac- 
tion by ASA the proposed specifica- 
tion (officially designated as Pro- 
posed Supplement No. 2 to Proposed 
ASA Specifications for Fluorescent 
Lamp Ballasts, C82.1) will provide 
the standards for certification for 
this type of ballast. 

It is stated that four of the eight 
Certified Ballast Manufacturers al- 
ready have received certification 
from ETL on ballasts of the rapid- 
start type, and equipment from 
other manufacturers is now in the 
process of examination. 

Members of the CBM Technical 
Committee responsible for the pro- 
posed specifications are: Gordon 
Harvey, General Electric Co., Ft. 
Wayne; L. Mauerer, Jefferson Elec- 
tric Co.; and Hans Hjermstad, Sola 


SIGNAL °54 FANS—Paul G. Glenkey, sales manager, Signal Electric Manu- 

facturing Co., Menominee, Mich., (center) points out features of his com- 

pany’s new 1954 fan line to Bill Hopper, Jr., (left) and Bill Hopper, Sr., 

both of Hopper and McCoy, Atlanta, Ga., who handle the Signal line in 

the States of Georgia, Alabama, North and South Carolina, Tennessee, and 
Mississippi. 
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Electric Co., chairman. E. H. Salter 
of Electrical Testing Laboratories, 
Inc., serves as consultant to the 
committee. 


W. A. Parish named 
Houston L&P president 
W. ALVIS PARISH, for many years 
a vice-president and director of 
Houston Lighting and Power Co., 
Houston, Texas, has been named 
company president by the firm’s 


W. Alvin Parish 


board of directors. Mr. Parish suc- 
ceeds the late S. R. Bertron. 

Mr. Parish brings to his new 
position many years’ experience in 
all phases of utility operations and 
particularly those of Houston Light- 
ing and Power Company. His as- 
sociation with the company began in 
1914. It was in that year that 
Raker, Botts, Parker and Garwood, 
the firm with which he was then a 
young attorney, was first appointed 
the light company’s legal counsel. 
His capable handling of the com- 
pany’s legal work brought rapid 
recognition, and he was elected to 
its board of directors in 1917. He 
has served in that capacity to the 
present time, with the exception of 
two brief periods in the 1920’s. In 
1927 he was named a vice-president 
of the company, and in 1935 a mem- 
ber of its executive committee. 

A native Texan, Mr. Parish was 
born in Huntsville, Texas, October 
5, 1887. After graduation from 
Huntsville’s public schools he at- 
tended Winchester Normal College, 
Winchester, Tenn., A. & M. College 
of Texas, and in 1910 graduated 
from the University of Texas with 
an LL.B. degree. 
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ATURLITE 


Reg. U. S. Pat. Off. 


SPELLS 


NATURLITE fluorescent and slimline fixtures 
quickly pay for themselves through lower 

cost of good lighting . . . easy maintenance .. . 
and the increased worker output that comes 
with maximum light efficiency. No wonder 
NATURLITE customers are such friendly, 
satisfied customers! 


There's a NATURLITE fixture 
for every requirement, every 
location. 


QUALITY CONSTRUCTION 
AT LOW COST 


FULLY GUARANTEED 
FOR TWO YEARS 


NATURLITE Fixtures are dis- 
tributed by Electrical Whole- 
salers Only. 


Write Today for Our Catalog and Prices 


LIGHT AND POWER UTILITIES CORPORATION 


1035 Firestone Blvd. Memphis, Tenn. 


Management organization 
expanded by Okonite 


THE OKONITE COMPANY, Passaic, 
N. J., for 75 years a major producer 
of electrical wires and cables, has 
expanded its administrative and 
executive structure, creating the 
new post of chairman of the board 
and emphasizing the area of re- 
search and product development. 
These steps were taken at a recent 
meeting of the board of directors. 

The broadening of the scope of 
management functions, which re- 
sulted in the installation of Albert 
F. Metz as chairman of the board 
and chief executive officer, R. Stuart 
Keefer as president, and Edward D. 
Youmans as_ vice-president in 
charge of research and product de- 
velopment, has been brought about 
by a sharp growth in volume of 
business accompanied by vastly 
more complex operations. 

All of these appointments in- 
volve present personnel. Messrs. 
Metz, Keefer and Youmans were 
respectively president, vice - presi- 
dent in charge of sales, and vice- 
president in charge of manufactur- 
ing and research. 

Charles M. Kirkland, formerly 
factory sales manager at the Passaic 
plant has been elevated to vice-pres- 
ident in charge of sales, and David 
W. Nurse, previously resident man- 
ager of the Wilkes-Barre plant, 
has been promoted to vice-president 
in charge of manufacturing for the 
company’s three factories. 











Dates Ahead 


Southeastern Electrical 
Wholesalers Association “Indus- 
try Day” Meeting, Atlanta Bilt- 
more Hotel, Atlanta, Ga., Jan. 
14-15, 1954. M. L. Tice, Manag- 
ing Director, 421 Rhodes Bldg., 
Atlanta 3, Ga. 


American Institute of Elec- 
trical Engineers. Winter Gen- 
eral Meeting, Statler Hotel, 
New York City, N. Y., Jan. 18-22, 
1954. 


The 1954 Plant Maintenance 
and Engineering Show, Interna- 
tional Amphitheatre, Chicago, 
Ill., Jan. 25-28, 1954. 


Southern Homes Show, first 
annual affair, Textile Hall, 
Greenville, S. C., March 22-26, 
1954. 
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NAMES IN THE NEWS 


E. Fay Pearce, manager of the in- 
dustrial power division of the Georgia 
Power Company since 1946, has been 
named assistant to C. M. Wallace, Jr., 
vice president in charge of sales, ac- 


E. Fay Pearce 


cording to Harlee Branch, Jr., presi- 
dent. 

At the same time, Mr. Branch an- 
nounced the creation of a new com- 
mercial sales engineering division, 
combining business and_ industrial 


Joe B. Browder 


lighting with other commercial ap- 
plications of electric power. This sec- 
tion will be headed by Joe B. Browder, 
manager of the company’s lighting 
division, and formerly Atlanta divi- 
sion sales supervisor. 

Mr. Pearce will be succeeded as 
manager of the industrial power divi- 
sion by Ben R. Askew, who has served 
as industrial power specialist since 
1945. Roy W. Wages, Columbus divi- 
sion power sales engineer, will be 
transferred to Atlanta to succeed 
Askew. 

James H. McGuire, Atlanta divi- 
sion residential sales engineer, who 
has been assigned to the office of the 
vice-president and general manager 
on special work for the past two 
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The ARROFLUTE “Silent Salesman” is now 
available to all industrial, hardware or elec- 
trical suppliers. This new counter or wall dis- 
play features five ARROFLUTE Carbide 
Masonry Drills and a pocket space for the 
descriptive ARROFLUTE literature supplied 
with the display. Furnished without extra 
charge with your order for the five drills 
featured on the display, this “Silent Salesman” 
is a must on your sales force. 


Se ASA Seay) 


For all masonry drilling . . . specify ARROFLUTE. 


Write, asking for full details on the new 
ARROFLUTE “Silent Salesman” . . . or better 
still, order your “Silent Salesman”’ today. 





ARRO EXPANSION BOLT CO. « MARION, OHIO 


1520 BOONE AVENUE 
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years, was appointed sales research 











Ben KR. Askew 


engineer, a newly-created post. 

Mr. Branch said the name of the 
company’s community development 
division had been changed to area de- 
velopment division. It is headed by 
T. S. Davis, Jr. 


J. HW. MeGuire 


Announcement has been made by 
W. A. Parish,| president, Houston 
Lighting and Power Co., Houston, 
Texas, of the election of W. J. 
Aicklen, vice-president of the com- 


W. Jd. Aicklen 


pany and manager of its Galveston 
division; and T. H. Wharton, financial 
vice-president, as executive  vice- 
presidents of the company. Mr. 
Aicklen assumes the position of chief 
operating executive and Mr. Wharton 
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that of the company’s chief financial 
officer. 

Assisting Mr. Aicklen in the man- 
agement of the company’s operations 
are P. H. Robinson, vice-president in 
charge of operations; F. M. Austin, 
vice-president in charge of sales; and 
Carl B. Sherman, vice-president in 
charge of insurance, claims and per- 
sonnel. These three officers have been 
serving in these capacities for several 
years. 

In assuming his new position, Mr. 
Aicklen brings to the office of execu- 
tive vice-president in charge of op- 
erations many years’ experiecne with 
the company. He first became asso- 
ciated with Houston Lighting and 
Power in 1927, has been a director 
for 23 years and vice-president of 


T. H. Wharton 


the company for 13 years. In 1931 he 
was made manager of the Galveston 
Division, which post he has since oc- 
cupied, except for a short period dur- 
ing 1950 and 1951, when he acted in 
the capacity of executive vice-presi- 
dent at the time of the illness and 
death of the company’s former execu- 
tive vice-president, Hiram O. Clarke. 

Mr. Wharton likewise brings to his 
new position long experience in the 
company’s operations. He entered the 
employ of Houston Lighting and 
Power in 1922. In 1944 he was made 
comptroller of the organization, in 
1946 a director and in 1949 a vice- 
president of the company. He has 
taken an active part in the company’s 
financial program’ throughout its 
period of expansion. 


Charles C. Cheyney, a director and 
sales manager of Buffalo Forge Co., 
Buffalo 5, N. Y., was elected vice- 
president of sales and engineering at 
a recent meeting of the company’s 
board of directors. 

Mr, Cheyney, a graduate of Cornell 
Engineering School, spent several 
years in Buffalo Forge’s engineering 
department. He served in World War 
I as an engineering officer and naval 
aviator. After the war he was trans- 
ferred to Chicago as manager of the 
sales engineering firm of Cheyney 
and Emmert. 

He returned to Buffalo in 1928 and 


was made assistant sales manager. 
He became sales manager in 1945 
and in 1949 was elected a director of 
the company. 


Louis Hi. Hopper 


BullDog Electric Products Co., De- 
troit 32, Mich., has named Louis H. 
Hopper as manager of its eastern re- 
gion. This announcement was made 
by L. H. Lipscomb, sales manager for 
BullDog, who stated that Mr. Hopper 
will direct the activities of the Balti- 
more, Boston, Buffalo, New York, 
Philadelphia, Reading and Syracuse 
offices. 

Mr. Hopper joined the BullDog or- 
ganization in 1937, serving as a field 
engineer in the northern New Jersey 
territory. He was subsequently New 
York district manager and assistant 
eastern region manager. He has been 
acting eastern regional manager for 
the past six months. 

Before joining BullDog, Mr. Hop- 
per was an inside agent for the New 
York Telephone Co., and director of 
purchases for the Watson Flagg Sales 
Corp. 

At the same time, Mr. Lipscomb 
announced the appointment of J. H. 
Miller as a field engineer in the Phila- 
delphia area. Mr. Miller will report 
to A. G. Curtin, Philadelphia district 
manager. 


A news item published recently in 
ELECTRICAL SOUTH announced the ap- 
pointment of Elmer W. Rasmussen as 
representative for the State of Flor- 
ida, east of and including the counties 
of Leon and Waccula, for the Feedrail 
Corp. Unfortunately, through a typo- 
graphical error, the name Feedrail 
was changed to “Federal,” and _ be- 
cause the name Federal is quite com- 
mon in the electrical industry, this 
error may have caused some confu- 
sion. The Feedrail Corp., of New 
York, are manufacturers of industrial 
trolley busway electrification sys- 
tems. Mr. Rasmussen’s headquarters 
will be located in the Court Square 
Building, 606 Court Street, Clear- 
water, Fla. The editors of ELECTRICAL 
SouTH are glad to make this cor- 
rection. 
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James A. Briggs has been appoint- 
ed a new, direct representative for 
Bryant Electric for Florida and South 
Georgia. A native of Greenville, S. C., 
and a graduate of Davidson College, 


James A. Briggs 


Mr. Briggs was formerly connected 
with Abbeville Mills and the Berkley 
Pump Company. He will make his 
headquarters in Jacksonville, Fla. 


Phil Rich Fan Mfg. Co., 2900 Caro- 
line St., Houston 4, Texas, has an- 
nounced the association with the 
company of James H. Roan, 700 
Orion St., New Orleans, La. » 

Mr. Roan, who has been calling on 


James H. Roan 


the electric wholesale trade for 14 
years, is experienced in the merchan- 
dising of ventilating fans. He will 
represent the company’s line of Wind- 
maker attic, commercial and indus- 
trial fans in the states of Louisiana, 
Mississippi and Alabame. 


Columbia Cable & Electric Corp., 
Brooklyn, N. Y., manufacturers of 
electric cable and. conduit announce 
the appointment ‘of a new southern 
sales representative. 

Walter S. Nash, with headquarters 
at 2101 Tulsa St. N. W., Atlanta, Ga., 
has been appointed representative for 
the states of Georgia, Alabama and 
the eastern portion of Tennessee. 





TO SERVE YOU BETTER: 
New Warehouse—_ 
CHARLOTTE 


New Sales Office— 
BIRMINGHAM 


L. MORRIS LANDERS CO. 


624 SPRING ST. N.W. 
ATLANTA 


STOCKS 
CARRIED 

IN OUR 
WAREHOUSES 


gelstal 


Conductor Titteg 
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WORLD'S LARGEST MANUFACTURER 
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TRANSFORMER | 
CO. Ale BE, to ay CABLE ADDRESS: 
1122 W. CATALPA AVE., CHICAGO @86. TEL... U.S.A. 
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Eddie Rickenbacker says 


Flectro Silv-a-King Lighting 


“,,.easy to maintain...economical to 


99 


operate...most attractive to the eye 


Captain Eddie Rickenbacker, 
Chairman of the Board 
of Eastern Air Lines. 


ELECTRICAL CONTRACTOR: 


Miuixier Evectrric Co. 

Miami, FLoripa 

J. N. Scumipt, Manager says: 
“Your fixtures have many fine 
features . . . they have been in 
operation for months with no 
complaint whatsoever . . . our 
satisfaction assures you of our desire 
to use Electro Silv-A-King lighting 
in every instance possible.”’ 


The maintenance of Eastern Air Lines’ rigid standards of speed, safety and 
comfort is a constant and exacting task. To insure the maintenance of these 
standards, Eastern Air Lines has provided this huge, new building with the 
most modern equipment available—including Electro Silv-A-King Lighting. 


Throughout this immense area, almost 2,000 Electro Silv-A-King fixtures 
permit close tolerance work without fatiguing eye-strain ... helping speed 
up all other types of work so as to cut down lost time on the ground. 


To insure the finest possible lighting at the lowest possible cost in every type 
of installation, Electro Silv-A-King offers the benefits of these three important 
advantages: 


1. One of the industry’s most comprehensive sources of incandescent and 
fluorescent lighting. 

2. A nation-wide network of offices manned by experienced lighting specialists. 

3. Two centrally located manufacturing and shipping points. 


ELECTRO SILV-A-KING RLM-Approved 
No. P240T used in the Eastern Air Lines 
Building. Two-light, 40 Watt, Open End 
Industrial Fluorescent with Turret Sockets 
and Lock-Latch fastener which allows split 
second assembly and disassembly of reflector 
from channel without disturbing wiring. 


_* 


” Electro Silv-a-King Corporation 


) West Fulton Street + Chicago 12, Illinois + Fairfield and State Streets » Bridgeport 5, Conn. 
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NEW PRODUCT NEWS MAKE 
Drill display - THE 
yihe Avro Expansion Bit Co, | Ti COMPARIS on % 


of-purchase display to their distrib- 


This display, measuring 65%"x2%” 


and standing 8%” high, features five 


of the new Arroflute Carbide Masonry , CUS Pi OM ERS / 
Drills, and also provides space for la } Wall Insert 


their attractive illustrated folders 


Arro designed this “Silent Sales- MA KE 


~en re Home owners and builders compare heaters 
carefully before they make a choice. 

To turn your prospects into sales, make 
the comparison customers make. Sell them 
just what they're looking for! 


Cavalier” 


AUTOMATIC ELECTRIC HEATERS 3 1 1,23 ond 4 KW 
WIN THE SALE ON EVERY COUNT: ; 


e@ 3-MINUTE CLEANING 

i ey ; without removing a single screw. 

Aid” with the distributors in mind, A ———- | — 

realizing their problems of placing a re ae a So a Se 

display in a prominent place to gain @ FAST. EASY INSTALLATION 

attention. The drill block makes full 2 j : s , ' 

use of compactness and utility of de- inches less in height to fit under low 

sign. It can be placed upon a counter 

or hung on the wall, and its rich connections readily accessible 

ebony-black finish adds sparkle to the : 

drills. @ COMPLETELY AUTOMATIC : Lgpew aS 
; s an 

Thermostat in each unit protected for 

Lamp reflector , accuracy by exclusive double baffle. 


1, }1'4, 2, 3 and 4 KW 


ih 
i 


ner 


Te 


STEEIE TEEN EL 


a Ae deenetih 
HY 


it pega att 


SQyAcB<Hame 


windows. No flues, ducts, or vents. All wiring 
e 


A NEW TYPE of Yardlite designed to ‘3 @ QUIET IN OPERATION 
meet a wide variety of outdoor light- No fans or belts, no moving 
ing applications has been announced ‘ ' 
by Abolite Lighting Div., Jones Metal paren 
. ‘ts Co., West Lafayette, Ohio. ; 
Product J oO West Laf avette hio @ ECONOMICAL 
This Yardlite mounts on vertical 


Vz; MORE HEATED AIR 
delivered up through 
Cavalier'’s exclusive 


tapered cone. I Floor Furnace 
p 5 KW and 8 KW 
- 


. 


Also Available 
Non-automatic 
Bathroom Heater 


, WRITE FOR CATALOG AND GUIDE FOR CALCULATIONS 
OF ELECTRIC SPACE HEATING . 
surfaces and is supplied complete 


se - QUALITY PRODUCTS SINCE 1865 
with reflector, socket holder, pipe 


bracket, wall fitting and insulators. | om e's: oe orem a ee) a: | ON 
The deluxe model features an inside \ ELECTRIC HEATER DIVISION 
surface finished in gleaming white \ 

Titanium porcelain enamel for maxi- » _ CHATTANOOGA 2, TENNESSEE 
mum light reflection. The standard 
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CONGRATULATIONS = | Permacion’ baked enamel finish. 


General applications of the Yard- 


lite reflector include the illumination 
of yards, garages, alleyways, en- 
trances, driveways, parking and stor- 


age areas. The unit also has numer- 
ous inside applications like dairy 


ON YOUR barns, poultry houses or wherever 


overhead electrical connections are 


{ impractical or inconvenient. 

Au MEETING Any standard lamp can be used 
e with Yardlite, depending on lighting 
requirements. Two reflector sizes are 
AT THE BILTMORE ia available; 12-inch diameter reflector 
' ; for 60 to 100 watt lamps and 14-inch 
diameter reflector for 150 watt lamps. 
Yardlite reflectors have a_ rolled 
edge for added strength. Socket 
holder and wall] fitting are durable 
cast aluminum. Straight bracket is 

heavy *4-inch galvanized pipe. 


Drive-in road markers 


THE STEBER Manufacturing Co., 
Broadview, Illinois, announces a new 
entrance and exit lighting fixture 
which may be mounted either to 4 
inch wood posts or to 2 inch pipe. 
Lamp is shielded by a drawn steel re- 


G.W. Uno. Lagi 250 
Lac Lin Insp. VOLT 


We wish SEWA and all its members continued success and increased 
business for 1954 and the years ahead. 


Great Western and its representatives believe in your program of 
supporting the electrical wholesaler. Our sales policy is to maintain 
sound profit margins, quality production, sales aids, sound merchandis- 
ing and technical advice available to all electrical wholcsalers for 
their benefit. flector beautifully finished outside in 
Ultranamel, inside is high gloss white 
Be sure to meet our reflective finish. These units are low 
in price and provide maximum safety 
GREAT WESTERN REPRESENTATIVES ew for entrances, exits and aisles. 
aisles. 
é Copy of Bulletin No. 136-53 describ- 
At the Meeting ing these items is available upon re- 


quest to manufacturer. 


PAUL SHERRILL PEABODY BROS. a 


P. O. Box 38 3015 Taylor St. 
Testi inst t i 

Greensboro, N. C. Dallas |, Texas ne TANS. Ge 

A BUYER’S GUIDE on electric testing 


L. M. LANDERS CO. PEABODY BROS. instruments has been announced as 
: available from the General Electric 

624 Spring St. N. W. 866 M & M Bldg. Co., Schenectady 5, N. Y. 

Atlanta, Ga. Houston, Texas The new 16-page bulletin, desig- 

nated GEA-5469B, provides data on 


CHESTER R. LLOYD PEABODY BROS. such instruments as hook-on volt- 


1501 Westbrook Dr. 1513 East 46th Place ammeters, hook-on wattmeters, hook- 


on power-factor meters, portabl - 
New Orleans, Le. Tulsa, Oklahoma F Pe be 
corders, voltmeters and ammeters, 


phase-sequence indicators, hand py- 


G R e AT WwW i Ss T e R N F U 4% E D i Vv I Ss | Oo wi rometers, surface roughness scales, 


insulation-resistance meters, and 


TITEFLEX, INC. others. 


Application data, feasures of each 
500 Frelinghuysen Ave., Newark 5. N. J. instrument, and prices are included. 
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Metallic tubing 


Xpuct JUNIOR, electrical metallic 
tubing with a bright new outside sur- 
face having resistance to corrosion 
and a new inside surface presenting 
minimum resistance for wire pulling, 
is now being marketed by National 
Electric Products Corporation, Pitts- 
burgh. 

The company claims that a revolu- 
tionary electro-galvanizing process 
that it recently developed assures a 


superior, uniform, unbroken zinc coat- 
ing over the entire exterior of the 
tubing. A further process, which in- 
cludes a brightening agent is designed 
to add to corrosion resistance and 
provides a metallic finish approaching 
stainless steel in appearance. This 
zine coating, says the company, ad- 
heres to the steel without flaking or 
cracking and assures corrosion pro- 
tection. 

The inner surface of Xduct Junior 
E.M.T., beyond the reach of tools and 
abrasive materials, has a covering of 
a newly developed aluminum enamel. 

Xduct Junior electrical metallic tub- 
ing in 10 ft. lengths of standard diam- 
eter sizes ranging from % through 
2 inches, is now being distributed 
through electrical wholesalers. Con- 
nectors and couplings, matching the 
new tubing in strength, appearance, 
finish and corrosion resistance, are 
also available. The tubing and its fit- 
tings are approved by Underwriters’ 
Laboratories, Inc. 


* 
Wire handbook 


A NEW HANDBOOK describing the 
uses and properties of aluminum for 
power and lighting wire has been pub- 
lished by the electrical wire and cable 
department of United States Rubber 
Co., Rockefeller Center, New York 
20, N. Y. 

Contained in the 30-page booklet 
are eight tables referring to various 
properties of this wire including in- 
sulation, current-carrying capacity, 
comparison of weights, breaking 
strength and other characteristics of 
insulated aluminum conductors. 

Aluminum, which has long been 
used as a conductor of electricity in 
high tension lines, is rapidly gaining 
significance in the power and lighting 
field. Its light weight is a distinct ad- 
vantage, especially in the large cable 
sizes. 

Copies of this booklet may be ob- 
tained from the company. 
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Capacities from 
1te 3000 KVA 


© DISTRIBUTION 

¢ GENERAL PURPOSE 
e UNIT SUBSTATION 
e PHASE CHANGING 

© ELECTRIC FURNACE 
o RECTIFIER 

o WELDING 

¢ MOTOR STARTING 

© SPECIAL 


“Mark of Quaiity” 


Representatives 
in 
Principol Cities 


ONE OF THE WORLD'S LARGEST MANUFACTURERS OF DRY TYPE TRANSFORMERS EXCLUSIVELY 





For the 

Los Angeles 
Union Passenger 
Terminal 





SANTA FE UNION PACIFIC SOUTHERN PACIFIC 
RAILWAY 


RAILROAD COMPANY 


Specifications for the stringent pow- 
er requirements for Los Angeles 
Union Passenger Terminal were set 
up by a group of electrical engineers 
representing the three railroads that 
operate the terminal, and were met 
by the purchase of Marcus dry type 
Transformers. 


The installation consisted of 12 
Marcus 300 KVA, 3 Marcus 225 KVA 
dry type Transformers installed out- 
doors. All Marcus dry type Trans- 
formers are now being constructed 
with Hi-Heat, Hi-Dielectric Magnet 
Wire, insulated with DuPont's New- 
est miracle polyester film “Mylar,” 
combined with Johns-Manville 
“Quinterra” to reach insulation levels 
at least 10 times present industry 
standards. 


Increase your power performance 
standards with Marcus dry type 
Transformers. 


—MARCUS— 


TRANSFORMER CO., inc. 
HILLSIDE 5, NEW JERSEY 
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Distribution rack 


HUBBARD AND COMPANY, 6301 But- 
ler St., Pittsburgh 1, Pa., announces 
the production of their secondary dis- 
tribution rack, well known to the 
trade as the “Hub-Rak,” in wrought, 
heat treated aluminum alloy. The new 
rack is offered in 20% inches overall 
length for standard mounting of three 
insulators with 8-inch center to cen- 
ter spacing on forged aluminum alloy 
points. 

The company states that this is the 
first secondary rack to be manufac- 
tured of wrought, heat treated alumi- 


num alloy. Among the advantages it 
lists the light weight which relieves 
the handling problem in the ware- 
house, on the truck, and for the line- 
man. A standard bundle of five racks 
weighs less than 15 pounds, about 
one-third the weight of a similar 
bundle of steel racks. The company 
also cites the lasting beauty of the 
aluminum finish and states that the 
aluminum rack has approximately 
the working strength of its counter- 
part in steel. Its life expectancy is 
estimated by exhaustive laboratory 
testing to be greater than that of the 
rest of the line due to an extremely 
high resistance to any kind of atmos- 
pheric conditions. 


Squeeze-type coupling 


A NEW two-piece, squeeze-type coup- 
ling for joining lengths of Wirewa 
has been introduced by National Elec- 
tric Products Corp., Pittsburgh, Pa. 

The 4” x 4” electrical raceway 
sections of 1, 2, and 5 feet in length 
have hinged covers for accessibility— 
with a 1%” solid ridged enclosure at 
each end. The new 16-gauge pressed 
steel coupling, 2%” wide, is also 
ridged to key into the individual wire- 
way sections and assure perfect align- 
ment. 

The two piece coupling has iden- 
tical forms in order to close over the 
square. wireway end sections. Four 
cadmium plated 4”—20 x %” round 
head bolts with lock washers and hex 
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nuts are provided to give quick per- 
manent grip, and two self-imbedding 
screws are installed with each coup- 
ling to maintain continuity of ground. 
A third hole in each coupling side 
may be engaged as a hanger support 
for the raceway, eliminating the need 
for special supports. 

Developed especially for use where 
several wireway sections are pre- 
assembled, the new coupling provides 
complete rigidity enabling the lifting 
of the sections into place as a unit. 
In this way considerable savings in 
time and labor are affected without 
the necessity of flanges which must 
be bolted at many points and which 
cannot be mounted flush against walls 
or bulkheads. 

The coupling permits flush wall 
mounting of the raceway through five 
%” diameter holes pre-drilled in each 
side. 

The new coupling, called Catalog 
544-CS, is available through elec- 
trical wholesalers. 


b 
New safety snap 


THE NEW MILLER Safety Snap, with 
two great life-saving features, manu- 
factured by the Miller Equipment Co., 
Inc., Franklin, Pa., was developed to 
give greater safety than ever before 
to men engaged in work requiring 
safety straps. 

This Miller Snap completely elimi- 


a 
fa 


nates the hazards of ‘“Roll-outs” and 
“Hang-ups” without any special op- 
erations or extra gadgets. 

Tested and approved by field men, 
safety directors and insurance under- 
writers, the new Miller Safety Snap 
is now standard equipment on all 
Miller Safety Straps. 


& 
New 6G-E bulletin 


THE G-E LINE of oil-immersed mo- 
tor starters, with special emphasis on 
design and maintenance, is described 
in a new two-color publication an- 
nounced as available from the Gen- 
eral Electric Co., Schenectady 5, 
mi. a 

Designated as GEA-3541, the eight- 
page bulletin uses more than 20 pho- 
tographs and cutaway drawings to 
illustrate the equipment’s mainte- 
nance and protective features. Also 
included are ratings and dimension 
diagrams. 


Drum light fixture 


ANOTHER ADVANCE in modern illu- 
minating engineering has been in- 
troduced by Solar Light Manufactur- 
ing Co., Chicago and Los Angeles. 

Its new 16 inch diameter drum 
globe-type light fixture, Model No. 
3438, allows builders and architects to 
give custom lighting benefits to both 
new and remodeled construction units, 
through the use of standard light 
fixtures. 

Among some of the special features 
in the design and construction of the 
new Solar fixture is the consideration 


given to obtain uniformity of illumina- 
tion. Glare spots are eliminated. The 
larger glass area of the globe also 
gives greater diffusion of light and 
dissipation of heat is enhanced by a 
greater volume of contained air in 
the fixture. 

The globe is constructed of higher 
priced, handblown, premium quality, 
opal glass that is uniform in construc- 
tion. It is pre-tested to eliminate all 
flaws and bubbles, which might be 
the cause for breakage or poor light 
diffusion. 

The ceiling holder is of the safety- 
type, having an exclusive, patented 
self-releasing, high tension spring 
latch that holds the globe in place and 
prevents accidental breakage or fum- 
bling with screws. Bowl may be taken 
down for easy cleaning and there 
are no loose parts to lose. A theft- 
proof attachment is also available 
for use where “bulb-snatching” is a 
problem. 


New heater literature 


TWo NEW PIECES of literature have 
just been issued by the Electromode 
Corp., Rochester 3, N. Y., containing 
complete information on their auto- 
matic portable small room heater, 
which was recently added to the Elec- 
tromode line of all-electric heaters. 

Each is a two-color piece with de- 
scription, illustrations, applications, 
heater specifications, and includes an- 
nouncement of the new five-year guar- 
antee covering the Electromode pat- 
ented, cast-aluminum, sealed-in heat- 
ing element. 

Form EC-131R is a regular 812 by 
11 inch specification sheet size and 
form EC-79R is envelope stuffer size. 
Free copies of this new literature will 
be sent upon request to the company. 
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ACCURATE FRICTION 
TAPE — High grade 
rubber carefully com- 
pounded with finest 
cotton base provides 
maximum mechanical 
protection for every 
wrap. Made in Stand- 
ord and A.S.T.M, 


ACCURATE RUBBER 
TAPE — Features high 
elasticity, excellent 
cohesion, high dielec- 
tric and super aging 
qualities. Available in 
Standard and A.S.T.M. 
—A.A.R. grades. 


ACCURATE PLASTIC 
TAPE — Offers a bulk- 
reducing combination 


Fea 


SUPER AGING QUALITIES 
MAKE THE DIFFERENCE! 


Electrical wraps made with Accurate Tape 
actually improve with age. The raw materials 
engineered into Accurate Tapes are selected for 
extra durability and maximum electrical and 
mechanical protection. For example, Accurate Rubber 
Tape features high elasticity, excellent cohesion, 
high dielectric and super aging qualities. No heat or 
extra pressure is required during application, 

yet the job improves with age. Whether you use 
Accurate Friction, Rubber or Plastic Tape, you can 
be sure there’s no finer tape at any price... 
Accurate provides positive tape protection! 


WRITE FOR NEW CATALOG—AIll you need to know 
about electrical tapes in one handy brochure. 
Call or write for your copies to: 


ACCURATE MFG. COMPANY, GARFIELD, N.J. 


of thin caliper, good 


ces) Qo Sh ACCURATE 
| ~ <2) YOUR BEST BUY IN TAPE! 
MORE THAN A suaeres HE 


CENTURY OF TAPE SPECIALIZATION 
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PROVED BEST 
in their field 


CLIFTON 
E. M. T. and Rigid Conduit 


WILL NOT FLAKE OR CHIP 


. . . because they are 
CLIFTON hot-dipped galvanized 


CLIFTON E.M.T. and rigid conduit are the best products of their | 


type because they are hot-dipped galvanized by the special 
Clifton process, which bonds the finish with the base metal. 
Hot-dipped galvanizing is an art which we feel we have per- 


fected—and the result is a perfect coat of zinc inside and out. | 


Other CLIFTON Products | 


CLIFTON 
ARMORED 
CABLE 


**CLIFTX"’ 
NON-METALLIC 
SHEATHED CABLE 


CLIFTON FLEXIBLE 
STEEL CONDUIT 


PIERCEWAY PLASTIC DUCT WIRING SYSTEMS 


CLIFTON CONDUIT COMPANY, inc. 
General Offices: 75 MONTGOMERY ST., JERSEY CITY 2, N. J. 


CLIFTON CONDUIT CO. (Tennessee), Inc. 
1278 ORGILL AVENUE, MEMPHIS 6, TENN. 


District Sales Agent 
L. MORRIS LANDERS CO. 


624 SPRING STREET N. W., ATLANTA, GA. 
201 W. WORTHINGTON AVE., CHARLOTTE, N. C. 





Congratulations 


to 


THE S. E. W. A. 


on the occasion 
of your 


4th Annual Meeting 


THE RATTAN MFG. CO. 


NEW HAVEN, CONN. 


HATHEWAY & COMPANY 
General Sales Agents 
Jersey City, New Jersey 











TO SERVE YOU BETTER: 


New Warehouse— 


CHARLOTTE 


New Sales Office— 
BIRMINGHAM 


L. MORRIS LANDERS CO. 


624 Spring St., N. W. 
Atlanta, Ga. 


201 W. Worthington Ave. 
Charlotte, N. C. 
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WE MAKE OUR OWN RAIN... 


“ 


Victer No. 245-R Transmission Pint ype 
undergoing standard EEI-NEMA wet 
flashover test in the Victor Laboratory 











TO GIVE YOU ; 


The suveriority of Victor design and manufacture 
is proven in the laboratory as well as in the field. Take 
Victor High Voltage -Pintypes, for example. Here, in 
“the wet flashover test shown above, the insulator is 
being subjected to controlled artificial rain while 60- 
cycle current is applied in gradually increased voltage 
steps until flashover occurs. 

This is only one of the many tests which are con- 
stantly being made in the Victor Testing Laboratories 
to assure you of highest quality and conformance to 
specifications. That is why Victor Transmission Pin- 
types give you proven, wet weather protection and 
longer, trouble-free service on your lines. Choose Victor 

the power man’s best buy! 





VICTOR No. 245-8 
EEI-NEMA Class 56-3 
FREE BOOKLET 
gives vou the full 
story of how Vix 


tor Insulators are 





made how and 
why Purified 
Porcelain was de 
veloped... Write 


us for vour « Opy 





VICTOR INSULATORS, INC., VICTOR, N. Y. 


Low and High Voltage Pintypes »* Suspensions * Guy Strains * Spools * Switch and Bus Insulators * Custom Designed Porcelain 
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National Electric 
holds the key to better 
Electrical Systems 





National Electric holds the key to efficient electric 
distribution for new construction or modernization 
of industrial, commercial, residential or institu- 
tional buildings. That’s because each National 
Electric distribution system is especially designed 
to meet certain specific wiring needs and to with- 
stand the rugged requirements of American industry. 


National Electric Products stands for highest quality, 
a name immediately recognized as a leader in the 
electric industry for nearly 50 years. It is this 
leadership that has made National Electric the 
world’s /argest manufacturer of electrical distribu- 
tion systems today. 


Your electrical distribution system is the lifeline of 
your business. Select it with care. Look them all 
over. Study their features and the “‘added extras.” 
Compare them for quality, for convenience, for 
economy, for flexibility, for salvability. Whatever 
your electric distribution problem, we think you'll 
agree—it’s National Electric all the way. 


All National Electric Products are listed by 
Underwriters’ Laboratories, Inc. where applicable. 


EVERYTHING IN WIRING POINTS TO 
—- --— - > 


National Electric Products 


PITTSBURGH PA 


3 Plonts + 7 Werehouses + 34 Soles Offices 


ty 
Mita, The steel underfloor raceway 


system that provides conven- 
ience outlets at the floor sur- 


Underfloor Raceway Systems | alin doce. For power, lighting, tole 





phone and signal service in 
any type of floor construction. 
Safe, attractive service fittings. 


The new Nepcoduct Indus 
trio! Underfloor Wiring 
System is a steel raceway 
of 4° internal width and 
depth. Svitable Junction 
Boxes, Assembly Parts and 
Service Fittings complete 
the System. Brings outlets 
already threaded to the 
floor surface for quick, 
efficient power service to 
machines located any- 
where in the plant. 


Used in conjunction with Fenestra Steel Floor Panels, Nepco 
Header Duct System is an all-steel grounded raceway from 


Surface Raceway Systems the distribution outlet to the structural steel floor panels. Electric 


wiring through this combined raceway system provides the 
availability of electric outlets in any square foot of floor area— 
a completely electrified cellular steel floor. 


A hinged-lid steel wireway 
for feeders, branch circuits, 
control and signal wiring up 
to 600 volts. Speeds power 
rewiring. Eliminates exposed 
wiring hozards. Hanger type 
coupling permits flush mount 

ing when necessary. Painted 

pe ee } gray for color harmony. Go! 

#4 ° f : : . vonized Wirewa also avail 
able for maximum corrosion 
resistance in coastal areas 


Multi-outlet wiring assemblies that provide outlets 
every 18” or 6”. Modern, streamlined trim. Safe 
and strong. Type CF2-G (with system grounding 
facility) for portable equipment, tools, etc. Greunded 
or ungrounded devices from same outlet. 


A 2-piece, all-purpose industrial “lay- 
in” raceway for every type of service 
up to 60 amp. No wire fishing. Accom- 
modates all manufacturers’ approved 
devices. Economical to install for to- 

: Rey : } day's wiring needs yet has plenty of 
. — capacity for tomorrow's requirements. 


























SAVES BOTH CIRCUIT AND CUSTOMER 
(FOR 120/208 VOLT AC OR 125/250 VOLT DC NETWORKS) 


POSITIVE PROTECTION AGAINST SUPERCURRENTS 


Low voltage AC and DC networks give large utilities and their customers greater 
continuity of service and easy expansion of their systems. The only drawback to 

is type of network is the constant threat of danger from heavy short-circuit or 
fault currents. Shawmut’s new FORM 208 Amp-trap eliminates this danger from 
these circuits. On actual test, its amazingly fast “‘chop-off” stops a short-circuit 
even before it reaches the peak of its first 4 cycle — even if the available peak current 
could reach 560,000 Amps! It anticipates and prevents the destructive build-up 
of heavy fault currents so dangerous to office buildings, stores, hospitals, theatres, 
schools, etc. FORM 208 saves both circuit and customers. 


USES & SPECIFICATIONS 
fone ay FORM 208 is made for Entrance Switch Service, Underground Net- 
work Conductors, Distribution & Panelboards and other applications. It is built 
in Ampere ratings of 1000, 1200, 1600, 2000, 2500, 3000, 4000 and 5000 for En- 
trance Switch Service and for cable sizes from 4/0 to 1000 MCM. It runs “‘cool’’ 
and carries 100% of its rating with temperature rises less than those recommended 
in the Underwriters’ Laboratories Standards for Fuses. The watt (power) loss is 
we | lower than for any other over-current protective device. Hence it may safely 
installed in vaults and steel enclosures and subjected to long continued loads. 


LOW IN COST — EASY TO INSTALL 


FORM 208 ae tnen clear fault currents long before | 

they can burn or wreck bus bars and switch gear. Yet they | 208 

are small in size, low in cost and easy to @pP ly. They have | with TUBULAR TERMINALS 
a variety of mountings for flat, bus or tubular connectors. | 

Adapters can be supplied for switch cubicles now equipped 

with copper or aluminum alloy links. FORM 208 is the | 

“little brother” of the famous FORM 600 Amp-trap which 

has long been used so successfully on 600 volt circuits. | 

Write today and find out about FORM 208 at once. 


Copyright 1953 The Chase-Showmut Co. 


44 7 77 a? od 
208 AMP-TRAP — “unde 770 /Ahe Orch 


tHe CHASE-SHAWMUT co. 


382 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
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Phase sequence indicator 


A SIMPLE and compact phase se- 
quence indicator measuring approxi- 
mately 7 x 2% x 2% inches and 
weighing approximately 1% Ibs. has 
been developed by the United Manu- 
facturing Co., Hamden, Conn. This 
instrument is intended as a time-sav- - 
ing tool for electricians, maintenance 
men, and engineers. As the unit has 
no moving parts, it is extremely rug- 
ged and simple to operate. 

To determine phase rotation, it is 
only necessary to attach the alligator 


clips to the power mains and one of 
the lights will glow showing either 
-2-3 or 3-2-1 rotation. This instru- 
ment can be used to determine poly- 
phase motor rotation, transformer 
and alternator connections, and for 
any job where phase sequence irfor- 
mation is desired. 

The unit is extremely flexible as it 
may be used on 110-220-440-volt lines 
without modification or the use of ex- 
ternal resistors. The instrument will 
cover a frequency range of 30 to 300 
cycles and 300 to 1000 cycles at the 
flip of a switch. The indicator is pro- 
vided with 18-inch test leads. 


Drive-in theatre lighting 


STEBER MANUFACTURING Co., Broad- 
view, Illinois, has just announced a 
line of lighting equipment for drive- 
in theatres. 

This new line includes entrance and 
exit road markers, aisle markers, 
moonlight units and general flood and 
spot lighting equipment. 

Copy of the new Bulletin No. 136-5: 
is available upon request to the manu- 
facturer. 


Self interest begins 
with publie interest 
(Continued from page 84) 


thusiasm maintained at a high level, 
and this may be done by employing 
an instructor who has enthusiasm. 
He explained that in conducting 
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some estimating classes, interest of 
the enrollees was maintained by 
distributing special devices such as 
calculators, booklets, etc., relating 
to certain phases of the course. An- 
other example he mentioned took 
place in the same area, where en- 
rollees were sent to Nela Park, 
Cleveland, for a week’s course in il- 
lumination. In addition, they were 
presented with certain educational 
demonstrations, such as the Crouse- 
Hinds demonstration of the func- 
tioning of explosion-proof equip- 
ment. 

Mr. Minto told of the trouble ex- 
perienced in New York City in 
obtaining an instructor qualified to 
teach the estimating course. The 
best instructors available were qual- 
ified in electrical subjects but had 
had no experience in actual elec- 
trical estimating. The instructor 
finally selected was given a month 
to study the course, then he spent 
a month in a large electrical firm, 
actually engaging in various phases 
of estimating work. Also, the prob- 
lem was solved partially by having 
an “industry expert” present at 


each meeting who had had a back- 
ground of practical experience in 
estimating. This proved particu- 
larly valuable in the latter lessons 
of the course. 

Mr. Clayton pointed out that the 
industry would benefit by educating 
other electrical contractors in such 
matters as estimating. He pointed 
out that this is a problem that must 
be met in some way. 

(In your editor’s opinion, this is 
one of the most enlightened state- 
ments made at the 52nd anniversary 
convention of the NECA. It is un- 
derstandable that members who con- 
tribute substantially through their 
dues payments to the preparation 
of such helpful material as the esti- 
mating courses, the manuals of 
labor cost data, etc., may feel that 
this material should be made avail- 
able only to the members who are 
helping to pay for it. But the fact 
remains that non-member competi- 
tion who do not have the benefit of 
expert estimating training or ac- 
curate cost data, detailed knowledge 
of overhead, etc., will continue to 
disturb the industry by below-cost 


bids. The mere fact that such con- 
tractors eventually bid themselves 
out of business does not solve the 
problem for the qualified contrac- 
tors, for those who go out of busi- 
ness are constantly replaced by new- 
comers who also must learn through 
experience. ) 

Mr. Mellett told members that 
the questionnaire sent to member 
electrical contractors on statistics 
was proving to be most valuable and 
needed the support of all members 
The statistics have been particu- 
larly valuable in developing facts 
about actual overhead costs. 

H. L. Scott, of Corpus Christi, 
Tex., introduced the next subject 
a report of the NECA business de- 
velopment program. He reviewed 
the NECA advertising program and 
its relation to quality, and he em- 
phasized the importance of the 
guarantee in the program, and 
urged all contractors to use the 
guarantee form made available by 
NECA headquarters. 

O. F. Burnett, Jr., Kelso-Burnett 
Electric Co., Chicago, and chairman 
of the Business Development Com- 
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mittee, said that although the ad- 
vertising program for the current 
year was really planned as a “seed- 
ing” campaign, designed to let 
people know that NECA members 
stand for quality work, he has found 
that chapters that have followed 
through with local promotion have 
in many instances been able to 
report very tangible results. 

In one area, such promotion was 
felt to be a substantial factor in the 
increase in the number of men em- 
ployed, which has been some 29 per 
cent over a year ago. In other in- 
stances, members told in chapter 
meetings of their being awarded 
certain large jobs as a direct result 
of the promotional campaign. 

In an address entitled, ‘““What’s 
Ahead in 1954,” John L. Rose, 
NECA market research manager, 
said that electrical contractors may 
anticipate another good building 
year in 1954, but that to maintain 
volume in a more competitive mar- 
ket, they must do much more ag- 
gressive and imaginative selling. 

He pointed out that the emphasis 
on new building is shifting from 
new construction to modernization. 


He noted a growing pressure for 
adequate wiring to handle consumer 
appliances such as clothes dryers, 
and home freezers, and particularly 
room air conditioners. 

Basing his predictions on market 
data that had been assembled by 
NECA’s market research staff, Mr. 
Rose predicted that private con- 
struction in 1954 would be down not 
more than three to five per cent 
under 1953, yet even at that it 
would amount to a little more than 
that experienced in 1952. In the case 
of non-farm residential building, a 
million starts in 1954 are antici- 
pated, although dollar volume will 
be down from 1953 by about four 
to six per cent. On the other hand, 
light construction remodeling and 
modernization will expand in vol- 
ume and will probably represent 
about 19 per cent of the 1954 dollar 
volume of construction. Mr. Rose 
predicted that industrial building 
will continue to slow down some 
and will total ten to 15 per cent less 
in 1954 than that experienced in 
19538. 

In the industrial construction 
field, Mr. Rose reported that manu- 


facturers plan to expand plant ca- 
pacity by about nine per cent in 
the next two years but pointed out 
that capital expenditures are swing- 
ing from expansion in the form of 
brick and mortar to modernization, 
particularly of electrical and me- 
chanical systems. 

Institutional building is expected 
to keep pace with 1953’s substantial 
volume, and commercial construc- 
tion will undoubtedly continue to 
increase in 1954 and even boom in 
shopping centers, restaurants, gar- 
ages, motels, and office buildings. 
Government construction and mili- 
tary and naval construction will 
slow down in 1954, as will farm 
building construction. Electric con- 
struction by the electric power util- 
ity will continue at an expanding 
rate. 

Code changes 
(Continued from page 88) 


tection is outlined in a new fine 

print note to be added to Section 

5053. 
Sections 5054a2 


have been revised to clarify their 


5054al and 
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iw, permits instant 
check of motor operation. 


Quick-change dial trip- 
pers. Add or remove dial 
trippers any time, easily 
and quickly. 


“Torsion-Clutch” dial 
drive. Dial turns freely 
to permit manual check 
of *‘on-off"* switch oper- 
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tive, no-slip drive. 


“Quick-out" movement 
positively locks in case 
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intent. Basically these changes 
are editorial corrections only. 

In Section 5054b1 a new thought 
has been added. The boxes and 
fittings “ ... shall be designed to 
minimize the entrance of dust.” 
This has been added also to Sec- 
tions 5062a2 and 5064b1. 

The requiremenis of several of 
these sections will apply to “sole- 
noids” as well as “transformers.” 
The word “solenoid” will, there- 
fore, be added to Sections 5057, 
5057a, 5057b1, 5057b2 and 5060b4, 
after the word transformer in 
each of these sections. 

The caption of 5057b2 has been 
changed to “Coils and Winding.” 
The text has been revised to apply 
to these units only when they are 
not located in the same enclosure 
with the control transformer or 
resistor switching mechanisms. 

Set screws for pendants 

As for pendant fixtures in Class 
I locations, those in Class II also 
will be have set 
screws, etc., to prevent loosening 
at the threaded joints. A new sen- 
tence in 5061a3 will require this 
construction. 

A new sentence added to 5064a1 
will permit the use of flexible 
cords approved for extra hard us- 
age when limited flexibility is de- 
sired or where exposure to me- 
chanical damage is not severe. 

The same fine print note applied 
to Section 5051 will be appropri- 
ately included in Section 5071 to 
cover the temperature limitations 
for Class III locations. This is 
specifically applied to Section 
5079a for fixed lighting. 

Section 5074 will have the quali- 
fying phrase “designed to mini- 
mize the entrance of fibres and 
flying’ added to it. 

The reference in Section 5075 
should be paragraph “b” of 5057 
and this will be changed in the 
1953 Code. 

The general principle estab- 
lished for Class I and II locations 
will be applied to Class III in- 
stallations and for Sections 5078a 
the heating appliances will be ap- 


required to 


Send for your copies Now! 


Yes, when you send for these 
bulletins on popular “Buffalo” 
Fans, you are taking the first step 
to real profits! The brand-new 
line of “Buffalo” NV-Breezos, 
Heavy-Duty Propeller Fans and 
Belt-Air Fans have been selling 
even better than their predeces- 
sors which led the field for many 
years. They blanket a capacity 
range from 500 cfm to 90,000 
cfm, enough for almost any 
ventilating application you could 
name. New Breez-Air Attic Fans 
and Breez-Pac Attic Fan Pack- 
ages, and “E” Blowers-Exhausters 
will round out your line for a 
very profitable 1954. Write to- 
day—specifying Bulletins 3865, 
F3790, FM-10 and FM-900. 


BUFFALO FORGE 


First For 
Fans 


COMPANY 


210 MORTIMER ST. BUFFALO, NEW YORK 
PUBLISHERS OF “FAN ENGINEERING” HANDBOOK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
Sales Representatives in all Principal Cities 


PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS “L” BREEZO FANS “NV” BREEZO FANS 


proved for Class III locations. 
They do not have to be dust tight. 
This will also apply to Sections 
5079a, 5079e and 5084b. 

The switches, etc., specified in 
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5078c¢ will be required to conform 
to the general requirements for 
Class III equipment as set forth in 
Section 5074 rather than those of 
Class II as originally set up in 
the 1951 Code. 


SEE sales conference 
(Continued from page 80) 


to the appliance business and called 
this the “push-button age.” 

Mr. Blees said that the complexi- 
ties of the appliance business were 
brought on by all the new “gad- 
gets,” such as television, automatic 
washers, etc., that before World 
War II a small dealer could set up 
shop for only two or three thousand 
dollars and with little or no techni- 
cal know-how, but now it takes 
over ten times as much for the 
small dealer to open up shop, and a 
service shop with technicians 
capable of repairing the various 
complex appliances is a necessity. 

He predicted that “only the good 
and efficient can survive—manufac- 
turers, distributors and dealers,” 


and predicted that before too 
much longer the “good dealers” will 
be sapped up by three or four 
major companies with the smaller 
companies splitting up the _ re- 
mainder, such as the situation in 
the automobile business today. 

Mr. Blees told the SEE members 
that today’s appliance dealer must 
define his loyalty, that the dealer 
franchise must again be made 
valuable. He said that dealers 
must go back to concentration on 
one line, that the business is com- 
plex enough as it is, and that no 
salesman in the world is able to 
cope with the present situation of 
having to learn the features of the 
13 major appliance products being 
sold, and then have this figure 
multiplied by three or four when 
the dealer handles more than one 
line of major appliances. 

He said that today’s price cut- 
ting tactics are causing economic 
waste that business cannot afford 
and called on manufacturers and 
distributors to stop selling to “just 
anybody,” and called on the deal- 
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ers to quit buying from just any 
distributor merely because they 
come up with a “deal,” which is 
causing another of today’s prob- 
lems in the business—the trans- 
shipper. 

The Crosley executive told the 
audience that in the future “prices 
will be low in comparison to the 
value of the product delivered,” but 
he doubted if the actual money 
price of an appliance would be 
much lower than it is today. He 
also called on manufacturers and 
distributors to stop selling ‘“dis- 
count houses,” saying that they 
can’t serve both them and the legiti- 
mate dealer. 

“The discriminatory power of 
the buyer is the big factor in busi- 
ness today,” Mr. Blees stated. 
“They don’t buy what they need 
any more, but buy what they want.” 
He said that “our business is the 
best in the world and that the 
market will increase with the grow- 
ing population.” 

“Dealers today need advice and 
help and constructive leadership in- 
stead of deals,” Mr. Blees said. He 
cited the need for mere research in 
the appliance industry and pre- 
dicted that the service end of the 
operation will become “increasingly 
big business.” 

Lawrence Wray, New York, N. Y., 
editor of Electrical Merchandising, 
directed the attention of the audi- 
ence to the new appliances that 
have been introduced to the market 
since the close of World War II 
and told them that “these things 
need to be sold to the public.” He 
pointed up the need for a sensible 
selling program to get these items 
in the hands of the people who are 
demanding new products for bet- 
ter living. 

He related statistics of a survey 
to show the increasing growth of 
the “discount house” in the “dis- 
tributive revolution,” and said that 
it “has been a long time since utili- 
ties have concerned themselves 
with selling themselves to the 
public.” 

M. G. Kennedy, public relations 
consultant for Ebasco Services, 
Inc., New York, N. Y., had as the 
topic of his address, “Trends in 
Public Power,” but said that this 
was actually a misnomer, that his 
topic was really “Trends in Public 
Philosophy,” because public power 
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did not come about through public 
opinion, but through politicians 
who had no other drum to beat ex- 
cept doing away with the so-called 
“power trust.” He said that the 
pendulum is now swinging the other 
way in public power—back to pri- 
vate enterprise. 

Mr. Kennedy said that every 
power company should ask them- 
selves the question: Is the service 
good? Are the rates reasonable? 
and, Is the company an asset to the 
community? And upon drawing 
negative answers to any of these, 
should hasten to remedy the situa- 
tion. 

The invocation was given for the 
luncheon session by B. D. Painter, 
industrial and commercial sales 
supervisor, Appalachian Electric 
Power Co., Roanoke, Va., and the 
after-luncheon speaker was Rich- 
ard G. Byers, sales promotion man- 
ager of the D. K. Baxter Co., whole- 
sale distributors of Sioux City, 
Iowa, who said that “Salesmanship 
is the key to economic progress and 
that there is no such thing as satu- 
ration in the ultimate.” 

Mr. Byers said that there is no 
such thing as a “born” salesman, 
that all must be trained. He said 
that personal enjoyment is the pri- 
mary motivation in buying and 
that since our attitude determines 
our ultimate that we should al! 
adopt “positive attitudes.” 

Vice-Chairman C. L. Osterberger. 
general sales manager, Louisiana 
Power & Light Co., New Orleans, 
La., presided over the Frid.y 
afternoon session. 

During this session, E. R. Dun- 
ning, vice-president, N. W. Ayers 
& Son, New York, N. Y., advertis- 
ing agency, discussed “What the 
Diamond Jubilee of Light Means 
to the Industry” and cited plans for 
the program next year, including a 
two-hour television show which will 
be presented over all three of the 
major TV networks on October 21, 
1954. 

Harold Green, General Electric 
Co., Nela Park, Cleveland, Ohio, 
who is the marketing expert for 
G-E’s lamp division, discussed the 
“Home Light Conditioning Pro- 
gram.” 

Mr. Green told the sales execu- 
tives attending the Southeastern 
Electrical Exchange conference 
that home lighting is the fastest 
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growing, yet least developed mar- 
ket in the electrical industry today. 
He challenged the members of SEE 
present to recognize and take full 
advantage of the “bright future” 
of modern “light conditioning” for 
the American home. 

“Kilowatthours consumed for 
lighting in 1952 represent more 
electricity than utilities sold for 
all purposes as recently as’ 1938,” 
Mr. Green said, “but it is authori- 
tatively estimated that more light 
bulbs will be made and sold during 
the next 10 years than during the 
past 75 years since Thomas Edison 
invented the electric light.” 

E. N. Pope, director, advertising 
department, Carolina Power & 
Light Co., Raleigh, N. C., discussed 
his company’s “Finer Carolina 
Program,” which he said was akin 
to similar programs being con- 
ducted by the power companies in 
Georgia and Arkansas, and was 
meeting with the same good results. 

Last year’s successful program 
which emphasized home town im- 
provement, has been extended this 


year to include the many farmers 
served by our company, Mr. Pope 
said. In addition to the prizes in 
the three population groups for 
cities and towns, farmers will be 
awarded prizes this year for ad- 
vances in soil and water conserva 
tion. 

Hugh G. Isley, 
manager, Carolina Power & Light 
Co., Raleigh, N. C., gave the invoca- 
tion at the Friday evening banquet 
with C. L. Osterberge: 
again presiding. 

Ashton B. Collins, New York, 
N. Y., the “father” of Reddy Kilo- 
watt, was the banquet speaker, very 
capably filling in for the scheduled 
speaker, Charles T. Evans, assistant 
to the president of Arkansas Power 
& Light Co., Little Rock, Ark., who 
was unable to attend the conference 


general sales 


session, 


because of illness. 

Placing the “accent on youth,” 
Mr. Collins urged the utility execu- 
tives in attendance to place more 
emphasis on today’s young people. 
He told them that today there are 
22.000,000 teen agers in the United 
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States, which comprise more than 
one-sixth of the nation’s market. 
He said that children today motivate 
sales more than ever before—that 
their opinions count heavily with 
their parents, and cited numerous 
large companies that are today 
using heavy advertising and public 
relations programs to reach, and 
take full advantage of this market. 


Economic Comment 
(Continued from page 42) 


over, have announced tentatively 
that joint action will be undertaken 
with the ultimate view of repealing 
the Taft-Hartley law. Present Re- 
publican policy anticipates no modi- 
fication or change in the Taft-Hart- 
ley enactment, and will probably 
stress maintenance of its present 
status. Democrats have long been 
on record for either repeal or 
strong modification. Thus, it is 
easily seen which camp labor will 
enter. Their power together may 
tip the scales in this next vital elec- 
tion campaign. 


Drive-through service 
(Continued from page 76) 


and improved item that does a cer- 
tain standard job better, they 
stock it and inform their customers. 
When they take on a new line, 
they look especially for items or 
devices that are particularly prac- 
tical and handy in meeting definite 
needs and saving time on typical 
local installations. When the con- 
tractor occasionally needs and asks 
for advice, they give it gladly; but 
consider that going out of their 
way to tell an experienced crafts- 
man how to sell or how to do his 
wiring is something like trying to 
tell your wife how to bake a cake 
and usually about as satisfying in 
most cases! 

Big jobs, on which the estimator 
wants a large discount on mate- 
rials to win the bid, the Boys people 
just have to pass up. They're sim- 
ply not set up to handle large 
amounts of material at a very small 
mark-up; it takes too much space 
and personnel, and most important 
of all would seriously disrupt their 





atrobhe rprovucts 
FLOOR BOXES « 


WIRING SPECIALTIES 


Adjustable Watertight 
Floor Boxes 


Latrobe Adjustable Floor Boxes are com- 
pletely fire-proof and comply with the 
National Electrical Code. Come in single 
round or square bodies—also in square 
type Two, Three and Four gang types. 


No. 252-R Two Gang 
Adjustable Fioor Box 


Gang Box Bodies are provided with solid 
partitions to separate low and high ten- 
sion wires. 


Floor Boxes * Cover Plates © Pipe or Conduit Hangers * Gang Boxes ° 


Nozzles ¢ Fish Wire °¢ 


Supports 


Cable Supports 


Junction Boxes °¢ Insulator 


Staples and Cable Clips 


Represented in the South by 


FULWILER & CHAPMAN, INC. 

702 Whitehall St., $.W., Atlanta, Ga. 
213 S. Front St., New Orleans 12, Lo. 
445 English St., Greensboro, N. C. 


FULLMAN 


LEIGH A. DOXSEE CO. 
4030 Chouteau Ave., St. louis 10, Mo. 


FRED H. SIMMER CO. 
1406 S. Akard St., Dallas |, Texas 


MANUFACTURING CO. 


LATROBE . . . PENNSYLVANIA 





basic fast-service system. 

The firm stocks both residential 
and light-industrial equipment: the 
latter work calling increasingly for 
570-volt systems, with of course 
larger-capacity fuses, switches, 
motor controls, conduits, disconnect 
switches and also for NTP panel 
units. 

The company believes firmly in 
the value of standard, dependable 
items of nationally-advertised man- 
ufcturers, and handles them ex- 
clusively. This in itself is a phase 
of industry co-operation which they 
believe does the trade as a whole 
more good than some of the more 
fancy promotional services. They 
also rigidly ban all retail sales in 
their own plant. 

The twenty years’ experience of 
senior partner Hugh Lones—who 
with J. T. Parks and Eugene E. 
Spalding run the business—has pro- 
vided them with the know how and 
foresight to determine which items 
to stock most heavily, and in what 
sizes and types, also how to ar- 
range the whole stock so that they 
can lay their hands quickly on any 
item needed to fill any order. The 
partners spare no effort to get 
needed items not on hand, evan 
buying from their competitors in 
an emergency; and will cheerfully 
deliver a half-inch locknut out to a 
job five miles away, to accommo- 
date a customer. They have also 
provided in their shop a regular 
wire shopping-cart on wheels for 
contractors who wish to browse 
around among the stock and con- 
veniently pick up a lot of small 
items. The company carries a com- 
plete stock of modern electricians’ 
tools, and seem to be the only job- 
bers in town who carry stepladders 
in assorted sizes up to 16 feet. 

Another helpful service rendered 
contractors is to look over every 
order list for materials carefully, 
and to remind the buyers of certain 
obviously necessary accompanying 
items which may have been over- 
looked. This is really appreciated 
by the busy wiring folks; as is also 
the fact that if Boys doesn’t have 
exactly what’s ordered, if possible 
they send something to take its 
place. This avoids holding up the 
job, and the jobbers cheerfully take 
the items back if the contractor 
knows any better way out of the 
problem. But at least they give 
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i OTHER 
the customer something to work 
with. FLOODLIGHTS 
Also the firm has a handy wire- IN OUR LINE 


asuring gauge, r ing the full 
120-foot length of the ahop at the 4200 SERIES > 
ee |e {NCL0S¢O 1000 Jn ae 


vals. This is just one of their little 18 and 20 in. REAR 
i SERVICE FLOODS 
speed-up techniques. 
Put the whole picture together, gl 
and any electrically-wise observer 
can see that this wholesaler has a 
carefully-thought-out and complete ¥i 
: ; Sige 300 to 1500 WATT 
philosophy for giving the contrac- @ OOOBLE PARABOLA REFLECTOR DESIGN FOR ELIPTOR FLOODS 
. : , nae HIGH EFFICIENCY cae 
tor the one thing they have found 


@ ABSOLUTELY WEATHER-PROOF AND DUST- 

out he wants the most—speed of . TIGHT © HEAVY LENS RETAINING RING 

service on his most common needs i > @ HEAVY-DUTY MOUNTING 
KETS 


-and their continuous, cumulative Ke A BRAC 
“Signin De atin ty @ ROTATES FOR SAFE ‘ENDOVAL" MERCURY 
success and growth is proving daily , " SERVICING VAPOR LUMINAIRE 


that they know what they’re talk- ; © CNS Gat FeRt OF 


- 4 @ EASY ACCESS TO SOCKET 
ing about. in TERMINALS 


@ SETTINGS PRESERVED BY 

- DEGREE MARKINGS . : 

Large fixture selection @ STRONG—WON'T FALL APART ~ 
4 i IN SERVICE 300 to 1000 WATT 

(Continued from page 72) ENCLOSED FLOODS 


You're out to win business when you promote the REVERE line 
. Each REVERE Floodlight is designed by men who know the 
find they take no valuable floor “Foot Candle’ on working terms and put this knowledge into 
practical use through equipment that excels 7 
space, but once seen by customers, The REVERE line is Complete. It is diversified covering Sports 


> . . to 9? —Airport—Industrial—Street—Service Station and Outdoor 
they are quick sellers. Theater Lighting. Write for literature 


Mr. Hirsch also brought out that 
Beacon Electric Supply Company REVERE ELECTRIC MFG. CO. ciicaco ao. ur AREA LIGHTER 
sells brand names that are national- INDOOR & OUTDOOR LIGHTING FOR EVERY NEED adanthar: 
ly advertised. 

“However, the trick in making 
your showroom do an effective sell- 


. . . . . ’ 
ing job lies in getting people into KUHLMAN S SOUTHERN DIVISION 


it, and my advice is getting out and 
seeing more people, the more the > always ready to serve your transformer needs 


better,” advised Mr. Hirsch, who Rapidly growing industry throughout the South can depend on the new modern plant 
spends entire afternoons in the of Kuhiman Electric Company at Crystal Springs, Mississippi, to supply them with the 
field following up Dodge report and sturdy, dependable transformers they need to keep production humming. Nearly 60 
building permit leads with builders years of experience in building safe, efficient transformers, and e consistent record of 

wey a leadership in the improvement of modern transformer design is Southern industry's 
assurance that Kuhlman will serve them well. Specify Kuhiman transformers for your 
commercial and_ residential con- next installation. Write us today for complete details and the name of your nearest 
struction. “Get hold of people who Kuhiman representative. 


are in the market for lighting fix- 
tures.” 











contractors, architects on _ both 


A consistently monthly mailing 
of 1,500 pieces of mimeographed 
material prepared by Mr. Hirsch 
supplements personal calls. 

“In each mailing we plug our 
service, our showroom, our wide 
selection of lighting fixtures, new 
items, .seasonal items, etc., as the 
situation necessitates,” explained 
Mr. Hirsch who pointed out that 
the company has a fixed mailing 
list of about 900 and the balance & Denstes Seles Glen. 
are gathered from prospective con- Ce 


struction. GG 
“We follow up these mailing con- 
tacts with personal calls and tele- ELECTRIC COMPANY 


Pe sa, Te Sh a meneneney BAY CITY, MICHIGAN © CRYSTAL SPRINGS, MISSISSIPPI 
service to our customers to keep 
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them informed of lighting fixtures 
available. For example, on special 
items like eyeball downlights for 
commercial construction, you have 
to go to the field to sell the archi- 
tect.” 

As an essential ingredient to 
good service, Mr. Hirsch under- 
scored well-trained personnel in the 
showroom who can answer ques- 
tions intelligently. 

“You have to have people in your 
showroom who know their busi- 
ness,” said the manager emphatical- 





Island Area 
Light with por- 
celain Vitreous 
enamel reflec- 


tor. Cat. No. IS 


Back Prong 
Lamp Holder 
for sealed 
beam Par 56 
300 w. lamp. 
Cat. No. L 


Regular Medium 
Base Lamp Hold- 
er for sealed 
becm Par 38 
R-30 and R-40 
lamps. Cat. 

No. R 


Mogul Base 
Lamp Holder 
for sealed 
beam R-40, 300 
and 500 w. 
lamps. Cat. 
No. M 


ALL ITEMS 

TESTED AND 

APPROVED BY 
Uv. L. 


SEND FOR OUR 
NEW ILLUSTRATED CATALOG 


MAGNI FLOOD Ine. 
38 North Second Ave., Mt. Vernon, N. Y. 


Warehouse stock maintained in: 
Miami, Fia., New Orleans, 
Dallas, Texas; Phila., Pa. 











ly. “Just as important is prompt 
delivery of merchandise. I cannot 
emphasize strongly enough the 
ample stock that should be on hand 
to back up each fixture displayed. 
Unless you can have this ample 
stock on hand, you become nothing 
but a broker.” 

In calls to dealers in the field 
Beacon Electric Supply Company 
urges them to send their homeown- 
er customers in to their showroom 
for fixture selection. These sales 
are always at retail prices credited 
to the dealer who in turn charges 
the customer. 


Promotion letters 
(Continued from page 68) 


These are rack sections constructed 
against another wall of the stock- 
room so that pipes of different 
sizes can be ended up, each in its 
separate section. This end-up ar- 
rangement also saves gobs of floor 
space in contrast to what che pipe 
would occupy if lying down. It 
saves much time in handling and 
in its upright position in separate 
group classifications, the contractor 
can quickly make his choice and get 
away. 

To further facilitate contrac- 
tor transactions Braid has a spiral 
chute from the top (fifth) floor to 
the bottom service room where the 
contractor loads up his purchased 
supplies. Package purchases of 
most any size can be dropped into 
the chute from any floor and slid 
to the basement room to be loaded 
on the purchaser’s truck a few feet 
away. 

There is a dimwit elevator that 
carries other supplies up or down. 
Also- six circuits of pneumatic 
tubes converging on the cashier’s 
desk from every floor for delivery 
of papers, sales slips, changes of 
money, etc., all making for quick 
and efficient service. 

In his weekly mailings, Mr. Har- 
well builds quite a lot of extra busi- 
ness for his company and his con- 
tractor customers by inserting a 
mailing piece in with every invoice 
or bill. The mailing leaflet is care- 
fully selected to fit the addressee. 
For example, if the customer billed 
has just installed one type of neon 
light for a store but needs a differ- 
ent type for the office, the mailing 
piece will display something to fill 


that need. With bills to contractors 
may be a mailing piece showing a 
new type of construction tool that 
will save time on a job. 

This year Braid celebrates its 
75th year in business. Julius Har- 
well is vice-president in charge of 
lighting and wiring supplies. Other 
officers are C. R. Greenleaf, vice- 
president in charge of appliances; 
and Ben S. Gambill, president. 


Courtesy spells success 
(Continued from page 66) 


of the advertising material, pro- 
duced by the offset process. Head- 
lines are big and brief. Descrip- 
tions, where necessary, are com- 
plete—and also brief. Finally, and 
most important, prices are net. 
“The ‘curbstoner’ may not know 
anything about discounts,” + Davis 
explains. “He may not be able to 
figure 40 per cent, or 33 per cent or 
25 per cent. He may not even know 
what per cent is. But he can read 
a figure and understand net price.” 
The Davis business has increased 
every year since mail advertising 
was launched five years ago. 
The advertising-minded 
saler also gives credit to several 
other ideas for attracting dealers 


whole- 


and contractors. 

The company has seven large 
billboard signs—one on each high- 
way leading into Memphis. Mr. 
Davis attributes 10 to 20 new cus- 
tomers a month to these signs. 
They have paid for themselves 
many times, he declares. The signs 
were first put up seven years ago. 
The company has just signed an- 
other three-year renewal. 

“Often a dealer or contractor 
coming into town sees one of the 
signs and drives directly to our 
store,” Mr. Davis declares. “All 
signs advertise ‘safety electrical 
wiring supplies.’ The word ‘safety’ 
attracts many. Customers ask for 
it, although it’s no trade name,” 
he smiles. “It’s just 
chology.” 

Another Davis idea that has 
clicked well is the company’s sta- 
tion wagon, with large lettering on 
its sides. “Many people have asked 
us how many station wagons we 
have—and they have been sur- 
prised when I’ve said ‘one,’” Mr. 
Davis says. “It seems as if we have 
a whole fleet of them, because the 


good psy- 
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QUELARC 


The Circuit 
Breaking Plugs 
and Receptacles 
... Ratings Up to 


200 AMPERES 








The exclusive QuelAre con. 
struction provides exceptional 
protection to contacts, for safe 
use as current rupturing de- 
vices. Unique partitioned insu- 
lation provides extra long dis- 
tance between contacts and be- 
tween contacts and ground, In- 
sulating chambers completely 
enclose all contacts and form 
an are-trapping space, Galvan- 
ized cast metal housings, bake- 
lite insulation and individually 
renewable contacts insure long 
service life. 

QuelAre plugs and recepta- 
cles are available in a complete 
range of styles, 2, 3 and 4 
pole types—grounded through 
shell or extra pole. Housings 
with threaded cap, plain cap or 
hinged spring door. Ratings 
20, 30, 60, 100 and 200 am. 
peres, 250 volts DC, 600 volts 
AC, Consult your Pylet Cata- 
log 1100, Bul. 1140-2 for com. 


plete listings. 





CONDUIT FITTINGS © FLOODLIGHTS 





N THE 
PYLE-NATIONAL 
ie COM PANY 


1354 N. Kostner Ave., Chicago 51, Ill. 





one we have really covers the city. 
It’s used only for special deliveries 

when a man or equipment is 
down on the job. It must be an 
emergency. It’s never used for 
routine delivery. Contractors real- 
ly appreciate this special, fast 
service.” 

The W. B. Davis Electric Supply 
Co. carries its co-operation with 
dealers and contractors all the way. 

“We try to protect them for a 
reasonable amount of profit on 
each sale,” Mr. Davis 
“And when a contractor contacts 
us, saying he has a large project or 
contract, we in turn try to assist 


declares. 


him in every way we can to close 
the order. We are happy to state 
that at no time have we ever failed 
to assist a contractor when called 
upon. 

“However, we are finding daily 
that to promote new items and help 
our contractors and dealers to ob- 
tain contracts on jobs, it’s often 
necessary to load up samples in our 
car and convince the customer that 
these new items are necessities to 
the home or commercial building. 

“We also are finding daily that 
we must put every effort behind 
sales by training our salesmen on 
new and different items 
manufactured and sold. In order to 
meet chain store competition, and 
the competition from some fac- 
tories selling directly to the trade, 


being 


we have been forced to sell at the 
extreme last column price and con- 
stantly publish net price pamphlets, 
folders and literature of all descrip- 
tions so that the dealer can add a 
small profit to his cost and also 
meet this competition.” 

The company expects its new 
branch in East Memphis to give 
important service to a rapidly ex- 
panding area. Within a radius of 
three and one-half miles of the new 
branch at 525 North Hollywood 
Street are approximately 2,100 
houses under construction and a 
large number of commercial and 
industrial projects. 

The company has been training 
office personnel for more than a 
year to staff the new branch. The 
personnel are already known to the 
trade as “old hands” at the main 
office. The new branch will carry a 
full line of electrical supplies, light- 
ing equipment and appliances such 
as are now stocked at the main 
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factory: 


Step up production—reduce costs 
—with good overall lighting of 
MILLER SLIMLINE 50 FOOT CAN- 
DLER with new exclusive “socx- 
ETBOX’. Quicker, easier lamping. 
Shock and vibration-proof. Single 
broken lampholder repaired with- 
out replacing entire assembly. 
Write for Catalog 1C. 
SOCKETBOX — On-the- 
}O- -O- Oo}. + 
job servicing 
» LAMPING — Easier — 
quicker 


VIBRATION - PROOF — 
~ Longer lamp life 
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THE miller company 
Meriden, Connecticut 
LEADERS IN LIGHTING SINCE 1846 


Field Soles Engineers 


H. Connell, {32 Heatherdown Rd Decatur 

C. Maddox, 2700 Connecticut Ave. N.W., 

ten, D. C.; J. W. Fowler, 2709 Live 

Nashville, Tenn.; Ben Clarkson, P. O 

Antonio, Texas; J. B. Preetor, 2423 Vail Ave., 
lotte, N. C.; E. E. Torkell and T. F. Dohogne, 
Mfg. and Merch. Bidg.. Memphis, Tenn.; R. R. Hynes 
42730 Manchester St.. El Paso, Texas 
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Home-buyers — and present 
owners — are insisting on more 
outlets! Factories everywhere 
want more power outlets right at 
work benches. Offices, hospitals, 
schools need more outlets. 


This nationwide demand is a 
multi-billion dollar market—even 
when cut down to size in your 
own town, it is tremendous! And 
it’s there . . . right now. 


Plugmold 2000 is the fastest, 
easiest, cheapest way you can 
provide multiple convenience out- 
lets. If you aren‘’t working with 
Plugmold now, write today for 
full information. Better yet—order 
the 20-foot Introductory Package 
from your distributor. 


PLUGMOLD is guaranteed, like all Wiremold 
products. You'll find this firm guarantee 
on page 7 of Wiremold’s Catalog No. 19. 


VA Pa Cal, he) sD) 


Makers of 
PLUGMOLD 
WIREMOLD 
PANCAKE 


multi-outlet systems 
electrical raceways 
overfloor raceways 


THE WIREMOLD COMPANY 
HARTFORD 10, CONN. 





store. The branch will be complete- 
ly independent, will even do its own 
buying. 

The new branch will have a 70- 
foot front of glass and will extend 
125 feet deep, with a 20-foot ceil- 
ing. It will be of tilt-up concrete 
construction. The location is only 
150 feet off Summer Avenue 
of the city’s busiest thoroughfares 
as the route of Highway 70. 

The Fulton, Ky., branch, in op- 
eration several years, is managed 
by Walter Richard Davis, a son of 
the firm’s founder. 

The W. B. Davis Electric Supply 
Co. is a real family enterprise. The 
personnel also includes another son, 
W. B. Davis, Jr., a city salesman; 
a daughter, Mrs. J. C. Gammon, 
office manager, whose husband is 
on the city counter; and J. O. 
Davis, brother of the founder, who 
is in charge of receiving and cost 
accounting. 

At present, the firm has one of 
the largest heating and lighting 
contracts in the Mid-South—fur- 
nishing Meier electric wall fur- 
naces for 700 homes of one and 
two-bedrooms in the new Campbell 
Heights Subdivision at Clarksville, 
Tenn., near Camp Campbell, Ky. 
Installations are being made by the 
Mott Electric Co. of 2799 Broad 
Ave., in Memphis. 


-one 


Sales meetings 
(Continued from page 64) 

“Our employees are definitely en- 
thusiastic about these meetings,” 
says Mr. Cashion. “It makes their 
job easier and more pleasant when 
they know they can better satisfy 
our customers.” 

He adds: “Meeting today’s situa- 
tion calls for a broader knowledge 
of the customer, his desires and our 
products. These meetings are giv- 
ing us that knowledge.” 

Coupled with the co-operative 
sales effort, Dealers Electrical Sup- 
ply Co. has improved its own facil- 
ities to expedite service. 

A new loading dock has been 
added at the rear of the building 
for quick loading of trucks. An in- 
tercom system has been installed 
from the front desk to a desk near 
the loading dock which enables 
salesmen to call out orders for de- 
livery without walking back and 
forth constantly. 

This, in effect, is also cultivating 





PACKAGED POWER 
The above model, designed for con- 
tinuous or emergency stand-by ser- 
vice, is 100 KW, 240 volt, 3 phase, 
60 cycle Unit powered by a 6-cyl- 
inder gas engine. 

Generating Sets are custom-built by 
YOUNG in sizes ranging from 20 
KW to 300 KW, D.C. or A.C. at 
various voltages, gasoline, natural 
gas and Diesel engine powered; re- 
mote, manual or automatic controls. 
Write for Bulletin C-41d, for detailed 
information on POWER ... when you 
need it! 

Dealer Inquiries Wanted 


YOUNG ENGINE CORPORATION 
endian - 








CLAMP... LOCK 


YOUR CONNECTIONS 








This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy ¢ Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 


Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


KRUEGER & HUDEPOHL 
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customers for the retailer in a 
buyer’s market because as competi- 
tion grows keener the customer will 
be less inclined to wait for products 
he wants. 

The firm is now emphasizing its 
fast, efficient service that sees or- 
ders filled immediately. 

Mr. Cashion believes that many 
wholesalers will be following his 
firm’s example soon, if they haven’t 
already done so. He feels that he 
is only taking advantage of nat- 
ural opportunities offered by the 
manufacturer that don’t cost any- 
thing and offer tremendous oppor- 
tunities for gain. 

By getting in on the ground floor, 
so to speak, he is winning customers 
and friends for his firm, who will 
stick with him through tougher 
selling days. 

Lighting training 

(Continued from page 54) 

graved wrist watch. It has also 
been agreed that the course will be 
offered again in the spring of 1954 
to electrical contractors, manufac- 
turers’ agents, and employees of 
consulting engineers and architects. 

The course was given at ten din- 
ner meetings, over a five-week pe- 
riod, with half of the program be- 
fore the meal and the other half 
afterwards. Speakers at the ten 
sessions and_ their 
cluded: 

Light, Vision, Nomenclature, 
Color, Use of Light Meter—Ray 
Hiller, lighting engineer, Curtis 
Lighting Ce.; 

Light Sources and Light Control 

Judd Lough, lighting engineer, 
Holophane Co.; 

Inductive and Capacitive Reac- 
tance, Power Factor—Harry Yopp; 

Fluorescent Ballasts and Circuits 

Johnnie Sweatte, Atlanta Divi- 
sion lighting engineer, 
Power Co.; 

Fluorescent Lamps and Applica- 
tions—Paul Harrisor, lighting en- 
gineer, Sylvania Electric Lamp Di- 
vision; 

Mercury Lamps and Applications 

-Dixon Mitchell, Westinghouse; 

Incandescent Lamps and Appli- 
cations—Hal Horton, lighting en- 
gineer, General Electric; 

Candlepower and ISO-Footcandle 
Curves, Point-by-Point Calculations 
—Jack Murrah, Atlanta Division 


subjects in- 


Georgia 


sales Georgia Power 
Coa.: 


Lumen 


supervisor, 


Method and 
Courtney Bythewood, 


Bright- 
ness Ratios 
lighting engineer, Georgia Power; 

Branch Circuits, Feeders, Panel- 
boards, and Fuses—Joe B. Brow- 


der; 


Office Lighting, Public Buildings, 
and Churches—Ed Johnson, light- 
ing engineer, manufacturers’ repre- 
sentative, Pittsburg and Wakefield; 

Schools and Hospital Lighting 
Judd Lough; 

Harry 
Yopp, Saylors Andre, and Courtney 


Lighting Salesmanship 


Wire Types, 
Metering, Emergency Power, 
Sources, Exit Lighting—Johnnie 
Sweatte; 

Industrial Lighting 
rison; 


Service Entrances, Bythewood. 
This power company sells 
Continued from page 49) 

>. ar. . 
Paul Hat Horizon House. Many of the fea- 
tures found at Nela Park were in- 
corporated into the center. Mary 
Webber, GE lighting specialist at 
Nela Park, was consulted and tech- 


Cost Analysis and Maintenance 
Wesley Johnson, lighting engineer, 
Georgia Power Co.; 
Lighting — Art 
strum, lighting engineer, Westing- 
house; 


Sports Lund- 


nical assistance was given for its 
design and development. 

Color scheme of the center is 
dusty rose, with the draperies, floor 
covering and furniture selected to 
harmonize in detail. The 
over-all atmosphere of beauty and 


Floodlighting and Supplementary 
Lighting—Saylors Andre, lighting 
engineer, Georgia Power Co.; 

Store Lighting—Charles R. Mi- 
nors, lighting engineer, 


every 
Georgia comfort creates a perfect setting 
Power Co.; for the demonstration of modern 

Luminous Ceilings—Jack Mur- lighting. Believed to be the first 
rah; combination office and lighting cen- 
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SIGNALS and SYSTEMS 


app SPEED... SAFETY 


Properly designed and installed signals and systems are 
real time-savers that smooth out many a plant problem— 
help stop wasted motion. And solving individual signal- 
ing problems has been Faraday’s business for seventy- 
eight years. These years of experience assure correct 
plans, correct installation. To be sure that your signal- 
ing system is operating at top efficiency, check with 
Faraday. No obligation. 


Consu't your electrical wholesaler for 
details on the complete Faraday line. 





HOLTZER-CABOT FARADAY sTANiLEY & PATTERSON 


CONSOLIDATED BY: 


SPERTI FARADAY INC. soem, micn. 


BELLS - BUZZERS - HORNS - CHIMES - VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 
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ter of its kind, it has already been 
visited by several hundred people 
although no official invitations have 
yet been issued. 

The remote control switchboard 
installed near the desk makes it 
possible for the demonstfator to 
display lighting for special tasks 
such as reading, sewing, studying, 
card playing, and television view- 
ing. 

Additional lighting features of 
the center are also created by touch- 
ing the proper buttons on the 
switchboard—spotlighting of flow- 
ers or ornaments, recessed niches 
or bookcases, valance lighting for 
general illumination to enhance the 
beauty of draperies, pictures and 
furniture. Cove lighting is avail- 
able for added light and harmony. 

Special lighting demonstrations 
will be given to lighting dealers 
and salespeople, architects, build- 
ers, wiring contractors, women’s 
clubs, PTA, school and _ other 
groups, but it is expected that the 
greatest value will be to individual 
home owners. 


Livable home 

(Continued from page 51) 
a very restful atmosphere for after 
work hours entertainment of any 
business guests. 

In the office will be a 2-way radio 
communications set between his 
truck and his uptown office. He 
also has a separate speaker system 
into each room in the house for 
added convenience. 

All the other sections of the 
house are well illuminated depend- 
ing on the needs for lighting in 
each area. However, the bath- 
rooms are especially spots to be 
dreamed about! A full length mir- 
ror runs from wall to wall with 
formica top dressing table all the 
way across. Three asymmetric dis- 
tribution fixtures of 150 watts each 
are recessed 18 inches out from the 
mirror. These units throw a small 
portion of light down on the face 
but most of the light is into the 
mirror giving a good view of the 
face with glareless light. The light 
is then reflected in the mirror and 
lights the entire bathroom, making 





SK THIS WILL HELP YoU 
SELL MORE 


HOME HEATING JOBS 


Electrical contractors all over America are increasing their 


share of todays building dollar by 300%, 


when they install, 


modern Wesix Automatic Electric Wiredheat. Here, in our new 


32-page booklet designed for Modern Electric Heating, is a new 


tool to make your selling job easy. It sells home owners and 
| those planning to build or remodel on all the advantages of 


| electric heating 


It shows them how much less it costs to 


ns . - 
\ | install...compares operating costs and comfort features with 


all other heating systems...reveals some pleasant surprises to 


" economy minded prospects. 


And this new booklet is more than a selling aid, its packed with 
ideas for every home owner and building prospect, it tells them 


to see YOU for expert installation, and help in selecting their 


Wesix system. Featured in National Advertising for 10c a copy, 
(or free) at Wesix Wiredheat dealers (this booklet is already 
bringing thousands of requests). Send for your own free copy, and 
fill in the coupon below today. 


*k Mail it— display it—use it as a sales promotion 
to get more home heating jobs. 


WESIX ELECTR 
390 First St., San Francisco, Calif. 


© Please send me free copy of your new booklet. 


© Please furnish prices on quanties of 
NAME 








ADDRESS 





city. 








a place of beauty. 

The entire house is wired for low 
voltage remote control switching— 
just a touch of a switch for off and 
on control. 

There are 52 circuits in this 
home, giving each appliance a sepa- 
rate circuit of ample capacity. All 
panels for breakers for each cir- 
cuit are thermal and magnetic with 
quick make, quick break mechanism. 

For year-round comfort they have 
two Prop-R-Temp water to air heat 
pumps. These units will give heat- 
ing or cooling, when needed, and 
if neither is needed, a _ circula- 
tion of fresh air. 

The swimming pool is not yet 
complete but the wiring is in to 
give good lighting all around the 
pool with Alzak Island Lights so 
these units can light the walks 
around the pool but not disturb the 
neighbors. Also underwater pool 
lights will go in when the pool is 
built. 

Underground conduits are placed 
around the walkway for plug-in re- 
ceptacles. The receptacles can be 
used for radio or appliances when 
needed. 

On the back side of the yard in- 
stead of building a barbecue pit he 
has two receptacles for 230 volt ser- 
vice for an electric griddle and fry 
kettle, commercial type, for feed- 
ing friends in the yard. 

This home is wonderful, it’s 
livable, it’s beautiful and yet it is 
inexpensive. Mr. Nichols only 
added up the service costs of a job 
that would not be adequate for his 
needs and put these costs into the 
original job—now he figures he can 
live in comfort without the worry 
of trouble. 


Two-way service radio 
(Continued from page 47) 
teries,” Butcher explained. 

“In such emergencies, we would 
be in position to permit our asso- 
ciated electrical contractor com- 
petitors to use radio-equipped 
trucks for the movement of men 
and materials to strategic locations. 
Trucks could be so equipped on 
short notice from supplies avail- 
able for emergencies. In the event 
of an air raid, our frequency is 
such that it could not be picked up 
by an incoming plane.” 


Operation of trucks equipped 
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with radio made it necessary to in- tions. On large construction proj- tonio, New 
crease output of truck and pas- ects the company 
set a creosoted pole, which is rigged said. 
night, truck and car batteries are for antenna and a 60-watt station, 
which will reach the base station were able to save substantially on 


senger car generators. Then at 


re-energized from a charging unit. 


It was more economical to purchase or any truck within the assigned some of our equipment. 


a charging unit than to replace radius. 
automotive generators. 
Meanwhile, three additional mo- 


bile units are being added for a 


total of 16. And there is room for to truck should 


nine more stations since the FCC 
license permits a total of 


oughly. 
25 sta- 


has the utility 


Ernest Butcher thinks a contrac- 
tor who might want to adopt this 
form of communication from office 
investigate thor- 


“A station like this in San An- 


Atlanta 
might cost as much as $10,000,” he 
“Ours cost a little less than 
$7,000, but we got some breaks and 


Orleans, or 


And some 
remodeling would be necessary 
where a building has not been de- 
signed and constructed to accom- 
modate a station. 

“Regardless of cost, however, | 
consider the station worth every 
penny. In less than three months 





entilating wee oom 


nl Oe 
Ely pecialties 


THE LEADING 
AUTOMATIC SHUTTER 


1) Because the shutters 
open more easily and 
fit more snugly. 
Because the louver 
blades have special felt 
silencing pads. 

Because it is more sensi- 
tive to air currents than 
any other shutter. 

Sizes from 12" to 72" square 

—also rectangular 

Write for circular and 
prices. 


“Echo" Automatic Ceiling Shutters 


Used for attic ventilation. Installed in attic floor at 
the base of a penthouse, the louvers being operated 
by the suction of the fan. 


a ELGO SHUTTER & MFG. CO. 


ATALOG 2738 W. WARREN DETROIT 8, MICH. 





ONE OF THE SOUTH’S LARGEST FACILITIES 


HOT-DIP GALVANIZING 


CASTINGS e FABRICATED PARTS 
EXPANDED METAL e PIPE « TANKS 
STRIP e BARS e PLATES e RODS 


Your parts or products can have the 
same high-quality hot-dip galvanizing 


NEW TANK SIZE: 
4 ft. Wide 
6 ft. Deep 
25 ft. Long* 


*Items up to 45 feet long 
accommodated by double 


used on our own Dixisteel products. 
Small, tight spangles . . . smooth, uni- 
. no fins! 
A tough, lasting armor that stands 


formly-heavy coats of zine . . 


guard against rust and corrosion. 


Write or phone for quotations on 
this superior service. Please give full 
details about materials, including all 
dimensions. 





it it's exposed to rust... Galvanize it! 





FABRICATING DIVISION 


Atlantic AY (7 | Company 
waxces or DIKASTEEL ... 


ATLANTA, GEORGIA EMERSON 3441 











NEW... 


The Appliance Section of ELECTRICAL SOUTH 
has become a separate, distinct publication. . . 


SOUTHERN APPLIANCES 


Devoted exclusively to the merchandising of ap- 
pliances, radio and television, SOUTHERN AP- 
PLIANCES gives, for the first tame, the great 
Southern appliance industry its own distinctive 
publication. 

Yearly subscription ..1.00 

3 year subscription .........2.00 


SOUTHERN APPLIANCES 


806 Peachtree St., N. E., Atlanta 5, Ga. 














FO MONEE) 
BRUSHES #* ( 


| HELWIG C0. (Ona) sm. 


2536 N. 30th St., Milw. 10, Wis. ie 
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There's Money To be Made 
By Selling 
ATLANTIC to the Trade 


t901 
Non Metallic 
Connector 


$523 


Entrance Cap 


ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 














ivs ABo ite 
ai 


FLOODLIGHTING. 
) dG 


The greatest selection of 


styles and types for every 
purpose 


Get the right floodlights from 
your wholesaler Get ABOLITE 


ABOLITE 


(gAlirg DIVISION 


THE JONES METALE PRODUCTS CO 
WEST LAFAYETTE, OHIO 


of operation it has proved its value 
time and time again. And we have 
not yet had time to track down all 
the economies of operation made 
possible, nor all the advantages. 

“Judging by our experience in 
the short time of operation, how- 
ever, we can charge the total cost 
off in three years and the station 
will liquidate itself—from both the 
tax and efficiency standpoint.” 

Butcher believes he has achieved 
almost the ultimate in the reduc- 
tion of travel time by journeymen 
electricians. He points out that 
prior to 1914, in the operation of 
the company he now heads, travel- 
ing time involved in small trouble 
work accounted for 50 per cent of 
work time. Today, 50,000 fittings 
and devices are involved in jobs, 
but with two-way radio, materials 
can be on the job site in 15 minutes. 
For that matter, he points out, in a 
normal day of operation, men and 
materials can be put on a job at 
almost any point in Dallas county 
within 15 minutes. 

As the Union Electric Co., this 
firm was launched in 1908 in Dallas 
by W. T. and Joe E. Butcher. The 
latter sold out, eventually, to W. T. 
Ernest served his apprenticeship 
under his father, W. T., and later 
graduated from De Paul Universi- 
ty. In the depression years he was a 
field man for Ford, Bacon and 
Davis, but at the close of War II 
he became definitely associated in 


the business with his father, who 
died in 1947. 

Even in its earliest years now- 
ever, the company had constantly 
sought to reduce travel time. In 
1914, when materials were moved 
by horse and wagon, emergency 
calls were serviced by electricians 
who used bicycles, equipped with 
wire baskets to carry their light 
materials. 

In 1914 the company converted 
two Brush motor cars into trucks, 
with top speeds of 20 miles an hour 
for service to outlying districts. By 
1918 the firm was using motor- 
cycles, with side cars for material 
storage, on trouble calls, and in the 
1920’s the Model T Ford with pick- 
up body was the most efficient in 
saving travel time. 

Ernest Butcher is associated 
with all the electrical organizations 
in Dallas and has been an officer of 
the Northeast Texas chapter of 
NECA since 1948. In this connec- 
tion he has been active in affairs 
of the labor conference board, ap- 
prenticeship training program and 
various committees. 











MANUFACTURER'S AGENTS WANTED 


Must have Electrical Engineering background 
to represent a well-established dry type 
transformer manufacturer with highly ac- 
cepted national distribution in Tennessee, 
North Carolina, South Carolina, and Florida. 
Address all replies to Box 692, ELECTRICAL 
SoutH, 806 Peachtree St., N.E., Atlanta 
5, Georgia. 














STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


If it’s fluorescent 
MAKE IT SLIMLINE 


STA-BRITE FLUORESCENT MFG. CO. 
325 NW 22nd Lane, Miami, Fla. 














WANTED 


Experienced, high type sales represent- 
ative for well known manufacturer of 
distribution and hi-tension line con- 
struction hardware, to travel southeast- 
ern territory. Reply to: Box 693, 
ELECTRICAL SouTH, Atlanta, Ga. 














SPERO ‘HB” 


ALUMINUM SHIELDS!! 


eweforthe protection of GE R-52 , 
and WESTINGHOUSE R-57 LAMPS. 


Protection from moisture 
assures full lamp life. Supply the best 
- + Spero H-B Shields!! 
One piece heavy aluminum spinning 
affords greater heat dissipation. 
* Ventilated. 
*% Two piece spring contact socket. 
* 1," and ¥," pipe mounting. 
* Wire guards available for bottom of units. 


SPERO also makes “GUARANTEED” PORCELAIN 
ENAMEL REFLECTORS... FLOODLIGHTS... VAPOR - 
TIGHT UNITS ... INSULATORS . . . SWITCHPLATES 


THE SPERO ELECTRIC CORPORATION 


14838 EUCLID AVE CLEVELAND 12, OHIO 
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is the right result when 
you specify and use 
BUCHANAN Termend® lugs 


—only one size for terminating 
all wire sizes from #16 to #8. 


Precision installed with 


BUCHANAN'S exclusive 4-way crimp 


pres-SURE- tool. 


WRITE FOR CATALOG S-! 
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Evectricat Propucts Corroration 





Designed and 
completely 
Manufactured by 
WILEY, with 
ETL Certified 
Electrical 
Components 


Hillside, N. J. 


@ Modern, function- 
al designs to 

harmonize with any 
architectural motif. 


@ Stock fixtures 
adaptable for all 
lighting layouts. 


@ Units designed 
for quick, easy erec- 
tion. A minimum 
of “on-the-iob” 
assembly. 


@ Patented E-Z 
Servicer. 


@ District Sales 
Engineers available 
for prompt 
cooperation. 


Full nformation write 


RaW WILEY. INC 


Dearborn at Bridge 9t- 
Buffalo 7, N.Y. 


At 





L 


Lamb Co., A.V ° 
Landers Co., L. Morris. 
97, 98, 99, 100, 101, 103, 
Lassiter, W. H., Jr.. 
Lau Blower Company The 
Ledford, L. O. 
Leviton Mfg. Co 
Light & Power Utilities 
Corp. . 
Lithonia Lighting Products 
¢ oO. 4 
Lloyd, Chester R. . seen 
Lloyd Factory Sales Agents, 
89, 


dé. é 
Lombardi, Gene 
Loyd, Inc., Ernest T. 
Lumpkin, "Paul 


M 


Magni Flood, Inc 

Marx, David 

M & W Electric Mfg 
ee ihe” 

Macon Co., H. L ‘ ; 

Marcus Transformer Com- 
pany, In sk omiell 

Matthew, a 

McCain, J. E. 

McCourt, Leo T. 

McCreary, B. L 

MeNeill, B. E. 

McPherson, Frank C. . d 

Meier Electric & Machine 
Co., Inc. “~ 

Michler, me . 

Miller Company, ‘The 

Milner & Co., - a . 

Mitchell pioatns tur ing Co. 

Morris, Lynn Ff 

Muir, Douglas G 

Multi Electric Mfg. 


pany ees 
Munding Elec. Sales Agency 
71 


71, 119 
Murray Company of Texas ° 
Musgrove, at 3 ° 
Myrick, C. Jr 


N 


Nash, Walter ... .65, 59 
National Electric Products 
Corp. .. ..106, 107 
Nelson, Walter -.. ° 
Nic hols, N. 21 
North ow Electric 
Lamp Co. . 
North, J. Scoby 
Noser, J. A. 


oO 


© Z Electrical Mfg. aay Inc 
Okonite Co. . ‘ 
Olsen- Robertson Co 

Orlick, A. M 


Pp 

Paragon Electric Co ; 

Paranite Wire & Cable Divi- 
sion Essex Wire Corp T 

Peabody Brothers ...20, 43, 

Penn-U gs Electric Corp. 

Perry, Jr., J.J. . ‘ 

Peterson & Lowe ; 

Pickard, R. —— 

Pichon ec ; jude 

Plymouth Rubber Company, 
ne. ‘ 109 

Prag, Elmer ... eee 

Prescolite Mfg. Co. 36 

Progress Manufacturing Co ° 

Pryne & Company, Inc ° 

Pyle-National Co., The 117 

Pyramid Instrument Corp ° 


R 


Ramond, Chas. K 

Rattan Mfg. Company 

Redmann, 8S. } wi 

Reed, Inc., Lyman C 

Reed Unit Fans, Inc 

Revere Electric Mfg. Co 
Richey, E. B. Second Cover 
Ridgeway, J. T Front Cover 
Roach, Leo ‘ 83 
Roberts Co., L. W. 98 
Robertson, Inc., E igin B ° 
Robinson, C. E....Second Cover 
Roes, H. A., & Co 71 
Rome Cable Corp 20 
Rose, Herb M. ... ° 
Rosebrough, Lee B. a 3 
Rose Equipment Co., W. L ° 
Rottman, O. H. . 21 
Royal Electric Company 61 
Ruby Lighting Co 91 
Ruff & Cannon - ; 71 
Russell & Stoll Co., Inc ° 


2nd Cover 


S 


Sangamo Electric Company 
Schisler, D. / Second Cover 
Schneider, David D. .« ‘ 105 
Schoolar, 8S. T., Co 
Schwitzer- Summins Company 
Shaw-Hz 7 Co 
Sheehan, J. D 
Sherrill, Paul .100, 1 
Simmer, F. H. .. ..114, 122 
Simplex Wire & ¢ Mhie CG.ccs 2 
Smithcraft Lighting Division 
Snoots, Wayne ... .103, 115, 11 
Sommerlath & Assoc., BE. G., 
TPe cece poe ole4 

Southern Agencies ine .116 
Southern Electric Corp. <= 
Southland Sales Agents. .59, 105 
Southwest Sales & Service. . .105 
Southwire Company 2 

Electric Corporation, 

: - +183 


Spe rti Faraday, Inc. . <a 
Square D Co. ......Third Cover 
Sta-Brite Fluorescent Mfg. 
Co. .122 
Steel City E lectric c ompany. 32 
Stockdale Co., S 
Stone, Carson “121 
Strong, Carl .. Front Cover 
Sullivan, W. E., Jr 67 
Sunwarm . ° 


T 


Teal Corporation 87 
Tennessee Coal & Iron Div., 

U. 8S. Steel Company. : ee 
The Pitt Mfg. Co. 8 
Thomas & Betts Co 
Thompson Co., Walter E. 
Thornton, E. 

Thorsell, Carl w. 
Tindall, Norman E. 

Second Cover 
Tomic Sales and Engineering 

Co eeee ° ee 
Triangle Conduit & Cable 

Co., Ine ; we Oe 
Trimble Co., Inc., C. R. ....123 
Trumbull Division, General 

Electric Co. ; 
Turner, Will .. 


U 


Union Insulating Company 

Unistrut Products Co. 

United States Rubber Co 
(Mechanical Goods - Uskon 
Div.) .. a base 

JInited States Rubber Co 
(Wire & Cable Div.) ... 

Inited States Steel Export 
Company 

Inited States "Steel, Tennes- 
see Coal & Iron Div. ...30, ; 

Iniversal Wire & Cable Co 


Vv 


Victor Insulators, In¢ 
Victor Ventilator Co 


WwW 


W: eee Electric Mfg. Co., 
In ioe . 
Ww agne r Malleable Products 


W al field Brass " 
We ‘“s Second Cover 
Walter, F. P Second Cover 
Ward Co., Chas. L + cmane bd 
Ward, L. R : ® 
Watts, Sam J 122 
Weilbacher, A. J 2 
Wells, Gordon ~~ 
Wesix, Inc. 120 
Western Insulated Wire 
Westinghouse Electric Corp 
37, 38, 39, 40, 41 
Westinghouse Electric Corp 
(Electric ats 1 Div.) 
, 38, 39, 40, 
Westinghouse E ‘lectric Corp 
(Lamp Division) : 
Westinghouse Electric Corp 
(Transformers) — 
Whitman, Marshal! L., Co 
Second Cover, 
Wheeler Reflector Co 
White, C. O “ 
Wildeman, Walter W 
Wiley, Inc., R. & W 
Williams Products Co., H. E 
Winkler, B 
Wiremold C ompany, The 
Wood & Anderson Co 
Woodyard, Charles L 
Wright, Earl E 


Young Engine Corporation 18 
Youngstown Sheet & Tube 28 


ue 


_ 
to 


_ 
to 


On wr Oe @e—CWow 


—_ 


ELECTRICAL SOUTH for DECEMBER, 1953 




































































































































































= a 
= 








































































































1 to 32 Circuits 
form the basic Bs 8g 


Only six devices 
NO \ine in general purpose enclosures. i 
> 


Main Breakers 


For the first time! Load centers 
with main breakers for 1 phase, 3 wire 


or 3 phase, 4 wire devices. 


4Wire — 


odern trends in distribution 


To meet m 
ght and general purpose. 


Both rainti 


1 Phase, 3 Wire 3 Phase, 








ard components. 


NO Plug-in Units have 
ALL the Features... 


1. Quick-Make, Quick-Break op- 


eration at no extra cost. 


2. Ambient Compensation ends 
nuisance tripping No extra cost. 


3. Thermal-Magnetic — complete 





two-way protection against both 
moderate and heavy overloads Off-the-Shelf Delivery 
4 Non-Interchangeable feature Just 3 components simplily selling and 
prevents higher capacity 30, 40 stocking. Box with imterior, cover and plug- 
50 e sizes from bein eub in breakers Breakers conveniently packed 
amper g in individual boxes and multi-pa¢ ked in car- 
O ampere tons. All the sales features highest quality, 
immediate delivery. 


stituted for 15 and 2 
breakers. Discourages tampering. 


R ELECTRICAL DISTRIBUTOR FOR SQUARE D PRODUCTS 


no cost premium 


ASK YOU 
sie 


Raintight 
All enclosures are Underwriters’ = 
approved. Available with or without Lt 
provision for the popular interchange- 7 ' 
able hubs. i 
4s ” ; j TI 
Plus” “pplications Ct 
The AO solves specific water heater, | x 
switched neutral and other split bus | 

problems—in many cases with stand- 
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Examining uniformity of 
zinc coating in preparation 


for an acid test... 


~< 
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One of the many tests that helped prove that... 


New G-E WHITE increases service life 
with improved corrosion resistance 








The new G-E WHITE conduit was 
tested, along with samples of 
other types of conduit, for: 


© 42 days in | hydroxide. 
© 150 hours in sulphuric acid. 
® 150 hours in hydrochloric acid. 
1000 hours in a 20% solution of 
salt spray at 95° F. 
42 days’ in 100°% humidity at 
105° F. 
37 days to determine healing 


effect of zinc coating. 


These tests proved that the cor- 
rosion ‘fesistance of new G-E 
WHITE conduit was unsurpassed 
by any cther type tested. 


The new G-E WHITE conduit meets 
FEDERAL SPECIFICATION WW-C-581b 
(May 4, 1951) 








LABORATORY TESTS 

The new G-E WHITE rigid steel conduit has been thoroughly tested in General 
Electric laboratories. It has withstood salt spray. heat, and humidity tests with- 
out corroding. When exposed to the corrosive fumes found in industrial atmos- 
pheres, it has shown unsurpassed corrosion resistance. (See data at left.) 

SERVICE TESTS 
The new G-E WHITE is zine galvanized by the metallizing process. The superior 
corrosion resistance of this process has been proved by many years of use on ship 
hulls. water tanks. railway overpasses. and other metal structures exposed to 
corrosive conditions. 

USER REPORTS 
Contractors report that the new G-E WHITE conduit bends easier. saws easier, 
and threads easier than old-style conduit. because metall’zing eliminates those 
processes which cause most conduit to harden. Wires pull more easily too. be- 
cause the new inside coating contains a special antifriction compound. For 
more information on this new conduit that simplifies installation and stands up 
so well against corrosion. see your G-E Construction Materials distributor or 
write Section C30A-1221. Construction Materials Division, General Electric 
Company, Bridgeport 2. Connecticut. 
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Gou can pout pour confdence in — 
GENERAL €@ ELECTRIC 


ELECTRICAL SOUTH for DECEMBER, 1953 





